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“GENUINE DETROIT” 
Grease Cups 


Genuine Detroit Grease Cups are supplied in pressed 
steel, pressed brass and cast brass, in a large variety of sizes 
and threads. 


They are strong, durable, well designed and nicely 
finished. 


They are carefully manufactured of high grade metal 
and each cup is thoroughly inspected before shipment. 





Full information gladly furnished upon request. Write 
for catalog and prices. 





DETROIT LUBRICATOR (OMPANY. 
DETROIT, MICHIGAN 
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"THE Columbian Line of Vises includesa vise In the Columbian Vises are embodied exclusive, 

for every purpose in a full range of sizes. patented features not to be had in any other 
Distributors of the Columbian Line are able to. vises. Columbian Vises enjoy a wide sale 
meet every vise demand from the trade. among mechanics who know good tools. 


THE COLUMBIAN VISE & MFG. CO. 
CLEVELAND, OHIO 


COIUMBIAN VISE 


Trade Mark Reg. U. S. Pat. OF. 
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First Choice! 

For sales, for profits, for repeat business, 
for *consumer-satisfaction—RED © CAP 
Industrial Brooms and Brushes are the 
overwhelming choice of distributors 
everywhere. Practically all of America’s 
leading distributors sell the CAPITAL - 
Red Cap Line, many of them handle it 
exclusively. Why not get your share of 
this business? Our sales cooperation plan 
brings profits for you, right from the start. 
Write for details — make the RED CAP 
Line one of your best moneymakers. 


















































Indianapolis Brush & Broom Manufacturing Co. 
INDIANAPOLIS, INDIANA 








“The CHICAGO Line” Ball Bearing Loose Pulleys 


CONSIDER THEIR ADVANTAGES 


Simplest possible construction. 

Lubricate but two or three times a year. 
Hot bearing impossible. 

No noise—no dirt. 

No dripping of oil. 


Each pulley fitted with two high class Ball 
Bearings. 
This is only one of many trouble saving spe- 


cialties of CHICAGO LINE EQUIPMENT. 


Complete Catalog forwarded on request. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 
All Forms of Power Transmitting Appliances 
MAIN OFFICE: 
19 No. Desplaines St., 
Chicago, III. 


FT 
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‘‘DAGGETT’’ BALL BEARING 
LOOSE PULLEY 


FACTORY: 
Menomonee Falls, 





Wisconsin 
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Here is a test that anyone 
can try (and bet his bottom 
on the Walworth 
Master Stillson) 
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The Tools. All you need is two 
pieces of pipe for leverage—a piece 
of 114-inch Double Extra Heavy 
pipe to set the wrenches’ teeth in 
and a couple of two-by-four blocks 
to keep the pipe from rolling. 


The Rules. In this test we are 
backing the Walworth Master Still- 
son against the field—and that 
goes for any other wrench, any- 
where. You will find 14-inch 
wrenches a convenient size to test. 
The contestants should settle their 
weight on the pipes; all the testing 
that’s necessary can be done with- 
out jumping or bouncing. 


With a couple of huskies balanc- 


ing their weight and strength on 
either side, one of the wrenches ts 
likely to bend, subside and just 
naturally bust under this tremend- 
ous leverage. 


Draw Your Own Conclusions. 
We have given this test a fair try- 
out any number of times and are 
perfectly willing to leave to you 
the decision as to which wrench 
you would rather own. 


The Walworth Master Stillson, 
as you know, ts easily identified by 
its new red handle and the same 
old Stillson trademark that stamps 
it as genuine. 


Walworth Company General Sales Offices: 51 East 42nd St., New York 
Plants at Boston, Mass.; Kewanee, IIl.; Greensburg, Pa., and Attalla, Ala. 


Distributors in Principal Cities of the World 


Walworth Limited, 10 Cathcart St., Montreal, P. Q. 
Walworth International Co., 11 Broadway, New York, Foreign Representative. 


WALWORTH 
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AT THE SIGN OF THE RED TRIANGLE 


If you stock genuine “*TOLEDO” Tools and Dies and do not 
already have one of these new handsome Authorized Dealer Dis- 
play Signs, tell us so and we will send you one promptly. 


Beautifully finished in rich antique red with gold letters, and a 
black bracket, it will do justice to any salesroom. 


THE TOLEDO PIPE THREADING MACHINE CO., TOLEDO, O. 











profit maker for nearly 
a Quarter of a century-- 


acemaker 
BELTING 


The Cincinnati Rubber Mfe. Co. 
T§ 
Cincinnati, Ohio 
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The Graf Zeppelin Comes 
Across on 465 £84 F" Bearings 


gesagt gray monster of the skies, lighter than 
the air its giant propellers thrust astern, pushes 

its nose through the autumn sea-mists and hangs sus- 
pended for a moment above a great city, as though 
making its curtain call and taking its share of well- 
earned applause while millions of upturned faces regis- 
ter their appreciation of the fact that another page has 
been written in the history of passenger transportation. 
An entire world had waited while the five great 
Maybach Motors sang their songs of progress 
across the great Atlantic wastes—a world afraid 
as that other world of 1492 must have been 
afraid when three caravels cleared the Port of 
Palos and pointed their prows toward a new 








and unknown world. And yet, in the one hundred and 
more cities throughout the world where ' ‘ offices 
are located there was a feeling of hope, of confi- 
dence, of belief. 

Had not Lindbergh made his historic flight with 
the help of © Bearings? Didn’t they help to 
carry Chamberlain to Germany, Byrd to Ver-Sur- 
Mer, Maitland and Hagenberger to Honolulu? 

Weren't they on the Los Angeles when she flew 
on her maiden voyage to America? 

And were there not four hundred and 
sixty-five of these same ’ Bearings in 
the motors and in the other mechanical parts 
of the Graf Zeppelin? 





SKF INDUSTRIES, INCORPORATED 
40 East 34th Street, New York 





2176 





“THE HIGHEST PRICED BEARING IN THE WORLD” 
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HE Yale Chain Block illustrated is of 

the spur-geared type. Speedy, depend- 
able, easily moved from one job to another, 
retrucking locomotives is but one of many 
uses to which this indispensable four ton 
hoist is put. @ Yale Chain Blocks should 
be an integral part of every modern fac- 


tory and plant. The industry does not 





exist which cannot use chain blocks to 

advantage in material handling. Wherever a load must be lifted a Yale Chain Block can do 
the work with greater safety and efficiency. @ Whether it be of the Spur-Geared, Screw- 
Geared or Differential Type . . . Yale Chain Blocks are so designed and so manufactured as 
to give the maximum maintained efficiency. Every part of every Yale Chain Block, including 
the special chain of heat treated steel, is made entirely by Yale to Yale’s exclusive specifica- 


tions that the ultimate in quality, safety and efficiency is assured. 


The Yale & Towne Mfg. Co., Stamford, Conn., U. S. A. 


Canadian Branch at St. Catharines, Ontario 





Hoisting *~ Conveying Systems 


YALE MARKED IS YALE MADE 
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Pulleys are Made 
to Give Power 
—Not to Lose It! 


ANUFACTURERS who know the 
facts never put up with power waste 
through belt slippage. They buy pulleys 
that GRIP the belt and transmit all the 
power. 


REEVES Wood Split Pulleys cannot 
slip like cast iron or steel. They are 
lighter, stronger, run truer, last longer, 
and transmit more power. They are 
cheaper to buy and cost less to run, be- 
cause they keep everlastingly on the job. 


What kind of pulleys do you sell? The 
kind that slip? Or the kind that GRIP? 
Write us today for full information about 
territories and discounts. 


Reeves Pulley Company 
Established 1887 


Columbus, Indiana 


REEVES 


Wood Split Pulley 


UR catalog M-33 gives 

full information about 

the construction of 
every pulley in the REEVES 
line. Send for it and find out 
why hundreds of dealers and 
thousands of users have found 
that REEVES Pulleys are the 
finest they can buy at any 
price 
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The Standardized Line 


HEN the Purchasing Agent calls up and 
\ “T want a pump for such and such a4 pur 
pose,” can vou fill the order? You can 1 
standardize on Goulds Pumps 


(soulds standard line of pumps requires littl 
acc No need to carry a big stock on your floor 
Yet you can offer pumps for a multitude of service 
\nd should vou have occasion to order a particular 
pump, there's a Goulds’ warchouse near enough. t 
fill vour shipment without costly delay 


The pump shown above is our Figure 1095 
\utomatic Oiling, Vertical Plunger Pump; built tn 
three sizes, with capacitics of 21 420 and 72 
gallons an hour. For water supply systems, fucl 
oil service, circulating cooling water for engine 
and many other pumping requirements. This is 
the pump used on the famous Goulds Autowater 
System 


Send for Catalogue showing complete line 
of Goulds Pumps for Mill Supply Houses. 


GOULDS PUMPS, Inc. 
Seneca Falls, N.Y. 


he line is complete and includes 


CENTRIFUGAL:--- ROTARY 

DIAPHRAGM :- DEEP WELL HEADS 

SINGLE AND DOUBLE -ACTING 
POWER PUMPS 
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ONE 
50 hp.Motor 


Does the Job of 
EIGHT 


IS Ap.Motors 










Use Individual 
Drive 


When satisfactory group 
drive is impossible. 

For any machine taking 
considerable power anc 
operating at fairly con- 
stant and nearly maxi- 
mum load. aes 

Where overhead cranes : 
interfere with line- 
shafts. 

On large work where ma- 


Use Group 
Drives 


For lowest first costs. 
For lowest wiring and 
: control costs. 
. For lowest maintenance 
costs. 
For greater flexibility. 
Where power is purchased 
for lowest power con- 
sumption, 
Drees For fewer motor repairs 
ae and least spare motors 


chine must be taken to : and parts. 

the work. In a large automotive plant a study of one To smooth out peak loads. 
For a single machine power problem saved 70 H.P., and made pos- ~~ sail 

, } ; 2 we? > fr a . . . . ad 

pases Rah ier a sible other important and substantial economies. Where speeds of ma- 

time. The Power Transmission Association, through its Board chines in group vary. 

oat f Advi a ‘ncludi di f To gain savings from use 

On fully loaded - iso- of A visory Engineers, including outstanding men from of smaller motor than 

lated en a ase every industry, will help you by submitting unbiased recom- the aggregate horse- 

baat —— mendations for new installations or re-arrangement of your power of motors used 

lineshafts. vena: deben on individual drives. 


A copy of our “Drive Right” Booklet will be sent on 
request. 





POWER TRANSMISSION ASSOCIATION 


POWER TRANSMISSION ASSOCIATION 


T.BWoods Sons (..C hambersburg, Pa. 


— ane 
New England Branch: CAMBRIDGE, Mass, |Wood’s Power Transmission Machinery Southern Branch: GREENVILLE, S7"t. 


Shafting Rope Drives Pulleys Speed Reducers 
Hangers Friction Clutches Pillow Blocks Conveyors 
Couplings Flexible Couplings Belt Contactors Ball Bearings 
When writing to Advertisers please mention Mint Scuppiirs 
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Our Business 
Manu 


It is not jobbing. 


We are manufacturers of 
mechanical rubber goods, with 
the largest factory in the world 
devoted exclusively to those 
lines. 


It is our exclusive policy to 
deal only through the distrib- 
utor, because we believe that 
the jobber is the only legiti- 
mate channel for reaching the 
dealer and industrial consum- 
ing trade. That is why we 
operatenobranchstoresand do 
not go direct to the consumer. 


If we were to operate branch 
stores we would in reality be 


BOSTON 
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facturing 


running jobbing houses. Each 
would require a sales force, a 
stockroom, a shipping force 
and a bookkeeping system— 
elaborate overhead that would 
have to be figured into selling 
costs. We would have to as- 
sume credit risks, both retail 
and consumer—here again a 
cost to be added to the price 
of our goods. And we would 
be in competition with jobbing 
houses whose overhead and 
credit costs can be distributed 


over many lines, instead of 


having to be absorbed by one. 


Is it notreasonable,then,that 
in handling the Boston Woven 


WOVEN 
RUBBER CO. 


CAMBRIDGE, MASS. 


Hose line as a distributor you 
can meet the competition of 
the manufacturer who oper- 
ates branch stores and sells di- 
rect—meet it on better terms 
and with greater satisfaction 
to the consumer? 

The Boston Woven Hose & 
Rubber Company's policy of 
dealing only through the job- 
ber has built up for us a loyal, 
effective selling organization 
which is expanding every day. 
A few territories are still open 
for further strengthening. We 
will gladly send full intor- 
mation to any interested, 
progressive jobbing concern. 


HOSE © 


at 
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above everything 


sell CAR RTY 


lifts SSS 4 | 
above 3 - . 


Whatever 
chandise 
competition 
surer profit for 
The exclusive safety 
features of Gold Medal 
Safety Extension 
Trestles are yourstrong 
selling points. The 
“Gold Medal” Line is 
full of opportunity not 
only for increased sales, 
but a bigger net return. 


her- 
price 
means a 





you, 


Many of your customers still are 


v rite for Distributor’ s using makeshift or worn out 

> “4s ladders. Preach replacement with 
oposition - : ; 

Pr pos specially designed Gold Medal 


Equipment. 


The Patent Scaffolding Company 
New York, N. Y. 
3821 ce St., 


Philadelphia, Pa. 


j Chicago, Ill. 
2835 Bridge St. 


1550 Dayton St. 


Boston Mass. 
49 Ellery St. 


Atlanta, Ga. 
{4HaynesSt.,.N.W. 


San Francisco, Calif. 
270-13th St. 


Gold Medal 


SAFE ZY 
Extension Trestle 


One of the safety 


St. Louis, Mo. 
6168 Bartmer Ave. 


features of Gold 
Medal Safety Ex- 
tension Trestles 
is the Automatic 
Lock which pro- 
vides adjusta- 
bility with safety 
atvarious 


heights. 
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MARVEL 


High-Speed 
Edge 
Hack Saw 


BLADES 


Have a cutting edge 
of Genuine High 
speed steel welded to 
a back that never 
breaks in the machine. 


Marvel Blades have 
won the respect) and 
confidence of most 
men because they cut 
faster, give long and 
uninterrupted service 

because they won't 
snap or break under 
stress and because 
they last longer. 


After all, such advan- 
tages are the only true 
measure of hack saw 


blade VALUE! 


Write today for com- 
plete description, 
sizes and prices of 
“Marvel” blades. 
Simply address 


ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People’ 
353 N. Francisco Ave. $3 Chicago, U. S. A. 
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Analyzing the 
Requirements of 
:* Your Bearing 
Metal Customer 









Facts developed in the metallurgical research work conducted 
by this company in collaboration with the United States 
Bureau of Standards are of vital significance to every user of 
bearing metal. 


Bunting Phosphor Bronze Bars today include the elements 
and characteristics which most fully meet your customers’ 
requirements. A trial will convince you and him. 


There are 88 stock sizes for your convenient handling. 


THE BUNTING BRASS & BRONZE CO. 
TOLEDO, OHIO 
BRANCHES AND WAREHOUSES AT BRANCHES AND WAREHOUSES A1 


NEW YORK PHILADELPHIA 
276 Lafayette St 1330 Arch St 

Canal 1374 Spruce 5296 

CHICAGO SAN FRANCISCO 


O15 8S. Michigan Ave 198 Second St 


Calumet 6850-6851 Douglas 6245 


<= CORED ad SOLIDBARS ~~ 


PATENTED 
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If it’s just a physical mark on paper, board, fabric 
nothing better to use than a good lead pencil! But 
i lot of high grade people have 


| 


ave “made a mark be- 
fore a good lead pencil can be produced 


There are great factories, laboratories, special machines in the 
background of the everyday lead pencil. Mechanical equip- 
ment of the finest and best-—and outstanding in this equip’ 
ment—Cocheco Belting to transmit the power that drives 
the machines. 


In the pencil industry—as in every other, where leather 
belting may be used—-manufacturers stick to Cocheco, when 
once they have tried it, because of its high quality and depend- 
ability. The reasons, inherent in Cocheco Quality, are ex’ 
plained in detail in our “Book on Belts’—-may we send it? 


I. B. WILLIAMS & SONS 


CHICAGO : So DETROIT 
NEW YORK Dover, New Hampshire, U.S. A. BOSTON 
GREENVILLE, S. €. PHILADELPHIA, PA. DAYTON 
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LIPPER introduces the newest member of its belt lacing family—the Clipper No. 6 Speed 
Lacer. This new lacer is of the same type as she Clipper No. 8 Speed Lacer only lighter 
and smaller in size. It will lace all belts from one inch to and eiedinn six inches in width 
in 12 minutes, with the same efficiency, ease and speed as its larger brother. It exerts a 
pressure of 37,500 pounds, imbedding the hooks in perfect alignment absolutely flush with 
the surface. The Clipper No. 6 Speed Lacer will prove ideal for industrial plants in which 
smaller belts predominate. 








Whatever your lacing requirements, there’s a Clipper Lacer which meets them perfectly and 
with the aid of Clipper hooks and pins your belt lacing problems now become only a 
smoothly running part of every day shop routine. 


PRICE $75.00 
In United States of America 


The Clipper No. 6 Speed Lacer is furnished with or without stand. For complete 
demonstration communicate with your nearest Clipper dealer. or with the 


Clipper Belt Lacer Company 


GRAND RAPIDS MICHIGAN 


Lacer equipped with stand 
as shown, if desired 
































See our exhibit at the Seventh National Exposition of Power and Mechanical Engineering 


Space No. 285, Grand Central Palace, New York, December 3 to 8, 1928 


Cm 
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MILFORD 
BLADES 


Prime iorites among g ! hanic 
cause of their 


uniform temper, tough- 
curac 
8”, 10", 12" Lengths 
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* THOMPSON'S MILFORD 


Standardize on Thompson Saws 
and simplify your selling 
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MILFORD 


ALL HARD 
Tungsten Alloy Steel 


When writing 
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Today’s Sales Will Sell 
Tomorrow’s Saws 


which is just another way of telling a great truth 
and that is: The man who once buys and thoroughly 
tries Thompson Hack Saws invariably comes back 
for more. He can't be pried loose with any amount 
of persuasion from these blades of uniform temper, 
toughness, cutting accuracy and speed. 


The dealer who stocks the Thompson Line can 
meet every hack saw need—from 6-inch blades for 
hand frames-—to the “big boys” for heavy duty 
machines. By concentrating on the complete 
Thompson Line he cuts down his overhead, hastens 
turnover and makes more money on his investment. 
Any Thompson dealer will tell you this. 

Every month, American Machinist and Machinery take our 
new advertising explaining the correct use of hack saws and 
boosting Thompson blades to the biggest hack-saw buying 
market in the world. If you're not stocking Thompson Saws, 


join us now and cash in on the profit and good will this new 
campaign is bringing. 


Write for Prices and 
Our New Dealer 


Proposition 


& Son Co. 







Established 1876 


SUPPLIES 


The Henry G. Thompson 


Incorporated 1898 


New Haven,’Conn., U.S. A. 
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COMPRESSED 
LOOMFIELD 
NEW JERSEY 











*See data under Pulleys Kent's Hand Book 
1923 and thereafter. Better grip permits the 
use of closer centers. 


























ULLEY grip, not tension, is the cure for belt slippage. 
Sprucolite pulleys have the highest coefficient of 
friction of any known pulley. They are made of com- 
pressed spruce.* 


Sprucolite pulleys wear like cast iron, have a greater 
resiliency to withstand shock loads than paper and 
weigh only a fraction of either. The dense fibrous sub- 
stance resulting from compression of clear spruce from 
20 to 70 per cent is inherently strong. The center core 
is inserted under tons of pressure, so can never break 
loose. The crown and edges stay true. 


Compressed Spruce pulleys have the virtues of all, 
and the disadvantages of none. This comparison in- 
cludes the consideration of price. Sprucolite is in- 
expensive. 


Price list and detailed information sent on request. 
Address: Sprucolite Corporation, Franklin Avenue, 
Bloomfield, N. J. 


Sprucolite also manufactured and sold on the Pacific 
Coast by Pacific Compressed Spruce Products Inc., 
Tacoma, Wash. 


xe ye A se 


Sprucolite Pulleys for factory use are distributed exclusively through 
supply houses. Present dealers tind them quick to sell, therefore 
profitable to handle. They tell ws that general interest in them serves 
to make contacts for the dealers’ salesmen, that result in sales for 
other merchandise as well as in Sprucolite Pulleys. 


Let us send our dealer's proposition. 
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—And Then Each Trap 
Gets a ‘“‘Man-Size’’ Test! 


HERE'S nothing stinted abou t 
| Anderson *‘Man-Size’’ Steam Traps! 
Each trap is made of the finest materials, 
used generously to give it sturdy size. 
Next comes a bigger capacity than other 
traps—and then each Anderson gets a 
“man-size steam test under varying 
pressures before it leaves the factory. 


This thorough test is one reason why 
you can recommend this line of traps to 
your customers with every assurance in 
the world that each and every trap you 
sell will render 100% service. You know 
before they leave your loading platform 
that the customer's steam system will be 
efficiently and continuously drained of all 
condensation and that the system will 
receive a maximum amount of heat for 
many years to come. 

Thorough testing makes possible our 
positive guarantee to you and your 
equally positive guarantee of satisfaction 
to your customer. 


Send for Catalog and Prices 


The V. D. Anderson Co. 
1944 W. 96th Street 


CLEVELAND 
O H I O 


STEAM TRAPS 








S4e°, ®, 4} 
PROTA Y aie 24 5G 
at Wi} SUAS 

Fey Sane 

NS 

SKS 


Unusual dependability and quiet opera- 
tion are gaining for these new Bond Les- 
Nois Steel Casters a nation-wide con- 
fidence. 


There are certain jobs in your plant 
that must be done quietly but without 
sacrificing, efficiency and dependability. 
These are the jobs for Bond Les-Nois 
Steel Casters. No other caster combines 
these necessary qualities to such a great 
degree as does the new Les-Nois. Engi- 
neers have found this caster superior to 
any other intended for its work—that’s 
why it is being so widely adopted in every 
line of industry. 


_( ee 


. Should have this folder 
describing in full the Bond 
Les-Nois Steel Caster. Write 
for it! 


Bond Foundry & Machine Company 


Manheim, Lanc. Co., Pa. 


Phila. Office: 617 Arch St. N. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 
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W here huge pieces of steel 
depend on the strength, the accu- 
racy of thread and freedom from 
flaws of the nuts that hold them 


together, the experienced manu- 
facturer specifies Eimpire cold- 
punched nuts. 


An eighty-three year old reputation 
for quality and uniformity is your 
assurance that these pieces of steel 
will stay on the job till the machine 
is scrap. 

RUSSELL, BURDSALL & WARD 

BOLT & NUT COMPANY 
Tein a 


PORT CHESTER, N.Y. ROCK FALLS, ILL. CORAOPOLIS, PA, 


Sales Offices at Philadelphia 
Chicago Detroit San Francisco Los Angeles Seattle Portland 


EMPIRE enor 
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FORD TRIBLOC HOISTS 


ae 


PLELPOLII LE LOPS 





The Ford Triblocs are manufactured in all sizes from 4 ton 
to 40 tons—also Ford Steel Plate, Roller Bearing Trolleys, both 


plain and geared, for these Hoists. 


FORD CHAIN BLOCK CO, PHILA.,PA. 
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Risky Business 


















Cou prize the goodwill of your custom- 
ers too highly—you value reputation 
too greatly to risk your SS by 
stocking and selling a machine tool of 
doubtful reliability. Isn’t it good business 
policy then to exercise the same careful 
regard for the reputation of your house 
by stocking pipe fittings that measure up 
to high standards of dependable quality? 
A pipe fitting does not readily reveal its 
quality on surface examination. Only 
performance on the job can prove its real 
stamina and ability. 


Square “Gee” rittings have proved their 
claim to quality by consistently fine per- 
formance on the job. The Square “Gee” 
mark on every fitting that leaves our 
plant is a guarantee of. quality materials, 
careful workmanship and rigid inspection 
—all combined to insure satisfactory per- 
If you haven't a copy of formance on the job. 
the Square “Gee” Costalog 
on file, request it today. 









You can stock and recommend Square 
“Gees” to your customers with the confi- 
dent knowledge that you are safeguarding 
theirinterestsand protecting yourown rep- 
utation for handling quality merchandise. 


The GRABLER MANUFACTURING Co. 
and its subsidiary GRABLER-REPUBLIC, Inc. 
4900 EUCLID BLDG. :: CLEVELAND, OHIO 


New York . Chicago ~- _ Los Angeles San Francisco 


SQUARE 
Pipe 


“BEE” 
Fittings 


ORAINAGE, BRASS 











MALLEAGLE, CAST IRON 
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MPRACTICALISTS constantly 

dream of a distribution Utopia 

where merchandise is transmitted 
from manufacturer to consumer as 
if by the wave of some indefinable 
magic wand. 


Indefinable is a good word to use 
here for this magic wand has never 
been defined, never been translated 
into practicality. 

Meanwhile the doers of the world 
keep on doing. 

We at Foster have always been prac- 
tical. We recognize the principle that 
all service costs money and that the 
better the service the less it costs. 





The best and therefore the least ex- 
pensive method of getting bolts and 
nuts, cap screws and many other 
similar products to the dealer and 
small consumer is through the jobber, 
to which policy we wholeheartedly 
subscribe not only because we like 
it, but because it is the economical 
method of distribution. 


THE FOSTER BOLT & NUT MANUFACTURING COMPANY 


CLEVELAND 
Union Avenue and East 72nd Street 
Telephone: BRoadway 0840 


CHICAGO 
6249 to 6265 West 65th Street 
Telephone: Hemlock 4484 





OS 





Personal Service 








When writing to 








CAPS 


@ BOLTS *> NUTS 
REWS 


in Big Business 
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Belt Tighteners 


Loose belt problems can be definitely solved 
with the proper application of Medart Belt 
Tighteners. Wherever belts need adjusting 
to eliminate sag and slip, they can be brought 
to their standard “effective pull” by applying 
Medart Belt Tighteners... By increasing the 
belt tension and arc of contact, they increase 
the efficiency of belt-driven machinery. 





They are made in different types—“A” frame, 

sliding, swinging, rack and pinion, vertical 

e\ \ and take-up types, or can be made to suit 

NA \ your special needs. The Medart Company is 

VA \ at your service and is prepared to supply 
XA \ special tighteners for unusual conditions. 


= GET CATALOG 43 WITH 
DISCOUNT SHEET FOR PRICING 
For “Everything in Line Shafting Equipment” get 
Catalog 43 and Discount Sheet; also Bulletin on Me- 
dart Timken-equipped Line of Industrial Appliances. 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 


General Offices and Works, St. Louis, U.S.A. ray 


Offices in 
Chicago * Philadelphia 7 Pittsburgh 1 New York 1 Seattle 
Office and Warehouse Cincinnati 


MEDART 


as Fverything in Line Shafting Equipment 
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BUILT TO ENDURE 









The complete line of 
Black & Decker Electric 
Tools is on sale at the 
leading supply houses. 


The Black €? Decker 34"’ Heavy Duty Electric 
Drill is the culmination of years of experience in 
designing and building high quality electric tools. 


Timken taper roller 
bearings are used on the 


The above illustration showing a detail of the chuck spindle. These 
chuck spindle bearing construction is an indication bearings very adequately 
of the engineering principles used throughout this take care of side and end 
Drill, justifying its ability to endure hard and con- thrusts and will give ex- 
tinuous usage over a long period of time. cellent service through- 

The Black €? Decker name on an electric tool is out the life of the Drill. 


your guarantee of quality. 








BLACK &%@ DECKER 


TOWSON, MD., U.S. A. 
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ge" BONNEY 


*CV.CHROME VANADIUM 
IGNITION WRENCHES 


The strength obtained through the use of Chrome Vanadium has 
enabled us to keep these wrenches thin and light and has made 
possible a number of innovations from the standard designs 
which have been used for ignition sets of ordinary steel. 


















‘Price -- Mn a 


. 6S in leatherette roll— 


in cardboard box— 








This set contains 10 Wrenches, made from Chrome Vana- 
dium Steel, heat treated and guaranteed. The Wrenches are 
suitable for use on ignition work on the most popular elec- 
trical systems such as Auto-Lite, Bosch, Delco, Eisemann, 
North East, Remy, Splitdorf, Westinghouse, etc. 


*CV is a Bonney BONNEY FORGE &?* TOOL WORKS Chrome 


trademark 


; ALLENTOWN, PA. Vanadium 
registered in ‘ d 
The U. S. Patent Makers of Special Service Wrenches of Chrome Vanadium, registere 
e U. & Patten Carbon Steel Drop Forged Wrenches, Pipe Wrenches, Vises August 11. 1925 
Office and Drop Forgings and the Bonney Rim Tool. 8 a 





Patents Pending 
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Ejector, Siphon 
or Jet Pump 


Safeguard Auto- Navy Type Water Gas Engine 
Snap Lever Oiler matic Water Gage Gage Lubricator 


PROFITABLE 








Among the reasons why practically all of the 
leading supply houses sell Penberthy Products is 
the important fact that Penberthy Products offer 
a substantial margin of profit. 


Penberthy Products also have won a reputation 
for quick turnover, because they are universally 
used and recognized as standard steam equipment 
of unusual quality and performance. ka 


They not only stay sold but contribute largely 
to the repeat business of the supply houses that 
sell them. 


PENBERTHY INJECTOR Co. 


DETROIT 


Established Canadian Plant 
in 1886 Windsor, Ont. 





Dripless 
Air Cock Plain 


Noalealsee Compression : 

Screw Plunger Plain Brass Water Heater Grease Cup Spring 
Grease Cup Oil Cup Compression 
Grease Cup 
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Cotton Gin Manuiactaver Reduces 


Pin Reaming Cost 44.2% 


” Spi rex 








99 7 . ry * 
Machine 1 aper Pin I ANY a manufacturing plant, now do- 
ing one or more pin reaming jobs with 
the old-style pin reamers, should be inter- 
ested in this performance story of “Spirex” 
Machine Taper Pin Reamers. 


Reamers now do the work of 
AS standard taper pin reamers 
—and breakage is eliminated! 


In the Assembly and Finishing Depart- 
ment of a cotton gin manufacturer the job 
shown in the illustrations below was being 
done with straight fluted taper pin reamers 
by HAND. Five holes in each gin were 
pin reamed—in the hands of a skilled work- 
man—in from 10 to 12 minutes. Despite all 
precautions reamer flutes chipped badly and 
breakage was frequent. An average year’s 
work of 3,500 holes required at least 48 
reamers, with a total tool, machine and labor 
cost of $89.05. 


When “Spirex” Machine Taper Pin 
Reamers were introduced an ordinary, un- 
skilled assembler, with a portable electric 
drill, was able to pin ream the five holes in 


Job consists of reaming five 


pin holes through ends of 


34-inch steel shafts set in 
cast-iron journals from % 
to l-inch in radial thick- 
ness. Total reamed length 
from 2% to 2% inches. 
High Speed ‘‘Spirex’’ Ma- 
chine Taper Pin Reamer, 


. List No. 650, Size No. 3, 


is used. Average 
reamer life about 875 
holes. Operator re- 
ports frequent stall- 
ing of drill, but no 
reamer breakage. 


5 minutes, chipping and breakage were en- 
tirely eliminated, and FOUR “ Spirex” 
Reamers were used for an entire year’s out- 
put of 3,500 holes —at a total cost of $49.67. 


On this one job, therefore, “Spirex” ef- 
fected a saving of $39.38, or a cost reduction 
of 44.2% —more than three and one-half 
times the entire reamer cost! 


To be sure, the amounts involved are not 
large—in this particular case—but a trouble- 
some, annoying job was made easicr and 
smoother through the discovery of the right 
pin reamer. 


TWIST DRILL 

COMPAN Y 

CLEVELAND 

NEW YORK-CHICAGO-LONDON 
SAN FRANCISCO 


«Manufacturers of Carbon and Cle- recor High Speed Drills for every purpose; 
“Mezzo” Super-Carbon Drills: Hand , Jobbers’ and Shell Reamers; ‘Peerless’ ; 
High Speed Reamers; “Paradox” Adjustable Reamers: “‘Quick-Set’’ Reamers; 
‘Spirex"’ Machine Taper Pin Reamers; Chucking Reamers for Turret Lathes: 
Counterbores; Countersinks; Sockets; End Mills; and 
the “Ezy-Out’’ Screw Extractor. 


Above is given a brief summary 
of the performance of a“'Spirex”’ 
Machine Taper Pin Reamer in 
the plant of a cotton gin man- 
ufacturer. 

Complete details are contained 
in DIGEST No. 51. 

We shall be glad to send you 
a copy upon request. 


TBADE MARK REG, U S. PAT. OFF..AND FOREIGN COUNTRIES 
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‘*PIONEER’”’ Steel 
Hanger costs less to 
Stock than any other 
and 1s now so well in- 
troduced that it almost 
sells itself. Millions in 
ectual use. Steady re- 
yeat business brings 
ture profits 





New uses are being 
found right along for 
the “UNBRAKO” 
Socket Head Cap 
Screw; the sales, there- 
fore, are increasing, 

and rapidly. Don’t 
miss this opportunity. 


~~) 
aL 
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AVORITES 


These unique specialty lines — widely 
advertised — respond wonderfully, you 
will find, to a little push and pep. 











Patd. Pats. Pend 


“HALLOWELL” Steel Table for Sorting, Wrapping, Assembling,” Inspecting 


are excellent prospects.—Go to it. 
1368 Standard Styles and Sizes of ‘HALLOWELL” Steel Work-Benches & Tables 











in other words, every wholesale house, shipping room, mill, shop and factory 

















“HALLOWELL” Steel Truck—One of 2745 


similar corner fixtures are all interchangeable. 








“HALLOWELL” Steel 
Bench Legs have be- 
come very popular be- 
cause they can be 
picked up from stock, 
standard sizes and styles. Stake pockets and ready for use. As hire-——no lumber to buy. 


Patd. Pats, Pend 


they are rigid as rocks, Rugged—built to last 


The “HALLOWELL” Steel Top is smooth and 
will not splinter, never gets soggy; no screw 
or nail heads to scratch and tear. The 
‘*HALLOWELL”’ is easy to push. 







give absolute satisfac- 
tion and cost little, it’s 
no wonder they are 
ready sellers. 





Patented 


‘HALLOWELL” Steel 
Collars are recognized 
to be the best made. 
Their quality,combined 
with their high polish 
and low price, explains 
theit great popularity. 





<n 


“UNBRAKO” Hollow 
Set Screws stand up 
under strains that 
wreck other screws 
similarly tested 

and naturally the 
“UNBRAKO” has be- 
come very popular- 

—in other words—it’s 
easy to sell. 





‘““HALLOWELL” Steel 
Benches save time and 
money. No Carpenter to 


Can't splinter or burn. 
for years. Standard 


lengths easily joined for continuous benches. 
Steel Bench Drawers protect tools. Complete 
line of Steel Benches, Steel Tables, Steel Tool 





Stands—all lines in stock ready to ship. 





STANDARD PRESSED STEEL CO. ‘@ 












BRANCH 
28 N.Clinton St. 
CHICAGO, ILL. 


JENKINTOWN, PENNA. 





BRANCH 


944 Harper Ave. 


BOX 519 
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That’s what Arguto Bearings did in this case 
against bearings of any other type or metal. 


A manufacturer of centrifugal machinery adopt- 
ed Arguto because his experiments with every 
known type of bushing proved that Arguto, on 
a shaft revolving 36,000 R.P.M., lasts 3 days 
against 20 minutes for the best of any other 
bushing. There is a 1/5000" outside clearance 
and 1/100" inside clearance. 


20 years y. Arguto may solve your problem 
| | without 
\ [| adrink- 


ARGUTO OILLESS BEARING CO. 


WAYNE JUNCTION 
PHILADELPHIA 
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Free bending of ply on 
ply. 

No folds in the fabric. 
No seams to open up. 
No ply separation. 

No bootlegging. 

Made of strongest belt 
duck — 50% less stretch. 
Compact weave of fab- 
ric gives better anchorage 
— fasteners won’t pull 
out. 

Not affected by atmos- 
pheric changes. 

Longer life. 

Send for folder of valu- 
able horse-power and 
pulley data. 


Go 


‘1788 
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Although built of heavy, hard-woven canvas which 
enables it to handle the heaviest loads, ‘1788 
Highflex” bends so easily—because of its “free 
edge” foldless construction—that better contact and 
minimum slippage are assured, even on small 
pulleys. 


This greater flexibility —and greatly reduced stretch 
—minimize shut-downs and burnt-out bearings. It’s 
the belt for long life and minimum cost—specify 
“1788 Highflex” for your most difficult drives, and 
all your other drives! 


. 


THE B. F. GOODRICH RUBBER COMPANY 
Established 1870 Akron, Ohio 


ge 





Hold the WATCH on It! 


Check it up with tachometer and_ stop-watch! 
Goodrich “1788 Highflex” is the ideal belt to re- 
duce slippage and insure uniform speed on every 
type of machinery in which close speed regulation 
is an important factor. 


odrich 


Highflex” Belt 
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Williams “Traleon” Tengs do the werk of 
two tocls--a pipe wrench and a fittings 
wrench and do BOTH more efficient], 
than separate tools. 


A ; ; Let your customers see the double- 
rf a ended reversible jaw, with teeth right across 
: the center. Show them how the “Falcon” 
grips in the closest quarters~—on the tcugh- 
est jcbs. In fact, let “Falcon” Tongs sell 
themselves. They ll do it. Literature? 


J. He. WILLIAMS & CO. 
“The Wrench People” 
New York BUFFALO Chicago 





PIPE AND FITTINGS TONGS 
WITH PROOF-TESTED CHAIN 
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“To the Rescue” 
Of Your Lost 


_~ “Customers 


y When you sell the Wright Hoist 
you not only recover all of the hoist 
trade you once had but you landa 
lot of the cther fellows’ good cus- 
tomers. Why? because of the highly 
advertised, highly used, 
highly demanded advan- 
tages this advanced hoist 
gives. Let us tell you all 
about its longer life, greater 
strength, easier operating 
mechanism and _— greater 
safety. Its many features 
will astonish you. 
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yo 
i . , 
i ; Let us enumerate a few of them: 
i , - , 
§ & 1. Tube Oiling System. 
y . 1’ . 
( * 2. Ball Bearing Lower Swivel 
G t Hook. 
{j ‘ i ee 
3. Ball Bearing Steel Driving 
Pinion. 


4. Supplementary Steel Sus- 
pension Plates. 


5. New Process’ Electrically 
Welded Steel Chain. 


We also make screw hoists, dif- 
ferential hoists, trolleys and hand 
cranes. Better send for our cata- 
log. 






MANUFACTURING 
COMPANY 
BRIDGEPORT, CONN. 
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Bost New Buildings 
~Néw Machinery— 
New Straight Line 
Froduction—mean 









N September 1st the Chisholm- 

Moore Hoist Corporation 
completed the concentration of its 
entire organization at Tonawanda, 


New York. 


New buildings were occupied— 
designed, built and equipped espec- 
ially for faster production of a high 
quality product. The latest type of 
precision machinery shouldered the 
task of production. Many new eco- 
nomies of operation were effected. 


A finer, higher quality product is 
the result. 


The coupon will bring complete 
information on any type of over- 
head material-handling equipment 
you desire. 


CHISHOLM-MOORE HOIST CORPORATION 
(Division of Columbus McKinnon Chain Co.) 


5028 Fremont Ave. Tonawanda, N. Y. 
Branches: New York Philadelphia Cleveland 
Chicago Pittsburgh 


Representatives in all principal cities for prompt service 


Chisholm-Moore: 
Hoist Corporation, 
5028 Fremont Ave., 
Tonawanda, N. Y. 


Gentlemen: Please send 
complete information on 


O Chain Hoists, 
OD Cranes 
O Electric Hoists 


OP ccceces--oeee------------- 5 


PONE serikcccesccun sence, 


Electric 


Hoists Low Head Model K ik scccnnctuocncemsences 
Room Hoists 44 Cyclone 4 
Matchless 994 mes ee es 
Trolleys “ig 
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| 00% Uniform 


Out of every hundred hollow screws, 
how many can you guarantee as up to 
the quality of the best? 


100°; of them -— if they're “ALLENs.”’ 
In every hundred “Allen” screws there 
is just one brand of quality; no varia- 
tions. 





Uniformly perfect hexagon sockets; the 
same socket-depth in every screw; the 
same perfect fit for the wrench. 


TTI 


Uniformly accurate threading; all screws 
threaded to No. 3 National Thread 


Association specifications. 













2 


Uniform heat-treating; no brittle screws 
to crack under strain: no soft ones to 
ream out or mushroom. 


Every “Allen” is individually inspected, 
anc screws that pass this examination 
will pass every test in practical use —to 
the last one in the lot! 


+ 


The Allen Mfg. Co. 


139 Sheldon St., Hartford Conn. 
Branch Offices: 





W. C. Stauble 
3360 Pasadena Ave 


Detroit, Mich. 


R. E. Gregory 
816 Mulford St. 
Evanston. Ill 


W. J. McRae 
320 Market St 
San Francisco, Cal 
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It costs no 
more to sell 
a fine belt 


T costs no more to sella 

really fine belt. Duxbak 
Belting stays sold. There are 
no comebacks, no worries. It 
is a fine belt, honestly made, 
honestly sold, and fairly 
priced. 


We will be glad to tell you 
of an attractive plan to assist 
you in the sale of Duxbak 
Belting. No obligation is in- 
curred. 






xB. 
BELTIN 


TRADE MARK 


Tanners 


fs 
jo 
./* 
(‘he Belt Manufacturers 
Main Office and Factory 


42 FERRY STREET NEW YORK 


DUXBAK 








WATERPROOF 
LEATHER BELTING 
——— =| 
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Be Sure of the LONG LIFE “DIAMOND”? on every length 
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‘ All that its name implies 


Wherever the service is ‘really severe’, when ‘‘failure’’ 
might cause damage to property, or even human lives 
when conditions demand ‘nothing but the very highest 
quality’ then you are ‘“‘playing safe’’ by selling LONG 
LIFE STEAM HOSE. 





This ‘‘extra good’? Hose is built-up of ESPECIALLY 
HARD WOVEN DUCK, plus TOUGH FRICTION AND 
HEAT RESISTING RUBBER COMPOUNDS in the 
tube and cover. In fact, the ‘‘formula’’ for this Hose is the 
result of over 50 years painstaking research and accumulated 
manufacturing experience. 





Like all other Whitehead Rubber Products, LONG LIFE 
STEAM HOSE is sold for ‘‘RE-SALE ONLY.”’ 


NOTE Should you desire a sample and Distributor's 
Proposition, both will gladly be sent upon written request 
on your Business Letterhead. 


Belting (Conveyor & Trans- i ° ; _ P 

. : Pw —. Mill Hose—Oil Hose—(Suction 
mission Steam Hose Air a ee ve : Fi : 

ae Wishaw Sindee sae | act ~, & Discharge)—Tubing—Sheet 
é Suctio 


' 


_ _ —_— ee a 


Underwriters Sand 


Hose Creame ry Hose Fire | < 10 8 G | E F > Packings Washers & Valves 
Hose : * 
Blast Hose. 


. = Diaphragms—Dredging Sleeves 
< — Moulded Goods. 




















The Whitehead Bros.Rubber Go. 


“MECHANICAL RUBBER GOODS,SINCE [875 ° 
Trenton,New Jersey 
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Here’s a Real Labor Saver 


For Manufacturers of Goods in Metal, Glass, 


Celluloid, Rubber, Wood and Other Materials 


+ Will replace the scratch brush 
Leiman Bros for mat finishing and similar 


effects on all classes of goods 


Paten ted it will replace the use of dis- 


agreeable acids for this work. 


It furnishes a modern, cleanly 
way of cleaning moulding sand 
from patterns and castings. 

Finishes may be fine, medium 
or coarse on all materials as 
desired—but, most important, 


it will always be uniform—no 
streaky, uneven results. 


Any article to be plated should be sand blasted first—it will 


result in a more permanent plate, quicker plate, and a saving of 
time in plating and a saving of current. 


The most inexperienced person can operate it without instructions 
the work cannot be spoiled. 


Metal Goods of Every Kind and Description Should be Sand 
Blasted to increase Plating Durability. 


The sand blasting process is fully treated in our catalogue. It 
improves your plating, making a surface to which the plate 
will adhere more securely and much more rapidly and so sand 
blasting saves time in plating, and improves your finish—very 
desirable ends you will agree. This also applies to articles to 
be painted, sprayed, enameled or otherwise treated. Mat 
finishes of various degrees are quickly secured. 


Get the Free LEIMAN BROS 23 P Walker St. 
Illustrated Catalogue e New York 


Makers of good machinery for 40 years 

















20 Years on the market without a Complaint 


A high grade lubricant and preserver. It will put a surface on 
your belts and make them carry the load. Does not make 
belts soft and spongy. Made in three grades, for leather, 
rubber and canvas belts. Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 
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“If it isn’t branded C-M, 
it isn’t INSWELL’”’ 


HERE is an extra flash of reinforcing material on 
every link of “Inswell” chain ... an extra muscle 
of steel that strengthens the weld. 


This means a chain that lasts longer and that reduces 
chain costs for customers. Every link of this famous 
INSWELL CHAIN is now branded with the initials 
C-M by this Company. With this distinguishing mark 
it is easy for your customers to identify the real 
“INSWELL” chain, easy for them to reorder. 


There are chains—and chains, but only one INSWELL. 
Remember; C-M when buying your chain. 


COLUMBUS MCKINNON CHAIN COMPANY 
cAlso manufacturers of the famous Dreadnaught Tire Chains 
General Sales Offices: Tonawanda, N. Y. 

Plants: Tonawanda, N.Y., Columbus, Ohio 


In Canada: McKinnon Columbus Chain, Ltd., 
St. Catharines, Ontario 


“(NSWELL| 
ELE CTRIC_WELD- 
CHAIN 


When writing to Advertisers please mention Mitt Supprres 











November, 


1928 











There is more 





profit in Rahmann Belting’s « « 











You don’t base your belting profits on how much you 
can make on a single sale. Therefore you naturally 
want to handle belting that sells easily and brings in 
sure, steady repeat orders—a brand of belting that 
factories and plants will standardize on. Try RAH- 
MANN. 

RAHMANN LEATHER BELTING has an estab- 
lished reputation for quality, fine workmanship and 
highest grade materials, that commands respect wher- 
ever pulleys turn. Large and small factories through- 
out the country are standardizing on this one belt. 
They are satisfied with the way RAHMANN BELT- 
ING lives up to its name for long and uniform service. 


Write for our illustrated booklet giving complete 
information on all our brands of belting. Let us show 
you what our Selling Flan means to you. 


GEORGE RAHMANN & CO. 
31 Spruce St., New York 


Newark Syracuse 
































Make Your Packing Business 


More Profitable 


The completeness of the Pelmont 


Line and the genuine service 


Pelmont Packings give to users 
‘make them 


utors. All 


pro‘table for distrib- 
engineers know Fel- 
mont Packings and the demand for 
them is constant 


Except in New York and Chicago 
we sell through distributors exclu- 
sively. There are some good terri- 
tories open where we want distrib- 


utors. Write us for particulars 


Belmont Packing & Rubber Co. 


Philadelphia, Pennsylvania 
Chicago, Harris Trust Bldg. 
New York, 99 Chambers St. 










S BELMONT 

3 TWISTED 
R-stem - pack! 
Style No 740 





BELMONT 


+ PACKINGS 








SELLERS’ GUIDE 
to Supply Houses 


A guide to 
the supply 


High Pressure 
Asbestos 
Superheated Steam 
Asbestos Valve Stem 
New Departure, 
Hollow Center 
Standard Ring 
Locomotive 
Braided Copper 
**6100"’ for Oils 
Gasoline, etc. 
Combination Sets 
in every required 
form 
Flax Packings 
Hydraulic Packings 
Centrifugal and Rotary 
Pump 
Metallic Packings 
Superheated Sheet 
Asbestos Metallic 
Sheet 
Gaskets of all kinds 
Rubber Pump Valves 














ee at houses of the 
(SEL ee a \ United States 
| ouIDe | and Canada, 
SOR og for sales man- 


The Crawford Publishing Co. 





agers and 
salesmen. Or- 
der the 1928 
edition for 
immediate 
use - 1929 
edition ready 
in January. 


Price Three Dollars 
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I, establishing the design, quality ess 
of materials and production of Hercules drills, reamers and cutters, 
the first question which must be answered by our manufacturing 
department is: 
“Will this drill, reamer or cutter 
do a better job at less final cost 


for the concern that buys it?” 


This is the W-B-D point of view stated in a few words—a policy 
which has won for its products a whole hearted respect and con- 
fidence wherever its products are used. 


WHITMAN BARNES- 





Manufacturrsof -—«-—»-._—sl 
TWIST DRILLS - REAMERS « CUTTERS 
END MILLS - COUNTER BORES : ETC. 


———— — 


NewYork“ DETROIT ~~ Chicago 


Canadian Factory 
CANADIAN DETROIT TWIST DRILI 
CO. LTD.,WALKERVILLE ONTARIO 
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Dodge-Timken 

Publicity + 
Dodge-Timken 

Performance + 
Dodge-Timken 

Service 


has established Dodge-Timken 
leadership and your opportu- 


nity to profit from industry’s 







demand for power transmit- 
—e ting appliances which have 
not only proved their economy 
and reliability, but which are 
immediately available from 
distributor stocks conveniently 
located. Are you taking advant- 


Belt Governor 


age of this opportunity! 





Loose Pulley 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA 
Power Transmission— Material Handling—Special Machinery 
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—__— a ae “ai Improved 
CHEMICAL CARTRIDGE 
DUSTPRUF New Improved RESPIRATOR 
RESPIRATOR GOGGLE RESPIRATOR 


we ; es For protection of spray operators from 

Perfect’ safety from fine ype G. R. 50 fumes, mist and solids when spraying 

dust and paint spray. Dustproof respirator and airtight lacquers, enamels, varnish and proxlyn 
goggles combined as one unit. or lead paints. 


Get Set! 


More Business 
for Mill Supply Houses Selling 


Pulmosan Respirators 


Be prepared for this lucrative new 
business opened up by modern 
paint, lacquer spraying, etc. A 
big market exists today—now! 
Your salesmen will find many All Rubber Automatic 
: : SPONGE TYPE 

ready, easy sales. Big volume and nr se 
, ars +s ee fit ‘ ee Goa ‘eae: Respirator No. 16 
—— Bs om ee 1g pro l we 1Waeabl COMbDMALION. Pig Snoot Type. Has been used 

SPONGE TYPE Investigate! in all dusty occupations for 
Respirator No. 18 many years. 





Attractive Counter Display Cartons, containing our Dustpruf and Chemical Cartridge Respirators. 
Write for our Mill Supply proposition on all Pulmosan Safety Equipment. 


PULMOSAN SAFETY EQUIPMENT CORP. 
176 Johnson Street Brooklyn, N. Y. 


ULMOSIA 
SAFETY EQUIPMENT 
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Millions 

will be spent 
as a vesult of these exhibits 
Engineers and employers of engineering services 


Without 


this they cannot properly advise on the purchase 


must have definite, exact information. 


of the materials and machinery for which they are 


responsible. 


That is why every year important plant 
changes wait until this great Exposition opens its 
doors. Here the men who control the bulk of the 
world’s expenditure for power equipment and 
Here 


they see and discuss with specialists principles 


accessories get exact, precise information. 
and details otherwise hard to get. Here they see 
what’s best for them—and millions are spent as 


a result. 


Come here yourself for definite, precise infor- 
mation on all that’s best for generating, transmit- 
ting, measuring, controlling 
and using power. The dates 
note them. 

8, Grand 


Central Palace, New York. <f 


are not far off 


December 3 to 






ch 
re 
a 


Management International Exposition Company, 


LL we 
\ | 
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ww 


largest industrial exposition organization in the world. 
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Sectional view, Fig. 106 
screwed, Jenkins’ standard 
Bronze Globe Valve 


Open up a Jenkins 
and you open up a sale 


+ 


~ Tt 





Fig. 715 


rig 
Jenkins Bronze Fire Line 


Angle Valve 


Fig 352 
Jenkins Standard Bronze 
Swing Creck Vale, 
Screwed 





Fig. 142 


Flanged, Jenkins Standard 


Tron Body Globe Valve 


A wrench in the hands of a sales 
man is a powerful tool for selling 
Jenkins Valves. When a Jenkins 
is opened up and taken apart it is 
easy to point out many features 
of interest to quality-first buyers. 


Let your customers see fer them- 
selves how the inside of the body 
is formed to permit the unob- 
structed flow of fluids when open, 
the 
tightness 


how and disc insure 


seat 


when closed. Show 


them how smooth and true is the 
threading, how ample is the pack- 
ing space in the stufhng box, how 


heavy and rigid is the spindle. 


Probably no other single valve 
has been used in such quantities 
over a more-than-60-year period 
“106° 


bronze globe valve, shown in the 


as the Jenkins standard 


photo. In such standard valves 
as this, les the steady large- 
volume business of satisfied cus- 
tomers who come back again and 
again. 
JENKINS BROS 

New York, N. Y: 

Boston, Mass 


Philadelphia, Pa. 
Chicago, Ill. 


80 White Street 

524 Atlantic Avenue 

133 No. Seventh Street 
646 Washington Boulevard 


JENKINS BROS., Limited 
Montreal, Canada London, England 











Always marked with the” Diamond" 
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nkins \/alves 


SINCE 1864 
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ed Shield’ HIGH SPEED DRILLS 


2 ARE FOREMOST 


Like a tower stands out distinctive and well 
by remembered, the new [ed Shield” High Speed Drills, 
‘St even with the short time they have been on the 





i } market, have won identical recognition. 


uniformity of performance, less breakage, and 


' less grinding and at less cost per hole always re- 
member that fled Shield” Drills give such service. 


| ' ; sie 
| F a Drill users who require high speed drilling with 





The Ked Shield” in actual red color, is stamped 
on each Drill. ALL SIZES. 











Manufactured by 


Bp STANDARD [001 (0. 


NewYork Cleveland Chicago 








xe: gemont Pi BCLU 
TYPE B CLUTCH 
ONE TO TWENTY HORSE-POWER 
A complete line of clutches to meet most factory 


requirements. Clutches that are built right to ¢:ve efficient 
service under the most adverse conditions. 





Satisfy your customer with clutches of proved per- 
formance. Sell Edgemonts. 


Catalogues and circulars on request. 


THE EDGEMONT MACHINE CO. "333° 














Standard Electric Drills, Polishing, oun and ores Machines 





Motor. ° > 4 S.K 
Ba il Be ngs Dall Bes gs. Ball Bes arings 


— THE STANDARD ELECTRICAL TOOL cO., Cincinnati, Ohio rie for 
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STOCKHAM 


sells its entire output 
only through wholesalers 


























Every one of the millions of pipe fittings manufactured annu- 
ally by this vast plant is sold through a jobber. Stockham makes 
over 7500 patterns of cast iron, malleable and electric cast steel 
fittings. There is a Stockham Fitting for every pipe line need. 


Stockham takes especial pride in two things: 
First, quality of product; second, distribu- 
tion policy. 


For over twenty-six years, Stockham has 
devoted its entire energies to the produc- 
tion of pipe fittings only. Stockham metal- 
lurgists, Stockham research and testing labo- 
ratories, Stockham engineers—are engaged 
in maintaining the Stockham quality stand- 
ard exclusively for pipe fittings. With accu- 
racy, the keynote of manufacture, Stockham 


Fittings save time and money on the job 
and stand up in long years of service. 


The Stockham policy has always maintained 
and is upholding the principle that the 
wholesaler be in a position to meet whole- 
saler and manufacturing competition alike. 


The Stockham policy of distribution recog- 
nizes you, the wholesaler exclusively, as the 
logical source of supply for pipe fittings, 
whether the demand be over the counter, for 
immense contracts,or fromlargecorporations. 


Your inquiry will bring you promptly information about 
the opportunities wholesalers have found in standardizing 
on Stockham Fittings. 


STOCKHAM PIPE & FITTINGS CO. 
General Offices and Factory: BIRMINGHAM, ALA. 


Warehouses for Jobbers’ Service: 


NEW YORK TULSA, OKLA. 


(Steel Fittings Only) 


STOCKHAM 





CHICAGO 
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There is a three-fold reason why many of the largest wholesale organiza- 
tions have swung over to the Diamond line of mechanical rubber goods: 





Reason No.1 The equipment and resources of 
Diamond — its financial stability 
and modern plant: a factor of 
prime importance. 


Reason No. 2. The Diamond policy toward the 
jobber protects the latter at every 
point—constantly helping him to 
increase his sales opportunities, 
and always realizing that his prob- 
lems are Diamond’s problems. 


Reason No. 3 The jobber’s own prestige and 
profits will suffer if the line he 
handles is not of strictly first 
quality—equal to the best to be 
found in the market. 


The more thoroughly you weigh conditions in the rubber industry, the 
more you will appreciate what Diamond has to offer you. Why not 
consult our nearest branch? 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 


Atlanta Boston Kansas City New York Philadelphia 
Chicago Dallas Los Angeles Seattle San Francisco 


Diamond 


Rubber Belting & Hose - Packing 


TESTED FOR A ne, OF A Beene 
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HALL QUPPLIUES 


Quick Deliveries 


Of Cleveland Cap Screws is not a 
promise merely. It is one cf the factors 
building this business. A stock of 
twenty million cap screws in a full list of 
sizes in both S. A. E. and U. S. S. 
threads is available to you from seven 
warehouses and the factory. You can 
depend on prompt shipments. Do 
you have Catalog C and current Price 




















List? 


The Cleveland Cap Screw Company 


2925 East 79th Street 





Cleveland, Ohio 
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—Kieley—-. 


The following List of Products is proof that your 


Sales Department can sell any Type of Plant Kieley 


Specialties: 


Reducing Valves 

Back Pressure Valves 
Atmospheric Relief Valves 
Steam Traps. 

Damper Regulators. 

Fan Engine Regulators. 


Hot Water Temperature 
Controllers. 


Steam and Water Separators 
Oil and Grease Extractors. 


Vacuum Oil and Grease 
Extractors. 


Pump Regulators 

Excess Pump Regulating Valves. 
Vacuum Pump Governors. 
Water Pressure Regulators. 
Water Feeders. 

Return Steam Traps. 


Vacuum Return Steam Traps 

Feed Water Regulators. 

Grease and Oil Traps 

Water Arches. 

Emergency Valves. 

Low Water Alarms. 

High and Low Water Alarms 

Strainer 
kinds. 

Drip Tank Controllers. 

Float Valves. 

Balance Valves. 

Tank Pump Controllers. 

Pump Governors and Receivers. 

Combination Muffler and Grease 


Extractor Tanks, Receivers, 
Pump Governor. 


Connections of various 


Grease Extractors, etc. 


We cooperate with the Jobber by furnishing for 


salesmen a small Supplement Catalogue with name 


imprinted. 


Kieley & Mueller, Inc. 


34 W. 13th St. 


N. Y. City 
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INJECTORS 





600,000 


Satisfied Users of U. S. Automatic In- 
jectors requiring repairs and replace- 
ments, together with an assured and 
proper profit to the jobber through our 
established resale prices, make U. S. é 
Automatic Injectors a satisfactory and 
profitable line for any jobber to handle. 











American Injector Co. 
DETROIT, MICH. 
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for dependability 





Sturfevanl Blowers 


are equipped with Bristo Safety Set Screws 


Sturtevant blowers are frequently called 
upon for long periods of continuous serv- 
ice; often human health and life de- 
pend upon their uninterrupted oper- 
ation. They must be dependable above 
all else, and their universal use is proof 
of their success. 


Bristo set screws are contributing to the 
dependability of Sturtevant Blowers 
by their unusual capacity for holding. 
Bristos set up solid with little effort; 
they hold indefinitely without readjust- 
ment. The reason lies in accurate 
threads and the unique socket design, 
proven to be the most effective yet 
devised. 

When dependable performance is vital, no 
manufacturer can afford to send his product 
out into the world with less dependable safety 
set screws than Bristos. Learn more about 


Bristos in booklet 819-H. Write The Bristol 
Co., Waterbury, Conn. 


= 
BRISTO 50 SET SCREWS 
—l—aa 
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re you Yelling 
your share of this 


PROFITABLE BUSINESS 


VERY account on your books is a 
prospect for the sale of Hex Fire 
Equipment. 


Every mill, every factory, every office 
where you supply goods, has real need 
for this dependable fire protection. 


When you say “Ge” to your cus- 
tomers they know what you are talking 
about. &ene Fire Equipment is the best 
known and the easiest to sell. The com- 
pleteness of the Gee line opens up a 
large and profitable business for you. You 
can offer a type of extinguisher for every 
fire hazard in every business. 


Start now to make this business grow. 
Get behind it and get your salesmen 


behind it. 





FIRE EQUIPMENT = 
FOR EVERY HAZARD 4. |) — 


~a\\Eathe 


quYtD 
A\. we 


PYRENE MANUFACTURING CO. 
NEWARK, NEW JERSEY 


Branches: Atlanta Chicago Kansas City - San Francisco 
Makers of Fire Equipment since 1907 


Makers of Gene Tire Chains 
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This should give you a reason why the responsibility of a wire rope manu- 
facturer should be considered seriously. 


It should emphasize the value of the TELFAX tape protection found only in 


WILLIAMSPORT 

WIRE ‘revtory cenined’ ROPE 
For no manufacturer knows the service to which every rope he makes is to be 
put. The final responsibility is of course with the user, but ‘“‘Williamsport’”’ 


believes he should be given the protective advantage found in the Telfax 
System of Tape Marking. 


He should KNOW the grade of rope he is using. He should have better 
proof than the tag or marking on the reel. We believe the proof should be 
built into the rope—and that’s exactly what the Telfax Tape is for. If you 
want to be sure of your grade—use Williamsport. 


WILLIAMSPORT WIRE ROPE CO. 


Main Office and Works General Sales Office 
WILLIAMSPORT, PA. PEOPLES GAS BLDG., CHICAGO 
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In the 
| YEARS 70 


N Fifth Avenue, Michigan Boulevard, Market 
Street and on the thoroughfares of many of America’s 
great cities, one may stand today and gaze in amazement 
at the number of great buildings. Here one sees, mate- 
rially, that typical American spirit, ever striding quickly 
forward—reaching, climbing, planning for the years to 
come. And, in keeping with the architectural achieve- 
ment, engineering skill has been diligently applied—the 
specifications for the various materials were written by 
far-famed architects and engineers, cooperating with 

industrial leaders in establishing quality. 







































networks of pipe lines, behind the walls and beneath the 

floors. Here, in particular, there could be no compromise 
k with the principle of high quality. Buildings constructed 
| to stand for years to come and to give uninterrupted 
service through their pipe lines must contain pipe which 
offers the basic advantage of long life. Thus, in the 
selection of tubular equipment for the Industrial Trust 

_ Company Building, one of the newest and largest of New 
| England's skyscrapers, “NATIONAL” Pipe was specified 


| for the major pipe tonnage. 


| Included with other dependable equipment are vast 
; | 





The name “NATIONAL” on the specifications means 
that future service has the added protection of the 
“NATIONAL” Scale Free Process (partly illustrated 
below). This process is applied to butt-weld sizes 14 to 
3-inch, and the Spellerizing Process to all sizes 4-inch and 
under. Both processes are designed to make this pipe | 
more resistant to corrosive influences and give added life 
| in the years to come. 


NATIONAL | 









INDUSTRIAL TRUST COMPANY BUILDING 


Architects: Welker §. Gillette, Associate, George Frederic Hall: New York Gity : 
Zngineers: J.F.Musseiman Associates, New York City 
Generel Contractors: Starrett Brot ib gals 


NATIONAL TUBE COMPANY. PITTSBURGH, PA. 


District Sales Offices in The ‘Larger Cities 
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ECONOMY 


that counts! 


OW many times have you installed a 


valve only to find in a few days or 


leaked and had 


that it to be 


replaced? 


weeks 








Fig. 102 
White Star Globe Valve 


NSTALL a Powell White Star Valve 
White 


Star Valves are built to withstand your 


and the job will “stay put.” 


hardest service. Owing to their renewable 
features, after the extraordinary long life 
of the valve has ended, new seats or discs 
can be procured and the valve recondi- 
tioned for another long period of use- 
fulness. 


Manufacturers have standardized on 
Powell Valves for reason of their long 
service, hence, economy. 


ELLVALVES 


THE WM. POWELL CO. 


2525 Spring Grove Avenue 
Cincinnati, Ohio 
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An 
INDUSTRIAL 
NECESSITY 


CAR MOVER CO. 


OUR POLICY Is Teo 
Sell Thru Jobbers 








is a quick, efficient way to 
spot cars so delays and lost Lo 
time may be avoided. SD 

Time saved by the most up- < 
to-date production methods, > 
the most effective handling a 

of materials and the most Ft 

capable operatives can be lost 
by delays on loading or un- 
loading platforms because 


AS 


oa wh ws 


é/- 


—t4—to+, 





Va 

cars are not spotted, ready ee 4 
and waiting. aie 
=— sf 

The ATLAS Car Mover ; 
fills this necessity é 










It will move any car, no matter how 
heavily loaded, do it easily, satis- 
factorily— with but one man and 
there are no switching charges 
to pay. 

A practical, dependable tool tried 
and proved by many users. Its 
worth is many times its cost. 
Prices, with complete and inter- 
esting information, furnished on 
request and your inquiry referred 
to the nearest distributor for 
personal attention. 


Manufactured Only By 


APPLETON 


P. O. Box 42 
APPLETON, WIS. 
The 
Mover 
Red 


Tipped 
Handle 
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THE THREE MILL SUPPLY ASSOCIATIONS 
RETAIN THEIR INDIVIDUALITY 

Well, it is all over now, and at least for the pres- 
ent the three mill supply associations will go on 
their more or less peaceful way in an effort to 
promote the prosperity of their members and the 
general well being and happiness of the producers 
and distributors of industrial equipment, tools and 
allied lines of supplies in the United States. 

Every reader of MILL SUPPLIES knows of the ef- 
forts made during the past few years to increase 
the effectiveness of the three associations.  In- 
tensive cooperation was the slogan, and all agreed 
“in principle” that something ought to be done. 

After the triple convention on the steamer 
Noronic they set up the Mill Supply Council, consist- 
ing of five active members selected from each as- 
sociation—the American representing the manu- 
facturers and the Southern and National represent- 
ing the supply houses. The plan did not work out 
as well as expected, and the council disappeared 
from the picture by mutual consent. 

Then followed suggestions that all unite in a 
single association, that the American and the South- 
ern affiliate, and then a proposal from the National 


that the National and Southern unite—this after 
the refusal of the National to merge with the other 
two in a single organization. 

Finally, as related in our news pages, the South- 
ern officers and executive committee met in Atlanta 
on October 13th, and after discussing the matter 
with a special committee from the American As- 
sociation, decided that in the interest of harmony 
it was best to continue its work under its own ban- 
ner. That definitely means a return to the status 
quo of the spring of 1927. 

One good thing has come out of all these confer- 
ences and counter moves and that is an apparent 
agreement, not yet officially passed upon by the 
three associations, to unite every year in holding 
a triple convention. The Southern Association, 
through President Doe, declared for it, suggesting 
that conventions be held alternately in the North 
and the South. President Welles, of the National 
Association, called on the telephone, stated he nat- 
urally could not forecast the decision of his asso- 
ciation, but called attention to the fact that the 
National has always been in favor of all the as- 
sociations meeting together in annual convention. 

Despite all past, present and future differences 
of opinion on a lot of questions, MILL SUPPLIES is 
of the decided opinion that manufacturers are weary 
of spending time and money in attending two mill 
supply conventions annually, and that mill supply 
house executives know it and will stand for the 
triple convention plan, regardless of differences of 
opinion on other subjects. 





BUSINESS AND POLITICS 

There is always a certain amount of uneasiness 
among business men during a presidential cam- 
paign, but the general consensus of opinion at this 
time is that the campaign is having not more than 
its normal influence on commercial and industrial 
transactions. 

The tariff is and ever will be a vital question in 
this country, while the matter of whether the can- 
didates are wet or dry is, from a business stand- 
point, of minor importance. Whether the Volstead 
act is modified or repealed, or allowed to stand 
as it is, will never result in the mining of a single 
additional ton of iron ore, or prevent it. Not a 
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single additional freight train will move or fail to 
move because of action on the liquor question. 

Furthermore, the president of the United States 
will have practically nothing to say about it, except 
to approve or veto legislation presented by the 
congress. 

Despite all this, the country is tremendously in- 
terested in the personality of our future chief ex- 
ecutive. That certainly does not mean personal 
magnetism—the glad hand and the charming man- 
ner. It does mean, however, basic character, plus 
education, experience in business and in diplomacy 
in a nation-wide and world-wide sense. 

MILL SUPPLIES ventures on a declaration of prin- 
ciples. Here it is: “The next president of the 
United States should be selected on his merit as a 
man of broad experience in business, in diplomacy, 
of the greatest possible executive ability, with a 
working knowledge of foreign affairs in their in- 
finite variety, backed by the people’s belief that 
the man has a heart big enough to at times forget 
our purely material interests in listening to the 
cries of the distressed in other parts of the world. 
It does not seem too much to ask of our next presi- 
dent that he shall have all these attributes of mind 
and heart.” 

Now as to business. You all know about car load- 
ings, bank balances and a lot of statistics that are 
published daily. For the broad view there is no 
better or more impartial authority than the National 
City Bank of New York. In its October financial 
letter it says, among other things: 

“Trade and industry during the month of Sep- 
tember has measured up handsomely to its favorable 
advance notices. There is no question but that a 
condition of prosperity pervades most sections of 
the country. 

“The political campaign has been without notice- 
able influence. The unemployment scare of the win- 
ter has passed away, and factory employment and 
payrolls in many localities are showing gains as 
compared with a year ago. 

“Business profits proved to be unexpectedly good 
for the first and second quarters in the face of ad- 
mittedly adverse conditions and with the improve- 
ment in business that has taken place since, are 
counted on to make a still better showing for the 
third and fourth quarters. 

“Production in the steel, automobile and various 
other leading industries is breaking all previous 
records. The composite index of industrial produc- 
tion computed by the Standard Statistics Company 
(in which allowance is made for seasonal variation) 
rose in August to the highest level ever reached. 
Railway traffic is increasing and in the first half 
of September was larger than a year ago.” 

One must carry in mind that there are always 
some lines of business that suffer from special 
causes, while the country as a whole is very pros- 
perous. That is also true of individual firms and 
corporations that are not making money even 
though operating in lines that are generally pros- 
perous. Business ability and common sense are 
vested in individuals, not necessarily in selected 
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kinds of business. Even the government cannot 
guarantee a money making career for the business 
man, be he farmer, steel maker or railroad presi- 
dent. As it stands today, we are a happy and ex- 
ceedingly prosperous nation, and here’s hoping we 
will so continue for many years. 





BUYER AND SELLER 

Letters from customers to mill supply houses ex- 
pressing appreciation of the services rendered by the 
latter have been published in MILL SUPPLIES from 
time to time. These bear out the contention that 
the distributor is an invaluable asset to the in- 
dustries in his territory. Incidentally, there has 
been one note prevalent in the letters which has 
been especially pleasing, namely an expressed feel- 
ing of thankfulness on the part of the buyer for 
the seller’s service. 

3uyer and seller are not and cannot be at odds. 
The ability of the industrial plant to show a profit 
depends not only on its manufacturing skill and 
efficiency and the quality of its salesmanship, but on 
the success of its buying. If the plant has a reliable 
supply house from which it buys—a house which 
stocks good lines in quantity and renders prompt, 
accurate service—it is in a very fortunate position. 
Managers and buyers of plants having such satisfac- 
tory buying connections sense their value. When, 
over a period of years, the supply house is on the job 
on every occasion, filling the wants of the buyer in 
a way that helps him to manufacture his goods 
efficiently and without delay, these men naturally 
grow deeply appreciative of the service rendered, 
and cease to look upon the supply house as simply a 
firm from which they buy goods; rather, they con- 
sider it almost as a partner. 

On the other hand, the supply house which re- 
ceives the bulk of equipment and supply orders from 
a manufacturer over a considerable time naturally 
is appreciative of this patronage, and strives ever 
harder and harder to make its service more efficient. 
It knows the wants of the buyer intimately and is 
prepared to fill them with an intelligence that means 
a minimum of worry on the part of the client re- 
garding his buying of equipment and supplies. 








ATTENTION TO DETAILS 

Service, when properly rendered by the mill sup- 
ply house, consists of much more than supplying the 
needs of customers promptly and with satisfactory 
goods. It embraces close attention to minute details 
and the avoidance of apparently small mistakes that 
annoy the customer. Whether it be in filling orders 
exactly as specified, delivering them at the time 
promised, accurate account keeping, prompt and 
thorough attention to correspondence, servicing or 
replacing equipment that has not done its job as it 
should, or any of the other factors entering into 
service, the house which would succeed in building 
up a permanent clientele must pay the closest atten- 
tion to what might appear to be little things. 
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Mill Supply Associations to 
Hold Their Separate Identities 


Southern Association Executive Committee Rejects Invitation of National 
to Unite in Single Distributors’ Association, and Decides to Take No 
Action Regarding Consolidation with the American at Present, but Urges 
Triple Conventions and Suggests Chicago as Scene of 1929 Gathering 


At the regular annual meeting of the executive 
committee of the Southern Supply and Machinery 
Dealers’ Association, held in Atlanta, October 13th, 


an invitation received from The 
National Supply and Machinery 
Distributors’ Association to unite 
in a single distributors’ associa- 
tion was rejected as inadvisable, 
and the committee decided, in the 
interest of harmony, not to take 
any action toward consolidation 
with the American Supply and 
Machinery Manufacturers’ Asso- 
ciation at the present time. 

At the same time, the executive 
committee expressed itself as 
strongly in favor of the triple 
mill supply convention, stated its 
opinion that the joint meeting 
should be held in northern and 
southern locations in alternate 
years, and ordered preparation of 
a letter by President W. W. Doe 
to President Edward P. Welles of 
the National Association, stating 
the committee’s position regard- 
ing the triple convention, sug¢gest- 
ing that Chicago would probably 
be “a happy choice” for the 1929 
gathering, and asking for advice 
as to the wishes of the National 
in the matter. The views of the 
Southern Association executive 
committee on the proposed single 
association were also outlined in 
a letter to President Welles of the 
National Association signed by 
President Doe and T. C. Keeling, 
chairman of the executive com- 
mittee. 

As a result of the action of the 
Southern Association executive 
committee, the status of the two 
distributor associations and the 
manufacturers’ association re- 
mains as it was prior to the triple 
convention held aboard the S. S. 
Noronic in June. 1927. At that 
convention the Mill Supply Coun- 
cil was created for the purpose of 


SOUTHERN ASSOCIATION 
DEFINITELY FOR 
TRIPLE CONVENTION 
The following letter to E. P. 
Welles, president of the Na- 
tional Association, written by 
W. W. Dee, president of the 
Southern Association, at the 
direction of the executive com- 
mittee, expresses the Southern 
Association’s attitude regard- 
ing a triple convention next 

year: 

‘“‘The executive committee 
of the Southern Supply and 
Machinery Dealers’ Associa- 
tion has directed me to advise 
you of its earnest desire that 
The National Supply and 
Machinery Distributors’ Asso- 
ciation, the Southern Supply 
and Machinery Dealers’ Asso- 
ciation and the American Sup- 
ply and Machinery Manu- 
facturers’ Association | shall 
hold a single joint convention 
during May of the ensuing 
year, and to ascertain the 
wishes of your association as 
to the place and time. 

‘‘Our executive committee 
is of the opinion that the 
single joint convention should 
be made a settled policy of the 
three associations and that the 
conventions should be held 
alternately in the North and 
South. As the last convention 
was held in the South, we feel 
that it would be eminently 
proper that the 1929 conven- 
tion should be held in the 
North. While I do not wish to 
be presumptious, I will say that 
Chicago, owing to its accessi- 
bility, would probably be a 
happy choice. 

*“Will you kindly advise me 
as to the wishes of your asso- 
ciation in this matter?” 


bringing about greater co-operation between the 
three associations, this body consisting of five rep- 
resentatives each from the National, Southern and 


American associations. The coun- 
cil existed throughout the ensuing 
year, but, while some good was 
accomplished, the results in gen- 
eral were not satisfactory, and at 
the triple convention held in 
Nashville last May, the American 
Association renewed its invita- 
tion to the National and Southern 
Associations to unite with the 
manufacturers in a single mill 
supply association. 

The three associations at Nash- 
ville appointed committees to 
serve as a joint committee to 
draw up a constitution and by- 
laws for the proposed single 
association and to submit the 
proposition to the individual 
members of the three organiza- 
tions. This was done, and in the 
referendum the members of the 
Southern and American Associa- 
tions voted overwhelmingly in 
favor of the single association, 
while the National rejected the 
proposition decisively. 

It was generally believed at 
Nashville that the American and 
Southern would unite regardless 
of whether the National accepted 
the single association plan, so 
naturally there was some specu- 
lation as to what these two asso- 
ciations would do following: the 
National’s rejection of the prop- 
osition. 

At a meeting of the official 
family of the American Associa- 
tion, held in Pittsburgh, Septem- 
ber 18th, a committee was 
appointed to confer with the exec- 
utive committee of the Southern 
Association at its Atlanta meet- 
ing. Members of the special 
American Association committee 
were: David C. Jones, The Lun- 
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kenheimer Co., Cincinnati, chairman; K. W. Atkins, 
E. C. Atkins & Coe., Indianapolis, and K. G. Merrill, 
M. B. Skinner Co., South Bend, Ind. It is understood 
that the mission of this committee was to express 
the appreciation of the American Association for 
the Southern Association’s general attitude, and to 
consult with the Southern executive committee re- 
garding the future course of action to be pursued. 
This was done, and it was left to the Southern Asso- 
ciation executive committee to prepare a statement 
regarding the action to be taken. 

The official board of the National Association met 
in Philadelphia, September 27th, and passed a reso- 
lution inviting the Southern to join with the National 
in a single distributors’ association. The contents 
of this resolution and the letter that accompanied it 
will be found later on in this article. 

The action taken by the executive committee of 
the Southern Association is summed up in the fol- 
lowing letter addressed to President Welles of the 
National, and signed by President Doe of the South- 
ern and T. C. Keeling, chairman of the executive 
committee: 

SOUTHERN’S LETTER TO THE NATIONAL 

“On behalf of the officers and executive committee 
of the Southern Supply and Machinery Dealers’ As- 
sociation, we desire to acknowledge receipt of the 
formal invitation from the officers, executive com- 
mittee and advisory board of The National Supply 
and Machinery Distributors’ Association to join 
with it in the formation of a single association of 
mill supply distributors. 

“The executive committee of our association, at 
its regular annual meeting, held in Atlanta on Oc- 
tober 15th, considered seriously and with an open 
mind the plan which you have suggested for amel- 
ioration of conditions affecting the industry at the 
present time, and is deeply appreciative of the 
friendly attitude of the National distributors which 
prompted them to submit the proposal. 

“The feasibility of the suggestions which you have 
made was discussed informally before the executive 
meetings of the Southern Association at the Nash- 
ville convention, and it was the consensus of opinion 
that such a consolidation would not be advisable. 

“Without going into an elaborate discussion of the 


matter at the present time, we may say that in the 
past, officers of the Southern Association have found 
it much harder to co-operate with the officers of 


the National than with the officers of the American. 
The differences are, of course, not personal, but ap- 
ly grow out of the different 

tories of the two bodies. 


Association believes that 


parent ideals and his- 
For instance, the Nationa! 
{ 


he distributors’ problems 


can best be solved bv bringing to bear on manufac- 
turers the coercive force of consolidated buying 
power: fundamertallyv it holds to the view that the 
interests of its members are essentially antagonistic 
to those of the manufacturers from whom they buy. 
The Sou rn Association maintains that the manu- 


facture and distribution of 


f goods today are merely 
two narts of the Same er 


1e S94 nomic process, namely, 
delive-*no goods to the ultimate user. 
“Distribution is. in fact, supplementary to manu- 


facturing, and so vitally important to the former 
that in many lines manufacturers have had to take 
over distribution rather than to trust it to outside 
agencies. This tendency seems to be progressive, 
and to stop it we believe that nothing short of full 
co-operation between manufacturers and _ distrib- 
utors, as expressed in a single association, will be 
effective. Indeed, many manufacturers from whom 
we buy are using other agencies of distribution than 
mill supply houses, and what combination of mill 
supply distributors would be strong enough to stop 
them from selling through these channels? 

“The second impediment to a consolidation of the 
National and the Southern lies in the methods by 
which the two associations are controlled. The 
Southern throughout its history has been a demo- 
cratic body, all important matters being decided by 
the membership at large. The functions of its offi- 
cers and executive committee have been largely con- 
fined to routine work. The National, on the other 
hand, has built up a strongly centralized system of 
control, with the result that a few men can and do 
dominate its policy. This was well illustrated in 
the recent referendum. The Nashville convention 
called for this referendum in order to secure the 
free and unbiased opinion of the individual members 
of both associations. Nobody was particularly in- 
terested in what the officers of cither association 
thought about the matter. The officers of the 
Southern made no effort to influence the votes of 
their constituents either directly or otherwise. The 
officers of the National, on the other hand, were 
apparently afraid to trust such an important matter 
to the judgment of ordinary members and, therefore, 
instructed them how to vote. The officers of the 
Southern would not have dared to prompt its mem- 
bers how to vote on any important issue such as 
the one in question, but, doubtless, the officers of 
the National felt it their duty to advise its members. 
This difference is vital, as the Southern members 
would not tolerate any concentration of power in- 
definitely in the hands of a few men. 

“Tor these reasons the officers and executive com- 
mittee of the Southern Association believe it would 
be inexpedient to accept your invitation for a con- 
solidation of the two associations. 

SEE GOOD RESULTS FROM TRIPLE CONVENTIONS 

“As you are aware, the invitation of the American 
Supply and Machinery Manufacturers’ Association 
to both the Southern and National to form a single 
association was not contingent upon both accepting. 
Since the recent referendum on this subject the 
American has re-affirmed its desire to carry out any 
workable plan of union with the Southern. In the 
interest of harmony, however, we have decided not 
9 take anv stens in that divection for the present, 
as we do not wi 


the Nota a] s 


sh to do anvthine which would cause 
d Southern to drift further avart. 

ns for the present it is better for the three 
asseciations to retain their separate organizations, 
but we feel that in any case all three bodies should 
upon having a single convention each year, 
held slternately in the North and South. Our mem- 
bers have thoroughly enjoyed meeting your mem- 
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bers, and we are confident that a single convention 
will gradually build up an esprit de corps which 
will solve most of our difficulties.” 

Copies of the resolution passed by the National 
Association inviting the Southern to unite with it 
in a single dealers’ organization were forwarded to 
President Doe and Secretary Alvin M. Smith, and, 
in order that the American Association might be 
advised as to the action taken, to President Dixon 
C. Williams and Secretary Fred D. Mitchell of the 
latter organization. The resolution was as follows: 

NATIONAL ASSOCIATION’S INVITATION TO SOUTHERN 

“Whereas, our official board at a special meeting in 
Chicago, IIL, on July 31st, 1928, expressed themselves 
as favorable to a merger of the National and Southern 
Associations because of the numerous advantages that 
would result from such a consolidation by bringing all 
distributors into one distributor organization as outlined 
in a letter dated July 31st, herewith attached; and, 

“Whereas, our official board at a meeting at the office 
of the association in Philadelphia on September 27th, 
1928, reaffirmed that conviction; therefore be it 

“Resolved, that we hereby extend an invitation to the 
Southern Association to unite with the National Asso- 
ciation in a strong single distributor organization and 
suggest, if they look with favor on such an amalgamation, 
that the Southern Association appoint a committee to 
meet with a similar committee from the National Asso- 
ciation to formulate such an amalgamation plan.” 

The following letter, prepared before the meeting 
of the official board of the National Association 
adjourned, directed to the Southern Association, 
and signed by President Welles, accompanied copies 
of the resolution: 

“Attached is a copy of a_ resolution unanimously 
adopted by our officers, executive committee and advisory 
board at a meeting held today (September 27th) in the 
office of our association. It will be appreciated if you 
will draw this resolution to the attention of the members 
of your official board prior to the conference to be held 
in Nashville on October 15th. After your board has con- 
sidered this resolution I shall appreciate your advice as 
to the action taken.” | Editor’s Comment: The date and 
place of the meeting of the Southern Association execu- 
tive committee were changed after this letter was written. 
The meeting was held in Atlanta, October 13th. | 

After receiving copies of the letters addressed to 
President Welles by representatives of the Southern 
Association, MILL SUPPLIES got in touch with Mr. 
Welles by telephone to inquire if he had any state- 
ment to make regarding the Southern Association's 
communication. Mr. Welles stated he would not give 
out any definite statement, first, because he was just 
leaving to attend a meeting of the Machire Tool 
Builders’ Association at Sky Ton Lodge. near Cresco, 
Pa., and secondly, because he was not in a position 
to state the attitude of the National Association. 
He did state, however, that the National Association 
had always been in favor of triple conventions. 


=~ 


Elected New Officers 
At a meeting of the board of directors of the Boston 
Woven Hose & Rubber Co., Boston, held on October 15th, 
shortly after the sudden and unexpected death of George 
Kk. Hall, J. Newton Smith was elected president of the 
company to succeed Mr. Hall, and re-elected to the office 


of treasurer. Mr. Smith has been identified with the 
company for a number of years as vice-president and 
treasurer. At the same meeting Arthur C. Kingston was 
elected a vice-president. Mr. Kingston was formerly 
director of sales under the late President Hall, and will 
continue the active direction of sales policies in addition 
to handling the duties of his new position. 


oe 


NEW BUILDING IS OCCUPIED 


B. R. Lewis, Who Recently Opened Tacoma House, 
Has Had Long Experience in the Field 

The new building erected by the recently organized 
Lewis Machinery Co., Tacoma, Wash., is a 40 by 65-foot 
structure, two stories in height, of mill construction, 
with a 40-foot storage yard adjoining and a spur track 
in the rear, on a level with the lower floor. The build- 
ing is at the corner of East C and Puyallup avenue, the 








B. R. LEWIS 


number being 221 Puyallup avenue. It is two blocks 
from Pacific avenue, the leading wholesale and distrib- 
uting street of the city, and on a street which is rapidly 
growing in business importance. One story of the build- 
ing is above the street level, and one below. The struc- 
ture conforms to the lay of the land on which it was 
erected. 

B. R. Lewis is at the present time sole owner and man- 
ager of the business, which is still in its formative stages. 
Mr. Lewis’ first experience with machinery, supplies 
and equipment was as an apprentice in the machinists’ 
trade. Later he became a road salesman, and then was 
in business, in the Sterling Machinery Co., also of Seat- 
tle, in which he sold his interest last November. He 
had been president of the Sterling company. Mr. Lewis’ 
association with mechanics and mechanical lines extends 
over a period of about twenty-five vears. 

The Lewis Machinery Co., which was organized last 
May, handles mill supplies, machine tools, saws, pump- 
ing machinery, and buys and sells new and used ma- 
chinery. The house has its own machine shop, and will 
design and build small water wheels, vane pumps and 
special machines, as well as repairing used machinery. 

Meeting Date Announced 

The next regular meeting of The Electric Hoist Manu- 
facturers Association will be held Thursday, 
22nd, at the Hotel McAlpin, New York, 
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Valve Index Shows Demand to be Well 
Supported, with Prospects Good 


Government Develops Index Along Similar Lines, but of 
Broader Scope Than Valve and Fittings Index 


JOSEPH H. BARBER* 


Assistant to President and Chief Statistician, Walworth Company 
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Figure 1—Chart Showing Actual Movement Since 1924 
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The monthly index is not based upon any single company’s 
ewpei ience 7 but is deve lope d from broadly selected measures 
of the quantity of demand in all those that use 
valves and fittings. The index has been corrected for ir- 


relevant seasonal fluctuations and price 


industries 
variations. 


The Valve and Fittings Index shows demand is cur- 
rently being supported at levels much higher than at 
this time last year. As always, there is some irregu- 
larity month by month, but fair stability of demand, 
following excellent buying during the Spring, is good 
evidence of underlying strength, and the opening of the 
new year should witness renewed increases. Many items 
of current news could be assembled to show that this 
trend applies to many varied lines and to business gen- 
erally. 

Sometimes one needs to dig beneath the surface of 
things to discover the significance of apparently simple 
facts. For instance, in the current news relating to the 
building industry, F. W. Dodge Corporation reports the 
simple fact that September contracting reached greater 
values than in any previous September. Obviously we 
should deduce from this that building activity is well 
and generally sustained. On the contrary, the Dodge 
report emphasizes the important fact that the principal 
items causing the September increase were a few large 
projects and that other classes did not show any con- 
siderable variation. We might place two interpretations 
upon this: First, that increases were not general (which 
would be pessimistic) or, second, that renewed enter- 
prise should be expected to exhibit itself first in a few 
large projects sponsored by courageous. leaders (which, 
since others would presently follow the leaders, would 
be optimistic.) As a matter of fact, the latter seems 
the more logical reasoning in view of other known fac- 
tors, some of which we shall consider. 

The government, trade associations and individual com- 
panies have at various times made studies to discover 
the effect of various factors upon business fluctuations, 
and it has become fairly clear that, in general, the vari- 
ations in business volumes are caused by fluctuations in 
large, important factors only and that business activities 


*Copyright 1928, Walworth Company. 





related to the day-by-day needs of the average consumer 
persist continuously at normal levels. In fact, one noted 
economist, Pigou, bases a theory of business fluctuations 
somewhat upon this line of thought. He believes human 
proneness to error, as well as the fact that many goods 
are made in advance of demand, causes business men 
to exaggerate any given force and magnify the size of 
any fluctuation greater than it would be if economic 
needs alone were satisfied; which is to say that the big 
enterprisers, in their anticipations of the future, do not 
always hit the nail exactly on the head and have to suffer 
for it afterwards. Nor is his assumption mere theory, 
for no less hard-headed a business man than Donaldson 
Brown, vice-president of General Motors Corporation, 
recently said: “To the extent that business cycle fluctu- 
ations are of any consequence, they result from lack 
of knowledge and from errors of judgment on the part 
of business management.” 

In an earlier issue of MILL SUPPLIES we discussed the 
important contributions made by Carl Snyder, chief 
statistician of the Federal Reserve Bank of New York. 
During the earlier post-war years, he was able to de- 
velop a broad index of general trade of all kinds over 
the whole United States. This index was influenced by 
all sorts of conditions, but in spite of this fact it was 
clear that the fluctuations of the so-called “business 
cycle,” when interpreted in the light of trade in general, 
were not of great significance. That is, at their worst, 
the variations did not go beyond a distance 10 percent 
above or 10 percent below the normal level of consump- 
tion. Later on, his researches made it clear that prac- 
tically all of that small amount of variation was caused 
by the effects of fluctuations in the basic industries and 
financial markets only. So here, too, we find that such 
fluctuations as there are, occur primarily in those places 
where a relatively few enterprising individuals hazard 
guesses as to the future, back their judgment with large, 
tangible contracts when they are optimistic, but “lie 
low”? when they find they have miscalculated. 

Now all this has direct bearing on a jobber’s forward 
planning. There is a normal level of consumption. If 
activity exceeds that level temporarily, then a compen- 
sating deficit will always follow, because history shows 
a tendency for variations to equalize. The Valve and 
Fittings Index measures order placing by jobbers and 
others related to the basic industries. The rising and 
sagging of the curve reveals the increasing optimism or 
the growing pessimism of those who attempt to antici- 
pate future requirements. Because a record of demand 
would do just that, this index was developed upon the 
initiative of our individual company. We have always 
felt it was broadly significant of general conditions, but, 
at the same time, we looked forward to the day when a 
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better and broader index along similar lines might be 
prepared by others with greater authority and prestige. 
It can now be announced that the United States govern- 
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Trade Index No. II,” which he developed to show the 
essential stability of general trade that is not affected 
by disturbances in basic industries and in financial mar- 
































ment, through the department of commerce, has de-_ kets. 
veloped just such an “Index of New Orders” along Figure 3 shows an interesting comparison of all three 
curves in a rather complete dem- 
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foregoing assumptions. In this 
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Figure 2—V 
Orders Indew. 


(a) Both indexes are figured on the basis of percentages 


demand during the sie years from 1922 to 1927. 


(b) Plotting scales were selected so as to make both curves appear to have fluctuations 


of the same size. 


similar lines but of much broader scope. 

Figure 2 presents this Index of New Orders, as pre- 
pared by the department of commerce, for comparison 
with the Valve and Fittings Index. In this chart we 
have purposely selected scales so as to make the fluctu- 
ations in both demand curves appear to be of approxi- 
mately the same size. We have diagrammed the curves 
so that both curves are shown as full, heavy lines so 
long as they are rising (which in general occurs in the 
open spaces on the chart), and so that both curves are 
shown as dotted lines so long as they are sagging (which 
in general occurs in the shaded columns.) By this 
method of design, it is made clear that practically the 
same story is told by the New Orders Index as by the 
Valve and Fittings Index. In fact, we may almost con- 
sider that the one is a duplicate of the other save in 
one respect, namely, that the New Orders Index does not 
fluctuate from normal by quite so great percentages as 
does the Valve and Fittings Index. Since this New 
Orders Index is so nearly a duplicate of the Valve and 
Fittings Index, MILL SUPPLIES readers may be interested 
to know that they may receive the postings for the New 
Orders Index directly from the government by sub- 
scribing to the periodical known as The Survey of Cur- 
rent Business, published at $1.50 a year, by the super- 
intendent of documents, Washington, D. C. 

In Figure 2 we are concerned with the variations in 
demand but, as suggested above, the Valve and Fittings 
Index fluctuates more widely than the New Orders Index. 
This is true because the former is affected more by the 
extreme fluctuations of demand from large corporations 
in basic industries. The New Orders Index moves a little 
less violently because it is affected less by conditions in 
basic industries and more by the relatively steady con- 
ditions of general trade and ultimate consumption. At 
this latter extreme, we find Carl Snyder’s “Volume of 


and Fittings Index Compared with Department of Commerce’s New 


using either of the demand in- 
dexes, we see that the greatest 
fluctuations occurred in the earli- 
est years; that in recent years 
similar erratic variations are be- 
coming reduced in size; that the 
above-normal ordering of late 
1925 was offset by sub-normal activity during 1927, and 
that demand during the middle of 1928 is being sup- 
ported firmly at the normal levels represented by the 
Volume of Trade Index. 
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Moreover, if one scrutinizes the variations more 
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Figure 3—Two Demand Indexes Compared with Volume of 


Trade Index No. II. 

(a) Valve and Fittings Index and New Orders 
Index both represented percentages of 
their average monthly demand during the six 
years from 1922 to 1927. 

(b) Volume of Trade Index plotted as percent- 
ages of the monthly average level of its post- 
ings from 1922 to 1927. 

(c) Here, all three curves are plotted to the sanve 
scale that the relative extent of the 
fluctuations is apparent. 
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closely, he notices that there was a persistently high level 
of demand tor a number of months early in 1923, and 
another series of high months three years later at the 
opening of 1926. Following the 1923 peak, there was a 


(Continued on Page 95) 
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mailing them to their local industries 
placing the order 


It Will Pay You 


, ? ce) ? . TRA 
(/ WLL >) UPIP LCG 









to Buy Everything Possible 


from Your Local Supply House 


Your method of purchasing your supplies has a direct bearing 


upon vour cost of production or operation. 


A manufacturer 


of automobile bodies recently gave these interesting reasons 


why he purchases from his local supply house: 





‘“*We feel we would have to carry much larger stocks of supplies 


if it were not for the distributor. 


‘‘We would have longer shut-downs, in case of breakage, because 
of waiting for parts to come from the factory. 


**The supply house gives the buyer a choice of lines. 


‘The distributor carries considerable material necessary to the 
average factory, other than mill supplies. 


‘“‘We do not believe we would save any money by buying mill 


supplies direct.” 








The policy of our business, and the 
reason for its existence, is to help you 
and other industries in this territory 
secure supplies with the least effort and 
greatest economy. Instead of scattering 
your purchases among many sources 
of supply, we invite you to concentrate 
them by drawing upon our stocks. 
You will eliminate much of the detail 
of purchasing, you will have no idle 


stocks of supplies, and deliveries will 
be prompt. 


We have a friendly interest in your bus- 
iness because upon your success and 
that of all our local industries depends 
the prosperity of our community. 
Therefore, we say that, in more ways 
than one, “‘it will pay you to buy every- 
thing possible from your local supply 
house.”’ 


Progressive Mill Supply Co. 


Enterprise City, Ohio 


This is the fourth inthe MILL SUPPLIES series of Distributors’ advertisements. Mill Supply Houses are urged to make use of these advertisements by 
Reprints will be suppued printed in two colors on India tint enamel stock carrying the name and address of the distributo: 
Reprints will be billed at cost. The minimum order accepted is for 500 copies 
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Advertising Reprints 





Read by 


any Thousands of Consumers 


Publicity Service Offered by “Mill Supplies,” [Used by Many Leading 
Dealers, Who Have Sent These “Gospels” of Dealer Distribution to a Host 
of Buyers of Industrial Equipment and Supplies in Various Sections of 
the Country—Fourth of Series of Advertisements on the Opposite Page 


Advertisement No. 4 in the series presented by 
MILL SUPPLIES for the use of distributors in aiding 
them to prove conclusively to industrial consumers 
in their respective territories the value and im- 
portance of buying through the supply house, is 
presented on the opposite page. Reprints of this 
advertisement, as well as of the three that have 
preceded it, can be secured by distributors any time 
up to the end of November, although it is urged that 
orders be placed as early as possible. 

For the information of those who are not familiar 
with the advertising plan fostered by MILL SUPPLIES 
in the interest of distributors in the field of indus- 
trial equipment, tools and allied lines of supplies, 
it is perhaps well to again explain the arrangement. 
The advertisement on the opposite page, as well as 
those which have preceded it, have been prepared in 
the offices of MILL SUPPLIES. After the magazine 
has gone to press the page is held in type. When 
an order for reprints is received from a distributor, 
his name and address are placed at the bottom of 
the advertisement in place of the name, “Progressive 
Mill Supply Co., Enterprise, Ohio,’ and the fine type 
below it. The reprints are then mailed to the dealer 
for distribution to his customers and prospects. 

MILL SUPPLIES receives absolutely no profit from 
this service. The distributor ordering reprints is 
charged only for the actual printing and paper stock 
costs. 

Reprints are printed on the regular MILL Sup- 
PLIES magazine paper stock in two colors, red and 
brown. 

The cost of 500 reprints, f.o.b. Chicago, is $8.20; 
750 reprints, $10; 1,000 reprints, $11.45; 1,500 re- 
prints, $14.60; 2,000 reprints, $17.70; 2,500 re- 
prints, $20.85. The smallest order accepted is for 
500 reprints. 

Tens of thousands of reprints of these advertise- 
ments have now been distributed to firms purchas- 
ing mill and allied supplies in various sections of the 
country. The supply houses which have thus far 
availed themselves of the service, including some 
who have taken reprints of more than one advertise- 
ment, are as follows: 

HOUSES WHICH HAVE USED SERVICE 

The Strong, Carlisle & Hammond Co., Cleveland. 

E. D. Morton & Company, Inc., Louisville. 

The Brierly-Lombard Company, Worcester, Mass. 

The C. S. Mersick & Company, New Haven, Conn. 

Evansville Supply Company, Evansville, Ind. 

Franklin Hardware Co., New York. 


Charles H. Besly and Company, Chicago. 

M. B. Crawford & Son, Oswego, N. Y. 

Keystone Pipe & Supply Co., Butler, Pa. 

James McGraw, Inc., Richmond, Va. 

Nashville Machine & Supply Co., Nashville. 

Penn General Supply Company, Pittsburgh. 

The Queen City Supply Co., Cincinnati. 

William S. Roe, Inc., Newark, N. J. 

The Scallan Supply Co., Cincinnati. 

The Western Iron Stores Co., Milwaukee. 

Great Lakes Supply Co., Chicago. 

Turner Supply Company, Mobile, Ala. 

The Ross-Willoughby Company, Springfield, Ohio. 

E. S. Stacy Supply Company, Springfield, Mass. 

Chase, Parker & Company, Inc., Boston. 

Phillip Gross Hardware & Supply Co., Milwaukee. 

Woodbury & Wheeler Co., Portland, Ore. 

Smith-Courtney Co., Richmond, Va. 

Osborn Machinery Company, Inc., Clarksburg, W. Va. 

The Gastonia Mill Supply Co., Gastonia, N. C. 

Kemp Machinery Co., Baltimore. 

J. L. Purcell, Inc., Hartford, Conn. 

The double value of sending out reprints of these 
advertisements should be emphasized. While the 
plan was originated primarily for the purpose of 
helping distributors generally in selling the value 
and importance of the mill supply house to con- 
sumers, the value to the individual mill supply house 
of advertising of this kind was not lost sight of. 
When a dealer mails out 500 or more of these re- 
prints to customers or prospective customers, he is 
at once helping to sell the general idea of dealer dis- 
tribution and at the same time doing constructive 
advertising for his own house. It is also institu- 
tional advertising of the finest kind. It keeps the 
name of the house and the complete service it ren- 
ders constantly before the field. 

As has been stated in previous articles, each of 
these advertisements is an entity in itself. Each re- 
print tells its story completely. It hammers home 
effectively one or more strong arguments in favor 
of buying through the dealer. Consequently, the 
dealer does not need to feel that it is necessary to 
order the entire series of reprints in order to use the 
service effectively. However, there is great value in 
the repetition of advertising, and where distributors 
can order reprints of several or all of the advertise- 
ments it is advisable so to do. 

If you haven’t yet tried out the service, do it now. 
Send in your order. The reprints will be sent to 
you promptly, and then you can mail them to your 
customers and prospects in the way you deem best. 


(Continued on Page 62) 
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We back the Jobber 
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ing Sales Assistance 










Our responsibility does not end when 
we sell the jobber our merchandise 
—that’s only the beginning! 


Shown here are a few of the many installations sold by 
our representatives in the interest of our distributors. 





Rubber Ca. 


| OHIO “We back the Jobber” 


When writing to Advertisers please mention Mitt Suppvirs 


















































































(Continued from Page 59) 
The expense is little, the effort small. Get in line 
now, and sell your house and mill supply house dis- 


tribution generally to the consumer. By so doing 





VUNPIPILUES November, 1928 


| 
t 





you will be playing your part in fighting direct sell- 
ing and other forms of competition which the dis- 
tributor is facing, and you will be doing very good 
advertising for your own company. 


——— a 


ore Letters Commend the Dealer 


Customers of Ross-Willoughby Company and Queen City Supply Co. 
Express Appreciation of the Service Rendered by These Houses 


MILL SUPPLIES has from time to time published letters 
sent to mill supply houses by satisfied customers, express- 
ing their appreciation of services rendered. These let- 
ters are substantial evidence of the value of the supply 
house, and their publication serves to aid in spreading 
the doctrine of dealer distribution. 

Dealers are urged to secure letters from their cus- 
tomers and send them to MILL SUPPLIES for publication. 
By so doing they are not only aiding in the work of 
selling the idea of dealer distribution generally, but in 
gathering such letters, they are securing material which 
can be used effectively in their sales efforts. It is not 
necessary to send in the original letter. An exact copy 
can be made, typing not only the letter and the name of 
the writer, but the substance of the letter-head, and 
this copy can be sent in to MILL SUPPLIES. 

W. C. Hunter, first vice-president and general man- 
ager of The Ross-Willoughby Company, Columbus, Ohio, 
recently submitted two letters received by his company 
from satisfied customers. 

One of these was from Sam L. Segal, The Segal Scha- 
del Company, Chillicothe, Ohio, manufacturer of paper 
mill supplies. 

“We wish to take this opportunity of expressing our 
appreciation of the wonderful service your company has 
rendered us in the way of handling our orders,’ wrote 
Mr. Segal to R. W. Martin, sales manager of The Ross- 
Willoughby Company. 

DISTRIBUTOR ALWAYS EQUIPPED TO SERVE 

“We feel we at all times can depend on your firm as 
distributors to deliver to us promptly any material we 
may need for breakdown service, or any other equipment 
that we use in our plant. We find it is not necessary 
to carry any surplus amount of supplies on hand, as 
we are assured your company at all times has a large 
stock of anything we may need. 

“This service is indeed invaluable, and you can depend 
on our continued patronage.” 

Thorough appreciation of service rendered over a con- 
siderable period of years is expressed in a letter to The 
Ross-Willoughby Company from Evan Reicheldorfer, 
production manager of The Sears and Nichols Corpora- 
tion, also of Chillicothe, producer of “Sugar Loaf” canned 
vegetables. Mr. Reicheldorfer wrote as follows: 

“As you know, we have been purchasing a large part 
of our general factory supplies from you over a period 
of a good many years. Our first order was placed back 
in 1914 with Mr. R. W. Martin, then one of your sales- 
men, and now your sales manager. We believe meritori- 


ous service deserves an occasional word of commenda- 


tion, and we are taking this opportunity to give it 
to you. 
“We have always been very well pleased with the 


service you have rendered and with the personnel of 
your organization. Furthermore, we like the various 


lines of supplies you handle. In our opinion, these are 
all of the highest type, and we have adopted most of 
them as standard equipment at our various canneries. 

“The writer had the pleasure of inspecting your new 
warehouse recently. We want to congratulate you on 
the efficient arrangement of your new quarters. The 
larger stocks you are now carrying, as well as the im- 
proved methods of storing and handling, have already 
resulted in a noticeably more prompt and more complete 
service. 

“We sincerely hope that the very pleasant business 
relations which have existed between your firm and ours 
will continue indefinitely.” 

An interesting letter was received by The Queen City 
Supply Co., Cincinnati, and submitted to MILL SUPPLIES 
by Lawrence G. Puchta, vice-president of the Queen 
City company. The writer was H. O. Miller, director 
of purchases of The American Rolling Mill Co., Middle- 
town, Ohio, who expressed himself as follows: 

SUPPLY HOUSE DESERVES CONTINUED PATRONAGE 

“We believe the up-to-date, efficient supply house is 
a necessary part of business, and that the service which 
it can and does render is of sufficient importance to war- 
rant the continued patronage of those people whom it 
serves. 

“It has been a very great pleasure for us to do busi- 
ness with your company for many years, and the service 
which you have always been willing and glad to render 
is highly important to us, and of very great value. 

“We hope our relationship can continue for many 
years to come.” 

A one hundred percent jobber policy as regards 
both buying and selling was stated to be that of The 
Columbian Vise & Mfg. Co., Cleveland, in a letter to 
George Puchta, president of The Queen City Supply 
Co., from H. F. Seymour, vice-president of the Colum- 
bian organization. Mr. Seymour wrote to Mr. Puchta 
after receiving from The Queen City Supply Co., a re- 
print of one of the MILL SUPPLIES dealer advertisements, 
a quantity of which the Queen City distributed in its 
territory. 

“We are just in receipt of the enclosure sent us cov- 
ering the reasons why a consumer should purchase sup- 
plies from the local supply house,”’ wrote Mr. Seymour. 

“We agree with you thoroughly, and have built our 
business on the basis of a one hundred percent jobber 
policy for distribution, and at the same time a one hun- 
dred percent buying policy in our purchases.” 

Incidentally, Mr. Seymour’s statement in the final par- 
agraph of his letter, to the effect that the concise way 
in which the reprint was gotten up should do a real 
good, is a “feather in the cap,” so to speak, for the pub- 
licity service MILL SUPPLIES is offering to distributors. 


aN 





ae ae aie 


Fi Fa 


a a 


220k NI FINS 


1 ER CET 








November, 1928 





S. A. Lehman 





Success has attended the efforts of The National Mill 
Supply Co., Fort Wayne, Ind., in handling electrical sup- 
plies. As a result of the company’s experience in this 
convinced that the 
sale of mill and electrical supplies to industries go hand- 


field, S. A. Lehman, president, is 


in-hand. Furthermore, he states, 


secured by the company through handling electrical sup- 


plies has made up for the loss of 
business in certain mill supply items 
resulting from changes in methods 
in some plants. 

It was in 1916 that The National 
Mill Supply Co. entered the electrical 
business. At that time it purchased 
the Indiana Electric Appliance Co., 
of Fort Wayne. Then in 1918 it 
took over the Electric Supply & Fix- 
ture Co., another Fort Wayne com- 
pany. <A general line of electrical 
supplies is carried, including motors 
and generators, household and_ in- 
dustrial electric appliances, lamps 
and lighting equipment, wiring sup- 
plies and radio equipment and sup- 
plies. Portable electric tools are also 
carried, but these have always been 
considered a line coming under the 
general classification of mill sup- 
plies and have been distributed un- 
der the direction of the manager of 
the mill supply department. 

At the present time the electrical 
department is not in the same loca- 
tion as the remainder of the com- 


pany’s business, being at 121 East 
while the main store is at 207-213 East Columbia street. 


Columbia street, 








Sells Electrical Lines 


With Great 


Success 


The National Mill Supply Co., Fort 
Wayne, Ind., Finds the Sale of Electrical 
Supplies Works in Handily with Its Other 





Activities 


Company’s Building Activities 


to Add 25,000 Square Feet of Floor Space 


added business 


ADHERES TO PRICES 


S. A. Lehman, president of 
The National Mil! Supply Co., 
Fort Wayne, Ind., finds, like 
some other supply houses 
handling electrical supplies, 
that the electrical supply line 
is an exceedingly competitive 
one. But his company meets 
this competition successfully. 
How does it do it? By adhering 
strictly to established prices 
and being content to secure its 
share of the business. The 
company’s price policy some- 
times results in the loss of 
sales, according to Mr. Leh- 
man, but it pays in the long 
run. Electrical supplies are a 
natural line to be carried by 
the mill supply house, in Mr. 
Lehman’s opinion. His com- 
pany has had a very successful 
experience in selling them. 


cerned. 


right and left buildings, and is erecting one big five- 
story structure on the property, two stories being added 
to the center structure. 
25,000 square feet of floor space. 
will be equipped with the latest conveniences, including 
high-speed elevators. 

The electrical supply business of The National Mill 


The new arrangement will add 
The rebuilt structure 


Supply Co. is operatec under two 
general classifications. Part of the 
goods handled are sold to electrical 
dealers and contractors and the re- 
mainder direct to the industries. A 
special electric supply sales force 
handles business with the dealers 
and contractors, while the regular 
mill supply salesmen handle sales to 
the industries. To the dealer are 
sold the items that would be pur- 
chased by the home owner, such as 
radio equipment, lamps, etc. To the 
contractor are sold the items that 
he would install in new buildings, 
remodeling, etc. To the industries 
go direct the items which require 
no particularly difficult installation 
work or which can be handled by 
plant electricians or handy men. 
Motors, switches and fuses are the 
major items sold by his company to 
industries, according to Mr. Leh- 
man. 

The mill supply salesmen who sell 
to the industries are under the direc- 
tion of the head of the electrical 


supply department so far as the electrical lines are con- 
They are thoroughly trained by working in the 








































However, the electrical department will soon be under 
the same roof with the mill, auto and plumbing and 
heating supply departments, as the company is enlarging 
and remodeling its property. The original building, a 
three-story structure, made of steel and concrete, was 
erected in 1909. In 1914 a building to the left of the 
original structure was purchased, and in 1918 the one 
at the right came under the ownership of The National 
Mill Supply Co. Now the company has torn down the 





electrical supply store with the items they sell to the 
industrial trade. 

As a result of the discontinuance of steam power plants 
in some industries in favor of power supplied by a cen- 
tral electric station, there has been a falling off in sales 
of certain mill supply items, according to Mr. Lehman. 
Another factor that has resulted in the loss of some mill 
supply business is the use in some quarters of direct 
drives. By selling electrical lines, however, The National 
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Wherever there is Reaming and Threading 
to be done, there is a market for 


BUTTERFIELD 


“THE BETTER TOOLS” 


TAPS-DIES-REAMERS-SCREW PLATES 


One of the most useful things in the industrial world today is 
the screw thread. The idea of the thread is many centuries 
old, but only during the last century has human ingenuity put : 
it to real work. 


PA 


The multiplicity of uses for threads has called for the develop- 
ment of a great variety of tools for cutting them, and the 
Butterfield organization stands well out in front in the pro- 
duction of threading tools. 


po 


For close to half a century Butterfield, “The Better Tools,” 
have been on the market. They might also be called, “The 
Better Known Tools,” so widely are they used. 


Butterfield Tools are sold through supply houses, except in the : 
five cities where we conduct branch stores. If you sell metal 
working tools, we want to send you a copy of our Catalog 
Twenty. As a manual of threading and reaming tools, you 
will find it useful as a reference book. And it’s possible you 
will catch from it a germ of the enthusiasm that other dis- 
tributors have for the Butterfield line. 


tpt ata ta lata tiptpn te jo la tatanlal 


Write us at Derby Line, or get in touch with the manager of 


our nearest store. 
re AL Keg he 


Sales Manager 

















! 
THE 

( BETTER / | 
Toots | 
BUTTERFIELSO & CO, Bivision | 


Union Twist Drill Co. 


Derby Line, Vt., U. S. A. Rock Island, Quebec, Canada 
Stores: New York, 62 Reade St. Chicago, 11 So. Cinton St. 
Toronto, 196-198 Adelaide St., W. Montreal, 111 St. Paul St., West 
Detroit, 406 E. Woodbridge St. 





When writing to Advertisers please mention Mitt Suppwies 
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Mill Supply Co. has made up for this loss in business. mill and electrical supplies to industries by the same 


One objection raised by some mill supply houses to organization is logical. The mill supply house is out to 
the handling of electrical supplies (including some who _ sell the industries in the territory the supplies and equip- 
are handling the electrical lines) is that competition is ment they need. Sale of electrical lines by the supply 
exceedingly keen, much keener, in fact, than in the sale house not only makes up for losses in other lines, but it is 
of mill supplies. One of the strongest competitors of natural, in Mr. Lehman’s opinion, that the industrial 
the mill supply houses in selling electrical supplies seems plants should like an arrangement whereby they can 


: to be the big electrical manufacturers who are also purchase all their needs from one source. 

in the jobbing and distributing business. The National Mill Supply Co. was incorporated in 
The electrical supply line is a very competitive one, 1905. It has a capitalization of $750,000, and carries an 
E according to Mr. Lehman, but his company meets this average stock of supplies valued at $400,000. It handles 
: competition by a very sound policy. It carries quality mill, electrical, auto, plumbing and heating supplies, and 
; lines, renders excellent service, establishes selling prices covers Indiana, Ohio and Michigan in its sales activities, 


carrying a satisfactory profit, and adheres strictly to with 18 salesmen. S. A. Lehman is president and busi- 
these prices. It does not feel it must have every bit of ness manager of the company, A. W. Liechty, vice-pres- 
t electrical supply business in its territory, but is content ident. and L. F. Lehman, secretary-treasurer. Dan Kraft 
to secure a fair share of the business. Sometimes its is the buyer of mill supplies, Curt Stahn of electrical 
: price policy causes the company to lose business, but supplies, George Linniger of auto supplies and William 
in the end the policy bears fruit, and the electrical sup- Moeller of plumbing and heating supplies. It is expected 
ply lines are profitable. the company’s building and remodeling activities will be 
Mr. Lehman, as stated before, believes the sale of completed shortly after the first of the year. 
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_ Fort Wayne Business Satisfactory 


Mill Supply Distributors in Indiana City Report Their Sales as 
Ahead of Last Year, With Conditions Generally Quite Pleasing 








Mill supply distributors of Fort Wayne, Ind., as a A marked improvement in his company’s mill supply 
whole find business very satisfactory—a little ahead of business this year was reported by J. C. Trier, vice-presi- 

: last year. This encouraging information was secured dent of C. C. Schlatter & Co. 
: by a representative of MILL SUPPLIES during a recent “Our mill supply business is very good this year, being 
: visit to the progressive Indiana city. ahead of last year,” he said. “The factories have been 
; “On the whole our business this year is better than working pretty steadily and our efforts in selling mill 
last year, the increase being about ten percent,” said W. supplies have been greater than in the past. (The com- 


D. Whipple, president of the Wayne Belting & Supply pany is also a distributor of general and builders’ hard- 
Co. “It’s hard to say just what the outlook is, because ware.) At the present time I see nothing in the imme- 
the situation is so mixed. I do not expect conditions diate future to disturb business. Stocks are light for 
to be much better for us next year than they have been’ the most part, and the factories have not worked up 
this year, however, because, so far as we are concerned, excess stocks. Conditions in the country generally are 
this has been a fairly good year. Conditions as a whole better than a year ago because of the heavy movement 





in our territory are fairly good.” of crops, and the farmers are feeling much better than 


ee 


C. J. Stier, vice-president and manager of the Fort they were.” 
Wayne Pipe & Supply Co., also reported that business Fort Wayne is a city with greatly diversified indus- 
was generally satisfactory. tries, and, according to one of the distributors, is not 
f “Business conditions here have been fair, in fact a subject to either great booms or depressions. Among 
little better than last year, I believe,” he said. “Nearly the industries of the city are two plants manufacturing 
all the factories in Fort Wayne are running up to full m sasuring gasoline and oil pumps—S. F. Bowser & Co., 
time, some new plants have been erected this year, and and the Lokheim Oil Tank & Pump Co.; two plants of 
extensions have been made to some others, all of which, the General Electric Co., one manufacturing fractional 
of course, benefits the supply business. Business in the horsepower motors and meters and the other building 
outlying towns is not so good, however. The price sit- household refrigerators; two companies manufacturing 
uation is regular, with little price cutting.” household appliances, such as water softeners, electric 
i IMPROVEMENT IN LAST THREE MONTHS motor pumps and oil burners; the Bass Foundry & 
An improvement in business during the last three Machinery Co., manufacturing car wheels and axles, 
months was reported by S. A. Lehman, president of forgings and boilers; the Fort Wayne Works of the In- 
The National Mill Supply Co. ternational Harvester Co., manufacturing trucks; the 
“Business has been just a little better during the last Dudlo Manufacturing Co., which draws 75,000 miles 
4 three months than it was the first part of the year,” of small copper wire each day, and plants manufacturing 
said Mr. Lehman. “I think this improvement is a re- dredging machines, dredge boats, steam shovels, pianos, 
sult of a little more confidence in general business con- and plumbers’ furniture, and also a steel) rolling mill, 
ditions. Business for the year is also slightly ahead of together with other industries. 
last year. The industries here are operating a little GOOD TRANSPORTATION FOR SHIPPERS 
better than they were a year ago and a little better While the territory served by wholesale and distribut- 
than they were the first of this year. I think we will jing houses varies somewhat, it may be said that, gen- 
have fair business for the remainder of the year.” 
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(Continued on Page 68) 
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A new general cata- 
logue will say to 
every buyer in your 
territ Ty: 





¥. 


“This general catalogue 1s 
CATALOGUE S ' the next thing to calling at 
our store personally. Here 
are the goods you need, 
ceith the information that 
you need about them as to 


SIZES, fil nishes, etc. 


The most important com- 
modity that a distributor 
of supplies can furnish 
you is SERVICE, and we 
are furnishing you this 
catalogue 10 help us rend Tr 
you the greatest service at 


yas ” 
ali times 


Such a catalogue will 
put new life into 
your sales, and re- 
newed confidence in- 
to your salesmen. 


It will present a 
faithful reflection of 
your house and your 
goods before the 
buyers in your terri- 
tory. 





Maintain the Prestige of Your House 


The companies that are the recognized leaders in an industry are not content to 
depend on past achievements for maintaining present progress. Meet the changed 
conditions aggressively. Keep at the head of the procession. 


A good up-to-date catalogue is the sign of a going concern 
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How Long Could You Stay in Business 
Without Mail Orders and 
Telephone Orders? 











1. What kind of orders bring you the best profit? 


Mail orders and telephone orders, because they cost the least to 
sell, and are least affected by competition. 


2. What sales aid will best stimulate the flow of mail orders 
and telephone orders? 
A good catalogue of your goods in the hands of each buyer in your 
territory. 


3. What is the most effective means of extending the influ- 
ence of your salesmen’s personal calls? 
A catalogue that will keep your 2500 or 5000 “‘hand picked”’ articles 
constantly before the engineers, superintendents, and purchasing 
agents between calls. 


4. What is the easiest and most economical way to issue such 
a catalogue? 


a dad 


Through the Donnelley Jobbers’ Catalogue Department, which has 
already built nearly 1500 different editions of catalogues for jobbers 
of supplies, located from Maine to Hawaii. 


5. How soon can you have such a catalogue ready to go to 
work for you? 





In the Spring, if you take immediate action. 








It will require but three or four days to make your detailed selection of goods 
for quotation, using the Donnelley master set of proofs. One of our representa- 
tives will gladly go over the matter with you at your office, without obligation 
or expense. 








R. R. DONNELLEY & SONS CO., CHICAGO 
Builders of Supply Catalogues Since 1904 
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(Continued from Page 65) 
erally speaking, activities of such houses extend about 
100 miles east and 100 miles west of Fort Wayne, and 
from 50 to 60 miles north and the same distance south. 
Distributing territories are determined by time of reach- 
ing destination rather than distance in miles. Trunk 
lines of railroads run east and west, while branch lines 
run north and south, this accounting generally for the 
greater operating area east and west than north and 
south. The city is said to be the second largest electric 
traction line center in the country, and numerous auto- 
mobile lines also furnish transportation. 

There has been a great deal of hearty co-operation 
among distributors, jobbers and manufacturers of Fort 
Wayne to facilitate and activities of 
the city, through bureaus of the chamber of commerce 
and other organizations. The ‘“‘Next Morning Deliveries 
Association” has secured fine co-operation from the rail- 
roads. Tonnage from the houses in the group is con- 
centrated on the road giving the best service to a given 
location, with the result that railroad service to shippers 
has been greatly improved. Another factor which helps 
Fort business 


boost business 


Wayne houses is a co-operative credit 
bureau, now a part of the national credit association, 
but formerly a local organization, which provides ac- 


curate credit information on prospective purchasers. 
<+-o-> - 


Sales Increased Greatly 

In commenting on the progress made by the company 
this year, S. Duncan Black, president, The Black & Decker 
Mfg. Co., Towson, Md., stated net sales for the quarter 
ending September 30th were 25'% percent greater than 
for the same quarter of last year. Domestic business 
is well ahead, and very substantial increases have been 
shown in Canadian and export fields. Prospects for the 
coming year, according to Mr. Black, are very bright. 
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STAGES INDUSTRIAL EXHIBIT 


Fort Wayne Pipe & Supply Co. Reaped Much Benefit 
from Exposition of Exclusive Lines 

The Fort Wayne Pipe & Supply Co., Fort Wayne, Ind., 

staged its second 


industrial exhibit in its building at 
225-229 East Columbia street, September 25th, 26th, 
27th and 28th. Products of nineteen manufacturers 


whom the company represents exclusively in its terri- 
tory were on display, and others would have been repre- 
sented had there been room for more displays in the 
company’s building. 

Several new items were on display, and about half of 
the manufacturers had products in operation. All but 
one of the manufacturers had representatives present, 
who discussed their products in detail with visitors. In- 
vitations were sent out by the Fort Wayne Pipe & Sup- 
ply Co. to customers and prospective customers, and the 
attendance was very good, while the interest shown by 
those visiting the “show” was highly gratifying to both 
the company and manufacturers. 

According to Julius H. Schroeder, manager of the mill 
supply department of the Fort Wayne Pipe & Supply 
Co., the exhibit has been found to be a valuable aid in 
securing new customers and obtaining additional busi- 
from old customers. It is especially valuable in 
bringing the supply house in contact with important 
men from the factories whom its salesmen rarely see, he 
said. The exhibit will not be an annual affair, but will 
be conducted at intervals in the future. 
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Manufacturers who had exhibits at the Fort Wayne 
Pipe & Supply Co. display were as follows: The Abrasive 
Co., Brown & Sharpe Mfg. Co., Greenfield Tap & Die 
Corp., Delta File Works, Alexander Bros., Inc., Skinner 
Chuck Co., Link-Belt Company, The Lunkenheimer Co., 
The Unishear Co., Inc., The Mechanical Rubber Co., In- 
stant Water Heater Co., Dodge Manufacturing Corpora- 
tion, Alamo Engine Co., Paasche Airbrush Co., The Black 
& Decker Mfg. Co., Union Steam Pump Co., J. H. Wil- 
liams & Co., Chisholm-Moore Hoist Corp., and The 
Charles Parker Co. 
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LEATHER BELTING MEETING 


American Leather Belting Association Held Business 
Session in Chicago, October 25 


» 


A meeting of the American Leather Belting Associa- 
tion was held at the Edgewater Beach Hotel, Chicago, 
Thursday, October 25th. The meeting started at 5 o’clock 
in the afternoon, there was a dinner at 7 o’clock, and 
the session then continued during the evening. F. H. 
Willard, president of the Graton & Knight Co., Wor- 
cester, Mass., who is president of the association, pre- 
sided at the meeting. There were twenty-five present, 
these men representing thirteen companies which are 
members of the association. 

Several important matters were discussed, but no defi- 
nite action was taken on any of them. These matters in- 
cluded general market conditions, the desirability 
incorporating the association, adoption of a code of trade 
practices and adoption of a uniform cost accounting sys- 
tem. The committee which has been working on the pro- 
posed co-operative advertising plan made its recom- 
mendations as to the methods to be followed in case it 
is decided to do this publicity work. J. R. Hopkins, Chi- 
cago Belting Company, is chairman of this committee. 
All members present were asked to express their opinions 
as to the type of publicity that should be used in the pro- 
posed plan. There was also considerable 
tie proposed standard contract 
Lelting over a period of time. The committee, which is 
headed by E. H. Ball, president of the Chicago Belting 
Company, is working in conjunction with the National 
Association of Purchasing Agents, and it is hoped a form 
which will be satisfactory to both buyer and seller will 
be developed. 

The next meeting of the American Leather Belting 
Association will be held in New York in December some 
time during the week of the Seventh National Exposi- 
tion of Power and Mechanical Engineering, which will be 
staged from December 3rd to &th, inclusive. The annual 
meeting of the Power Transmission Association will be 
held in New York, December 6th. A number of members 
of the belting organization are also members of the 
Power Transmission Association. A number of members 
of the belting association attended the general meetings 
of the Tanners’ Council of America, which was held at 
the Edgewater Beach hotel, Chicago, October 25th and 
26th, at the invitation of the Tanners’ Council. 
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New Member of National 
The National Supply & Machinery Distributors’ Asso- 
ciation announces that M. B. Crawford & Son, 46 West 
Bridge street, Oswego, N. Y., have joined the association. 
M. B. Crawford & Son are distributors of mill, engineers’, 
plumbing and heating supplies. The 
lished in 1885. 


house was estab- 
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ful Career 


Mrs. Holman as a Singer 


The story of A. V. Holman, president and treasurer 
of the Adjustable Clamp Company, Chicago, is the story 
of a woman who gave up a successful musical career to 
enter the field of business through force of circumstance, 
and who has made good in a way that would do credit 
to any executive. 

For many vears “A. V. Holman,” as she signed her cor- 
respondence, was simply another male executive to the 
many customers and 
others with whom she 
had business relations. 
To many that is. still 
true. Throughout her 
career in the business 
world there has been 
nothing to indicate to 
the recipients of corre- 
spondence, checks, etc., 
that she is a woman. 
Only actual personal 
meeting or the passing 
along of the informa- 
tion has revealed her 
sex to these people. 

Mrs. Adele V. Hol- 
man was born in Jer- 
seyville, Jersey County, 
Illinois, moved to Chi- 
cago with her parents 
in 1874, and attended 
the public 
there. At the age of 
eighteen vears she was 
united in marriage to 
Harry W. Holman, who 
Was connected with the 
Chicago & Eastern Illinois railroad. At an early age she 
showed remarkable voice quality, which she inherited 
from her mother. Mrs. Holman’s mother was exceed- 
ingly anxious for her to develop her voice, and it was at 
her mother’s insistence that she entered a contest for a 
free scholarship in the Chicago Musical College. She 
was successful in her efforts, won the scholarship and 
commenced her musical education, even though at that 
time she was married and the mother of an infant son, 
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Photo by Moffett Studios, 
As a Business Woman Today 


who was later destined to figure prominently in the ac- 
tivities of the Adjustable Clamp Company. 

Her first experience as a professional singer occurred 
while she was still a student at the Chicago Musical Col- 
lege, when she went out as an extra with concert com- 
panies. Her first regular engagement was as the assist- 
ing soloist with Ovad Musan, a famous violinist at that 
time, with whom she appeared in concert for about six 
months. Musan was so 
impressed with _ the 
quality of her mezzo- 
soprano voice that he 
offered to provide a 
European musical edu- 
cation for her. Mrs. 
Holman’s devotion to 
her family caused her 
to decline Musan’s of- 
fer, however. 

Mrs. Holman’s next 
activity in the musical 
field was with the 
Arion Ladies’ Quartet, 
which she organized, 
and of which she was 
a second soprano and 
business manager. This 
group. travelled = the 
lencth and breadth of 
the country—under the 
direction of the Red- 
path bureau, in chau- 
tauqua work, under its 





bib 


The Arion Ladies’ Quartet. Standing, Left to Right—Mary D. Hall, First Soprano; own management, and 
Adele V. Holman, Second Soprano and Manager. Seated, Left to Right Helen C. 
McConnell, First Alto; Rae O'Brien, Second Alto 


even in vaudeville. For 
vears the four women 
delighted audiences of every section. Incidentally, it 
Was as manager of the Arion Ladies Quartet that Mrs. 
Holman had her first experience as a business executive. 

Following the disbanding of the Arion Ladies’ Quartet, 
Mrs. Holman was for three seasons a soloist with the 
Herbert Butler Concert Company. Mr. Butler was an- 
other famous violinist. In this connection, Mrs. Holman 
continued her singing success, and not only won great 
appreciation from the audiences which heard her, but 










































November, 1928 












































































100,000 hours of almost 
continuous operation 


This Curtis Compressor record, nevertheless 100,000 
helps print Literary Digest, hours of almost continuous 
Harper's Bazar and other mag- _ operation does testify to the 
azines, being used in connec- extreme reliability of Curtis 
tion with a battery of mono- Compressors. 
type typesetting machines. Many similar performance 

It is owned by the Charles reports are on file. We quote 
Schweinler Press who say: a few: 

“This 8x8 double cylinder 1. 
Curtis was installed in 1911 
and has been run since then 
an average of 16 to 20 hours 


$700.00 annual saving for 
over 10 years. 


2. Production costs cut over 


each day with very little lost oti 
time for repairs. 3. Less than $8.00 per year 
maintenance. 


“In placing our order for a 
new Curtis Compressor, we 4. Ran 20 hours per day for 


are retaining the old one as a 20 years; two others run- 
relief unit.” ning 10 hours per day. 

While the performance of Copies of these reports sent 
this veteran may not be a on request. 
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Curtis I-Beam Cranes 
10 to 40 ft. span. !4 to 10 ton 
capacity. Fitted with air hoist, 
gives allthe above advantages 
of speed and economy plus great 
flexibility. 





Curtis Model A 
Compressors 
3 to 50H. P. Water cooled. 
Curtis controlled splash lubri- 
cating system assures lowest oil 
consumption with certainty of 
safe lubrication. 





Curtis Air Hoists 
and I Beam Trolleys 
Much lower cost than other 
types of power hoist. Slow de- 
preciation ,, practically free from 
upkeep expense. Quick, accu 
rate spotting. Economical to 
operate. Mounted vertically, 
horizontally or otherwise. Most 
satisfactory for many heavy 
material handling operations 





Curtis Paint Spray 
Compressor 

{to 5H.P.Single or two 
stage. Automatic control. Rec- 
ommended by leading manufac 
turers of spray guns because 
controlled splash lubrication 
prevents clogging of filters; min 
imizes chance of lubricating oil 
getting overinto airlines. 


Gentlemen: 
Please send me, without 
obligation, information about 


CURTIS PNEUMATIC MACHINERY CO., 1928 KIENLEN AVE., ST. LOUIS; 5518-V HUDSON TERMINAL, NEW YORK 
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highly favorable comments from musical critics of the 
press. 

Throughout her career as a singer, Mrs. Holman did 
church solo work, two of the churches at which she was 
particularly well known being the First Methodist Church 
of Englewood and the Englewood Presbyterian church, 
both of Chicago. 

Shortly after the death of her husband, in 1904, Mrs. 
Holman turned over some money to Marcus W. Russ, a 
lawyer, to invest for her. Mr. Russ had become inter- 
ested in a cabinet maker’s clamp which had been invented 
by a man named Hans Jorgenson, and he put her money 
into this business. He had made arrangements with 
Jorgenson for him (Russ) to manufacture and sell the 
article, and for a time produced clamps in a small way 
in a room in a building on Milwaukee avenue. 

‘he spring of 1906 being rather light so far as musical 
engagements were concerned, Mrs. Holman took charge 
of the clamp company’s office, while Mr. Russ went out 
to sell the line. The business at this time occupied one 
floor of a building on Jefferson street. Mrs. Holman’s 
intention had been to remain with the business for only 
three months, but at the end of that time, realizing her 
money was invested in the business and that it had not 
been growing rapidly, she decided to remain for a year. 
At the end of that time she decided to stay a while 
longer, and eventually grew to like it so well that she 
determined to give up her musical career and devote 
her time exclusively to business. 

Shortly after joining the business actively, Mrs. Hol- 
man was made secretary of the company, Mr. Russ serv- 
ing as president and treasurer. Mrs. Holman eventually 
took complete charge of the office and the factory, while 
Mr. Russ represented the company on the road. Russ 
vas an excellent salesman. Mrs. Holman states that, 
as a result of his sales efforts and the company’s strict 
adherence to the policy of manufacturing a quality prod- 
uct and providing good service, it has never been found 
necessary to have a permanent travelling salesman since 
Mr. Russ retired from active participation in the com- 
pany’s affairs in 1912. 

Mrs. Holman displayed rare business acumen from 
the very start of her career with the Adjustable Clamp 
Company. She perceived early that the company was 
buying its material in too small quantities. She held 
down general expenses to a minimum, allowed herself a 
very small income, discounted bills and used whatever 
money could be spared to lay in as much material as 
possible. 

Mrs. Holman believed in close contact with all activ- 
ities of the business. She had her desk placed where 
she could constantly observe the work of the men in the 
plant. She knew everything that went on. Incidentally, 
Mrs. Holman has always displayed the greatest interest 
in the company’s employes and their welfare. 

One of her first acts after becoming secretary of the 
company was to change the name of the original clamp 
which the company manufactured. It had been known as 
the Peerless adjustable clamp. This name was too in- 
definite, she felt, so on her initiative, it was changed 
to the “Jorgenson” Peerless Adjustable clamp. 

As stated previously, Mr. Russ gave up active par- 
ticipation in the company’s affairs in 1912, and in 1914 
he sold his interests in the business to Mrs. Holman. 
She was so successful that in 1917 she was able to take 
over another floor at the Jefferson street address, add 
new machines and double the plant capacity. The busi- 
ness remained at this location until 1926, when the pres- 
ent building, at 217-223 North Ashland avenue, was 
erected. 


Mrs. Holman’s son, Harry W. Holman, joined the busi- 
ness in 1918, and later acquired a half-interest in the 
company. He had previously been purchasing agent for 
the Portland Gold Mining Co. Possessed of fine ability, 
Mr. Holman has been a very important factor in the 
success of the business since he joined it. 

The original Jorgenson clamp (or “Jorgenson Steel 
Spindled Hand Screw,” as it is generally known now) 
has been improved from time to time. Several years ago 
the company purchased the right to manufacture the 
“Pony” cabinet maker’s wood bar clamp. Through the 
initiative of Harry W. Holman, the company bought the 
patterns, stock and sole right to manufacture the “Mark” 
line of carriage, machinists’ and “quick-acting” carriage 
clamps, which is now a part of the company’s line. Last 
February the company commenced the manufacture of 
clamp fixtures for a pipe clamp, which had been in- 
vented by Harry W. Holman. 

Mrs. Holman attributes most of her business success 
to plain hard work and faithfulness to duty. In the 
earlier years of her business career, she was at the plant 
early and did not leave it until late. She gave up social 
affairs and accepted no invitations. She did not have 
a vacation for years. When she finally did take a vaca- 
tion trip to Europe, she spent considerable of her time 
calling on customers and prospective customers. Mrs. 
Holman states, however, that she has secured a great 
deal of fun from her business activities. She enjoys 
business thoroughly. During late years she has called 
more on mill supply distributors and hardware jobbers 
handling the company’s line than in the past, and she 
gets a great “kick” out of the surprise customers have 
when “A. V. Holman, President-Treasurer of the Adjust- 
able Clamp Company,” is ushered into their offices and is 
revealed as a woman. 

TEND STRICTLY TO BUSINESS, SHE ADVISES 

“My idea of the basis of success in manufacturing 
and marketing a line is to build a quality product and 
maintain that quality, to give first-class service, and, 
generally speaking, to tend strictly to business, giving 
up those things that might interfere with it,” she says. 

“IT believe further that the head of a business should 
be thoroughly familiar with all that is going on. He or 
she, as the case may be, should not simply tell a sub- 
ordinate to do a thing and let it go at that, but should 
see that the order has been executed properly.” 

Mrs. Holman’s company believes thoroughly in mill 
supply house and hardware jobber distribution. 

“We distribute our products through the mill supply 
dealer and the hardware jobber wherever we have rep- 
resentation, and believe thoroughly in this plan of dis- 
tribution,” states Mrs. Holman. “On direct inquiries, 
we refer the customer to a dealer or jobber, and if he 
can’t secure our line handily from those sources, then 
we ship—at the consumer’s price. We never give dis- 
tributors’ prices to consumers.” 

One question that somewhat perplexed the _ inter- 
viewer throughout his talk with Mrs. Holman, was: 
“How could a woman whose entire career had been de- 
voted to home keeping and music go into a business field 
of this kind and get away with it?” Finally he asked 
for an answer. 

Her reply was that she knew nothing about the busi- 
ness when she entered it, that she had to learn as she 
went along. She had inherited a certain amount of 
business ability, but she constantly sought advice, which 
was gladly given by ‘‘many charming people’ whom she 
met. Even when she had practically made up her mind 
on various propositions, she often asked the opinions of 
others, just to learn their views. She studied as she 
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FORGING 4 INCH 
INTEGRAL FLANGED 
VALVE BODIES~ 


WEIGHT 8/2 LBS. EACH 


Yost Drop Forged Steel Globe and Gate 

Valves are furnished with flanges forged 
integral for 400-600-900 and 1350# S. W. P. 
A. E. S. C. Standard. The 400# and 600# 


series are made in sizes including 6". The 
900# and 1350# sizes include 4". Trimmings are steel, 


monel metal or stainless steel according to service re- 


quirements. Write for Catalog F-6 Drop Forged Stee/ 
HENRY VOGT MACHINE Co. 


INCORPORATED VA iV tS 
LOUISVILLE, HY. 


Manufacturers of: Oil Refinery Equipment, Drop Forged Steel Valves and Fittings, Water 
Tube and Horizontal Return Tubular Boilers, |ce Making and Refris erating Mac hinery 





Branch Offices: NEW YORK CHICAGO PHILADELPHIA CLEVELAND DALLAS 
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vent along. She knew nothing of bookkeeping, but when 
a representative of the government came to look at 
her books, he found everything in fine order. For some 
time she wrote her letters long-hand. Then she bought 
a typewriter and learned to type her own letters. 


Mrs. Holman is in fine health. She has a charming 


personality, even tempered and approachable. She sel- 
dom sings any more, except when she visits the town of 
her birth, where she renders a solo in the church choir 
for her former neighbors. She sometimes regrets that 
she had to give up her musical career, but she really en- 
joys business more than she did music. 
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Supply House Catalogues 


New Books Issued by Four Well Known Mill Supply Dealers 


From the catalogue department of R. R. Donnelley & 
Sons Company, Chicago, comes the announcement of the 
completion of new mill supply catalogues for Smith- 
Courtney Co., Richmond, Va.; Capital City Supply Co., 
Charleston, W. Va.; Pidgeon-Thomas Iron Co., Memphis, 
and Dodge-Haley Co., Cambridge, Mass. 

Smith-Courtney Co., which is one of the oldest and 
best known houses of the South, has recently distributed 
its new catalogue, No. 5. It has more than 600 pages 
and shows nearly 4,000 items, including pipe, valves and 
fittings, steam supplies, transmission, belting, elevator 
equipment, tools and various supplies for contractors, rail- 
roads, mines, machine shops and manufacturing plants. 
The company has also included a representative showing 
of the lines handled in its large machinery department. 
On one of the preliminary pages of the catalogue are 
listed names of the manufacturers of leading lines car- 
ried, this being in recognition of the important part 
quality goods play in the building of a successful supply 
business. The catalogue also shows pictures of the thor- 
oughly equipped, modern pipe shop owned and operated 
by the Smith-Courtney Co. It is bound in yellow cloth, 
with an attractive design in black. It is of the standard 
page size—T7!s by 10°, inches—and was built on the 
Donnelley unit selection plan. 

The Capital City Supply Co., which has been operated 
under its present management for more than 35 years, 
has recently placed in the hands of its customers its 
new catalogue, No. “B,’’ which consists of more than 
800 pages, and is bound in green cloth, with orange let- 
ters on a black background, making a very pleasing cover. 
This catalogue covers the company’s general line of ma- 
chinery and supplies for power plants, mines, mills and 
factories, steam, gas and water power pumping, irriga- 
tion, contractors and railroads. It also covers heavy 
hardware, and shows some of the plumbing goods, which 
represent a department the company has added during 
the last few vears. One of the features of the catalogue 
is the use of special colored insert sheets to call partic- 
ular attention to some of the more important lines han- 
dled, particularly some of the lines for which the com- 
pany has exclusive representation in its territory. The 
catalogue has a page size of 7's by 10°, inches. 

The Pidgeon-Thomeas Iron Company’s latest catalogue 
is dedicated to the memories of Phillip Pidgeon, Sr., the 
founder of the business. and William Greene Thomas, 
who joined with Mr. Pidgeon in 1907 to form the present 
company. The business of this company has been built 
around iron and steel, and the scope of its activities in 
these lines is best expressed by the slogan, “From a bolt 
to a fabricated steel office building.” In the front of 
the catalogue are shown a number of views, including 
the structural steel storage department, bar steel stor- 
age, sheet metal shop, structural steel fabrication shop, 
reinforcing bar storage department, ornamental iron 
shop and a general interior view of the warehouse. Em- 


phasis is placed upon the company’s warehouse service 
and its importance to the users of steel. The first part 
of the catalogue is given over to iron and steel, structural 
shapes and material of this kind, and this is followed 
by the showing of a general line of tools and supplies 
for blacksmiths, contractors, horse shoers, railroads, 
manufacturers, garages, wagon makers and mills. The 
catalogue also includes contractors’ equipment. It is 
bound in red cloth, with the name of the company and 
a design in black and the trademark of the company (a 
pigeon) in white, both on the front cover and the back 
bone. The trademark aids in making the cover very 
striking. This is a catalogue of about 350 pages, 72 
by 10°, inches in page size. 

The Dodge-Haley Co., Cambridge, Mass., is distribut- 
ing to its customers a catalogue picture of its present 
business as it is after almost 100 years spent in supply- 
ing the needs of its clientele. The catalogue lists the 
most important lines of heavy hardware, iron and steel, 
machinists’ and mill supplies. It opens with iron and 
steel and heavy hardware, and continues with a general 
line of supplies for railroads, contractors and factories. 
This is a catalogue of approximately 350 pages, bound 
in green cloth, with the cover design worked out in 
yellow against a black background. The cover also shows 
the distributor’s telephone number for easy reference. 
This catalogue was built by Donnelley on the unit selec- 
tion plan. 

paar ia 
Gigantic Steam Pipe 

What is claimed to be the world’s largest steam pipe 
has recently been completed at the South Philadelphia 
works of the Westinghouse Electric & Mfg. Co. It is 
seven feet in diameter and composed of sections of rolled 
steel which are joined together by arc-welding. The pipe 
is to be installed in a large power plant and will carry 
1,600,000 pounds of steam per hour at 40 pounds abso- 
lute pressure, it is said. 

SSE 
Studying Buying Methods 

The Institute of Economics is making an investigation 
of “hand-to-mouth” buying with a view to checking up 
on the reported extensive change in purchasing methods 
during the last ten vears. Purchasing agents are being 
questioned as to how far ahead their companies have 
been in the habit of placing orders for two of the more 
important commodities purchased in 1914, 1918, 1922, 
1924, 1926 and 1928; what proportion of the vear’s needs 
the approximate average inventory for those years has 
been; whether there has been any important change in 
inventories carried in proportion to annual requirements; 
whether there has been any definite improvement in the 
company’s purchasing technique during the last five 
years, and whether the company is buying more fre- 
quently and in smaller quantities, and, if so, why. 
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What do you want your 
Source of Supply to do for you? 


Reflect a minute—don’t be too sure of your 
answer. 

Have you the best merchandise? 

Have you the best prices? 

Have you the best service? 

Wouldn’t your source of supply be helping you 
in the most substantial way by recommending you 
to your trade and prospective trade? If they sold 


you, as an institution, and, your functions, couldn’t 
you sell more of their merchandise at more profit? 


Republic believes you could and has proven it 
in many instances. 


Republic’s policy of sales provides for building 
up of your prestige. 


Do you want to know more about it? Write to... 


THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 


A 


1 A line of rubber items sufficiently 


: complete to permit effectively supply- 
Belting Hose ing the requirements of the trade solicited. 








2 A quality of product uniformly good 
7 


, : and capable of delivering service re- 
Packing Molded Goods sults that should reasonably be expected. 


3 A price basis inducing and making 
Lathe Cut Goods * possible aggressive competition with 


reasonable profit return, 


4 Freedom from competition from his 
* source of supply, either direct or in- 
direct, among the trade covered by his day 
to day solicitation, 


5 Selling helps of reasonable amounts 
* sothat his sales force may be given 

the advantage of specialized training and 

aknowledge of the product sold, 
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CW. Beckner 





Control of the West Virginia-Kentucky Hardware & 
Supply Co., Huntington, W. Va., has been secured by a 
group of Huntington people, headed by C. W. Beckner. 
The purchase price was announced as half a million dol- 
lars. The new officers of the company, all of whom have 


been with the organization since its establishment, are 
president and chief stock- 


as follows: C. W. Beckner, 





Beckner Now Heads 


West Virginia 


House 


Control of West Virginia-Kentucky Hard- 
ware & Supply Co., Huntington, Passes in- 
to Different Hands—Organization Is Now 


Completely Separated from the Logan 
Hardware & Supply Co., Logan, W. Va. 


will devote all his time to his Logan interests. J. W. 
Ruff, who had been president of the two organizations, 
will continue as president of the Logan Hardware & Sup- 
ply Co., though inactively. G. J. McTigue, who had been 
second vice-president of the West Virginia-Kentucky 
Hardware & Supply Co., and manager of the Logan Hard- 
ware & Supply Co., has been elected secretary of the lat- 
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Other Officers of West Virginia-Kentucky Hardware & Supply Co. Left to Right—-Donald M. Kerr, vice-president; J. C. 


Beckner, secretary; C. 


holder; Donald M. Kerr, vice-president; J. C. Beckner, 
secretary, and C. M. Rucker, treasurer. These men form 
the directorate, together with Miss Anna Marie Johnston 
and Mitchell Dudley, both of whom have been with the 
organization for some years, and J. M. Vest, formerly 
one of the largest coal operators in the state, and now 
associated with the Huntington company. 

With the passage of control of the West Virginia- 
Kentucky Hardware & Supply Co. into new hands comes 
a complete separation between that firm and the Logan 
Hardware & Supply Co., Logan, W. Va. These were for- 
merly affiliated companies. C. W. Beckner, who had been 
secretary of both companies, has resigned from that po- 
sition with the Logan company. C. McD. England, who 
had been vice-president and treasurer of both companies, 


M. Rucker, treasurer 


ter company to succeed Mr. Beckner, and will continue to 
serve aS manager. Mr. England had been controlling 
stockholder of the Huntington company. 

Mr. Beckner has been prominently identified with the 
mill and mine supply field in West Virginia for twenty- 
five years. After leaving school he secured a position 
with the old Miller Supply Company, of Huntington, 
which was one of the largest supply houses in that sec- 
tion of the country. Working up through the warehouse, 
he was for several years employed in different positions in 
the office. He then secured a position as salesman, and in 
this capacity traveled several different territories, thus 
forming a large acquaintanceship with coal operators in 
the West Virginia fields. His last and most successful 
territory with the Miller company was the Logan field, 
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in which he was successful to a marked degree. In 1918 
Mr. Beckner gave up all his business connections to enter 
the service of his country in the world war 

Following the armistice, he formed a connection with 
the Logan Hardware & Supply Co., which was headed by 
C. McD. England. The company was reorganized and 
Mr. Beckner became secretary and general manager. He 
served in that capacity until April, 1924, when the Hunt- 
ington branch of the company was opened in Hunting- 
ton, at the present location, under the name, West Vir- 
ginia-Kentucky Hardware & Supply Co. He had since 
been in charge of the Huntington organization. This 
company has met with signal success and has established 
itself securely in its territory. Mr. Beckner has beer 
prominent in the activities of the Southern Supply and 
Machinery Dealers’ Association and is chairman of the 
traffic bureau of Huntington Chamber of Commerce. 

D. M. Kerr, the new vice-president, has been the Hunt- 
ington company’s buyer since its formation. He will con- 
tinue in that capacity. Mr. Kerr has followed the supply 
business exclusively since leaving school fourteen years 
ago. Having worked in all branches of the business, he 
is thoroughly familiar with mill and mine supply house 
activities. 

James C. Beckner, secretary, is a brother of C. W. 
Beckner. He has likewise been with the Huntington 
house since its formation. and, having worked up through 
the warehouse and offices, is thoroughly familiar with 
the business. 

C. M. Rucker, treasurer, was for several years with 
the Logan Hardware & Supply Co., but since the forma- 
tion of the West Virginia-Kentucky Hardware & Supply 
Co. has been associated with it as assistant treasurer. 
He has charge of the auditing department and credits. 
His long experience with the coal companies makes his 
services invaluable at this critical time in the coal in- 
dustry. 

“The policy of our company will continue unchanged, 
and the members of the organization will continue to 
exercise the same duties as heretofore,” stated Vice- 
President Kerr, in the absence of President Beckner, who 
was in California at the time of writing. 

“We feel business conditions in this section are im- 
proving, and, while the volume is not as large as we could 
desire, we are optimistic and believe we have turned the 
corner and that from now on conditions will continue to 
improve.” 

The West Virginia-Kentucky Hardware & Supply Co. 
handles mill, mine and electrical supplies and hardware, 
and covers all of West Virginia, eastern Kentucky and 
a small portion of southern Ohio with a sales force of 
nine men. The main offices and two large warehouses are 
at West Eighteenth street and Adams avenue. 
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NEW OFFICERS ARE CHOSEN 


D. Walker Wear Elected President of the Stow 
Manufacturing Co., Binghamton, N. Y. 

D. Walker Wear, formerly vice-president and treasurer, 
has been elected president of the Stow Manufacturing 
Co., Inc., Binghamton, N. Y., to fill the vacancy caused 
by the death of Clarence F. Hotchkiss, on September 9th. 
C. E. Hotchkiss, widow of the former president, has been 
chosen vice-president, and C. F. Hotchkiss, Jr., son of 
the former president, has been named secretary-treas- 
urer. He has been connected with the company for three 
years in an engineering and executive capacity. 

The career of Major David Walker Wear, the new 
president of the company, comprises a record of useful 
endeavor along constructive lines. He was born in St. 


Louis, July 8th, 1879, and was educated in the public 
schools there and in a high school in Washington, D. C. 
His first business experience was in railroad contracting, 
but he was later identified with the Armour and Harri- 
man interests in Chicago; the Chicago subway and auto- 
matic telephone systems; in charge of construction when 
the plants of the American Manganese Steel Company 





D. WALKER WEAR 


were built; in charge of construction with the harbor 
and docks, and turning basin at East Chicago, Ind., for 
the H. C. Frick interests, and was later connected with 
New York Central & Hudson River railroad and its 
branches, and was supervisor of construction in the Chi- 
cago switching district. Thereafter, Mr. Wear, in an 
executive capacity, had charge of the public utilities in 
the borough of Richmond, Greater New York, and the 
same facilities in and around Asbury Park, N. J., owned 
by the estate of H. H. Rogers. He then became associated 
with the Stow Manufacturing Co., Inc., and served as 
vice-president and treasurer of that organization from 
1913 until his election to the presidency. 

During the world war Mr. Wear was military aid to 
the governor of New York, attached to the adjutant gen- 
eral’s department, with the rank of major. He is a 
member of the Masonic bodies in the city of Bingham- 
ton and has the distinction of being a thirty-third degree 
Scottish Rite Mason. He is also a member of the Bing- 
hamton club, Binghamton Country club and of Christ 
Episcopal church. Major Wear in 1911 married Angeline 
Hotchkiss, daughter of Clarence F. and Carrie E. Hotch- 
kiss. They have three children. 

The Stow Manufacturing Co., Inc., was established in 
1875. For many years the product of the corporation 
consisted of flexible shafts, which it still manufactures 
on a very extensive scale, but in recent vears operations 
have been extended to include the manufacture of a com- 
plete line of portable electric tools and electric motors. 


+) 


Shipments Showed Increase 

September shipments of electric industrial trucks and 
tractors, as reported to the department of commerce by 
nine leading manufacturers in the industry, totaled 118, 
compared with 96 in August and 79 in September, 1927. 
Of the September, 1928, shipments, there were eleven 
domestic shipments of tractors and 102 of all other 
types, and five exports. Total shipments for the first 
nine months of 1928 were 1,047, compared with 956 dur- 
ing the same period of 1927. 
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Type a West Penn Power Co. installation of 
100 seven-inch ‘'Cleveland Type"’ Water Cooled 
Oil Film Bearings. In service 4 years without 


trouble, 
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POWER TRANSMITTING ENGINEERS 





“Cleveland Type” Water Cooled Oil Film Bearings are safest and most 
reliable to use where trying conditions of heat and speed are to be over- 
come ... maintaining a safe operating temperature for handling hot 
shafts, as in economizer fans, blowers, or for bearings operating at high 
shaft surface velocities. 


Water circulating through coils immersed in the oil reservoir in the 
bearing base cools the oil, which is then pumped to the bearing oil film 
by a patented and automatic system. 


In all styles of “Cleveland Type” Oil Film Bearings there is absolutely 
no metallic contact. The shaft floats free on a flowing wedge shaped 
film of oil. Designed for all styles of rigid, ball and socket and spherical 
mountings. 


, =, Write for the booklet “The Development and Application 


__ 


of Flood Lubrication in Oil Film Bearings.” 
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Farnham Yardley 


“Precepts of Jenkins Bros.” is the title of a very in- 
formative and unusual sales manual which has been pub- 
lished for its sales division by the well known New York 
manufacturers of valves, mechanical rubber goods and 
gauge glasses. It is interesting to note that this book- 
let-—which consists of 46 pages, is leather bound and 
fits easily into the coat pocket—is not given, but loaned 
to recipients, with the understanding that it will be 
returned to Jenkins Bros. upon request. The copy which 
MILL SUPPLIES had in its possession at the time of pre- 
paring this article was loaned by Farnham Yardley, pres- 
ident of the company, through whose courtesy excerpts 
from the booklet are published. 

“Jenkins Bros., in offering these precepts to their sales 
division, do not endeavor to set down hard and fast rules 
of salesmanship nor do they favor such rules, but through 
this booklet they desire to convey the essentials of the 
spirit and the order that have been followed by the more 
successful our company, that order and 
system may prevail without compulsion, where they are 
vitally necessary,” the introduction states. 

“He who sells is the Apostle of Happiness, the Bul- 
wark of Prosperity. Of what utility is the most useful 
and wonderful device ever invented, unless exploited by 
the man who knows how to sell? 

“He who journeys afar to sell is the personality by 
which those he represents are judged, so it is but right 
that he should know their ideals, and strive to picture 
by his thought, word and deed, those whose ambassador 
he is. 

“Here we briefly set down the ideals for which Jenkins 
Bros. strive, and the methods we prefer to use, that they 
may be successfully maintained.” 

The booklet gives briefly information about the com- 
pany, its plants, products and policy, and classifies the 
various classes of trade served. 

Regarding general sales policies, the following state- 
ment is made: 

“The sale of our products is not the end of our in- 
terest in them, for we are vitally concerned that they 
give the service for which they are recommended. Our 
business is built upon the quality of our wares and the 
service they give. 

“We sell for a profit the best goods that can be manu- 
factured, and we have in the past and propose in the 


salesmen of 


Jenkins Bros. Issue 


Unusual Sales 
Manual 


“Precepts of Jenkins Bros.” Is Title of 
Interesting Booklet Published by Well 
Known Manufacturers, Which Presents 
Selling Policy and Contains Much Valu- 
able Information for the Salesman 


future, to see that they are distributed and maintained 
with the same standard of excellence that we use in their 
manufacture. 

“It is our basic policy to sell through the jobber or 
dealer, who in turn should act as our representative in 
the district he serves. We co-operate with the jobber or 
dealer to the fullest extent, and assist and protect him 
in every way. 

“We desire that those who resell our products shall 
make a reasonable profit on the sale in the natural course 
of trade. We discourage the offering of our products as 
‘leaders’ at cut prices, as unsound business. 

“Certain large users of valves, such as contractors, 
apparatus manufacturers, railroads, corporations and 
associations with centralized purchasing, we are com- 
pelled by trade conditions to sell direct.” 

Under the headings, “‘Analysis of a Sale,” 
and “Cost and Price,” 
mation is provided: 

“It is the consumer who ultimately buys Jenkins prod- 
ucts and represents our market, regardless of where the 
order is placed. 

“Therefore, with the consumer the analysis of our 
sale must begin, with a study of his needs, improvements 
we can offer to him, and other buying incentives. This 
requires a thorough knowledge of our products and their 
application to the consumers’ requirements, resourceful- 
ness in finding new uses to which our product may be 
successfully applied, vigilance to discover new sources 
of outlet, and a constant check on new building and con- 
struction through personal contact and through the news. 

ANALYSIS LEADS BACK TO JOBBER, ETC. 

“Following the consumer, through the engineer and 
architect, the analysis covering our entire field leads back 
to the jobber, dealer, or contractor who will handle the 
prospective business. A thorough study should be made 
of each of the foregoing factors in connection with the 
prospective business the consumer originates, what co- 
operative missionary work will be essential to the final 
securing of the order, and particularly any resistance 
that may be expected should be carefully prepared for 
in advance. 

“In analyzing a market, never forget the consumer 
is our most important objective, for the jobber, dealer, 
architect, engineer and apparatus manufacturer are de- 


“Approach,” 
the following very valuable infor- 
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Madeintwo types Plain-ratchet 
I5 sizes From “eto Sinch pipe 









Ua@>” Five Famous Features 
1. Leverlocking, adjustable dies. 
2.SelF centering, self locking guides 
3.Quick opening dies (No backing off) 
4. Dies instantly reset to size. 
5.Compact, sturdy, accurate. 


Phis is one of four (Buil Dog, Buil Pup, Receder and Power Boy) display 
cards used by stocking jobbers for window, wall or counter. The Oster 
Manufacturing Company, 2087 East 61st Piace, Cleveland, Ohio 


Offices in: Boston. New York. Chicago, Philadelphia, Los Angeles 
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pendent on him, and it is to him or his agent our sale 
must ultimately be made. 

“The ‘approach’ is neither mythical nor complicated, 
nor is it a method of hypnotism to compel an order. 

“It is said that the first thirty seconds in the presence 
of a prospective customer are the most important. 

“Firmly fixed in your mind should be the principal 
points you desire to bring out. No set or form speech 
will meet all requirements, but a line of thought leading 
to a definite objective always will be helpful. 

“Clear, concise facts on points of interest to the buyer, 
based on previously gathered information as to his re- 
quirements or methods, and applications in which you 
judge he will be interested, delivered briefly but not 
curtly, generally is the best procedure, remembering that 
the prospect is interested only in what we offer that will 
be advantageous to him. 

“Jenkins products are made to meet a demand for 
high-grade goods and are not sold on price appeal. 

“In selling an article of this quality, you meet the price 
buyer. Demonstrate the superiority, avoid mention of 
price until the close of your talk. 
consistent with a superior product. 

“Most buyers in talking price mean initial cost. True 
cost is made up of several elements: 

“First, the purchase price. 

“Second, cost of installation. 

“Third, cost of maintenance. 


A higher price is 


“Do not temporize on price—your first price should 
be your closing price.” 
The booklet then points out the importance of seeing 


the right man in making a sale, and declares that he can 
be found only by “painstaking observation, careful and 
discreet inquiry, and by knowing all who may have any 
authority or influence in the selection of valves for the 
job at hand. Friendships and acquaintances— 
from highest to most humble—are vital necessities to the 
salesmen and missionaries.” 

Jenkins Bros., the booklet states, expect their salesmen 
to observe the following principles, ‘“‘which in themselves 
are the basic requirements of successful salesmanship” : 

“Honest y- 
and always. 

“Health—Conserve vour health, for without full health 
you lack in energy and, enthusiasm, and cannot do your- 
self or your company justice. 

“Morality. 

“Cleanliness—in body and in speech. 

“Knowledge—of your line, of your competitors’ line, 
and of your customers’ requirements. 

“Ambition—a worthy eagerness to achieve something 
great and good. 


to yourself and to your company, first, last 


“Tnitiative—the ability to discover and make the first 
move. 

“Tmagination—to be creative and constructive. 

“Judgment—that you may decide correctly. 

“Tact—an appreciation of what is fit, proper and right. 

“Confidence—in your firm, its wares, its policies, and 
in yourself. 

“The appearance of a gentleman and most certainly 
the actions of one. 

“The desire, the ability, the character, to expend the 
physical energy to secure that which is sought, and to 
know not only the prices and discounts and terms of the 
goods you sell, but be conversant with the requirements 
of those to whom you sell.” 

Relative to the general advertising plan of Jenkins 
Bros., the booklet has the following to say: 
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“The plan of the company is to reach and appeal to 
valve buyers in every business and industry. It is our 
aim to educate the users to the fact that the Jenkins 
valve is a good valve, that it pays to install a good valve 
first, and that a valve is not a Jenkins valve unless it 
bears the Jenkins diamond and signature. 

“Some of our advertisements are what may be termed 
‘yood will publicity,’ without reference to any specific 
feature. A certain amount, however, is what is known 
as ‘definite copy,’ in that we feature a specific type of 
valve, rubber goods, or gauge glasses. 

“We expect to get very few direct orders from our 
advertising, but we do hope to accomplish and to create 
a good will and an impulse to buy through our regular 
channels of distribution. If the distributor is loyal and 
vives the customer a Jenkins valve or other Jenkins prod- 
uct when wanted, our advertising has accomplished the 
desired result. 

“Our advertising aims to break down sales resistance 
by keeping the Jenkins product, the Jenkins diamond, 
and Jenkins Bros. name ever before the present and po- 
tential buyer and by pointing out their merits and advan- 
tages. It is a perpetual introduction that paves the way 
for our representatives; it reaches valve buyers in dis- 
tricts where it is difficult to make frequent personal calls. 

“Jenkins advertising in general, whether it be by pub- 
lication, circularization, direct mail, missionary work, 
sales promotion, or any other form, does the plowing, 
harrowing, planting and cultivating, and makes it an 
easier job for our salesmen and distributors to reap the 
harvest.” 

MISSIONARY WORK AN IMPORTANT FACTOR 

“Missionary work is the foundation of the successes 
ot the sales of Jenkins Bros. wares,” the booklet states. 
“By the persistent calling upon engineers, the investi- 
gation and discovery of potential customers unknown to 
us, our mailing and customer list has been greatly en- 
larged. 

“The field is practically endless and the company trains 
its salesmen-to-be by first giving them some vears as 
missionaries, where they become thoroughly familiar 
with the requirements of the engineer if they are dili- 
gent and pursue their labors as they should. 

“Missionary work is of extreme importance and the 
experience of Jenkins Bros. in the past has shown that 
those who have been their most careful and painstaking 
missionaries have likewise proved to be their best sales- 
men. 

“The salesman never ceases to be a missionary if he 
has the true interests of the company and himself at 
heart, for the greater part of his time can be most profit- 
ably spent calling on the consumer. 

“Actual figures show that our loss of those who use 
our goods is surprisingly small. It is to the new cus- 
tomer to whom we must look for the growth of our busi- 
ness. An order, even small, from a new customer taken 
to a jobber or dealer for filling, is the best of arguments. 
It is far more important that the salesman spend his 
time on missionary work than chatting in a customer's 
office. 

“Likewise, a check-back upon those who are already 
Jenkins consumers will give the salesman and the mis- 
sionary an opportunity to locate the jobber or dealer 
who substitutes, to inform the consumer of new valves 
perhaps better fitted for his requirements, and -places 
the salesmen in the position of knowing the require- 
ments of the consumer, independently of what the jobber 
may claim. ~ mee 
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STRONG STEAM TRAP 


Fitted with Anum-Metl valve and seat 
GUARANTEED to stay absolutely tight 


for one year. 











Well Known to the 








S.C. & H. 


Electric, Continous Furnace 











QUALITY 
PRODUCTS 








MAC-IT HOLLOW SET SCREW 
MAC-IT SOCKET HEAD CAP SCREW 











Trade 


For the requirements of the Power Plant — the Heat Treating 
Room — the Shop and the Factory . . . .. Three Separate Lines 


STRONG STEAM SPECIAL- 
TIES. This line includes steam 
traps, radiator traps, vacuum traps, 
steam and oil separators, strainers, 
high and low pressure reducing 
valves, pump governors, engine 
stops, non-return valves, check 
valves, Evrtyte globe valves. 


They are simple in construction 
principle, safe, sane and serviceable. 


SC&H INDUSTRIAL FUR- 
NACES: Oil, electric, gas—regular 


and continuous; with manual or 
automatic control; for annealing, 
carburizing, forging, hardening, 
heating, oil tempering, plate heat- 
ing, spring heating and melting soft 
metals. ‘‘Everything in heat treat- 
ing. 


The furnace shown in the cut is our 
SC&H electric continuous oil tem- 
pering furnace. Pot 60 inches 
diameter by 24 inches deep. Con- 
nected load 50 K. W. 


Furnace Room Accessories. 


MAC-IT PRODUCTS: Square 
head, hollow, headless and tool post 
set screws; socket head and other 
types of cap screws; Stripper plate 
bolts and other Mac-it parts. Ex- 
tremely tough. Built for hard serv- 
ice. 


Mac-it screws are made from Mac-it 
special alloy steel, turned from the 
solid bar and heat treated to suit 
special requirements. 


Get the full facts concerning these dependable products. 


The Strong, Carlisle @ Hammond Co. 


1392-1394 West Third Street 33 


When 


Cleveland, Ohio 
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Business Competition a Stimulus 


to Greater Achievement 


It Develops Fighting Spirit That Brings Added Success to 


Individual Firms and Business Generally 
FRED COUNTERMAN 


To most of us it seems that an ideal situation for our 
business would be to have it all our own way in our field. 
Many executives are more anxious over competition than 
any other difficulty that faces them. They are puzzled 
over what to do to get ahead of competitors, to prevent 
competitors from getting ahead of them. If it weren’t 
for so many other companies striving for the same busi- 
ness, they think, it would be easy to get all the business, 
that customers would be held without a struggle. 

And yet the great business successes have not been 
those where there has been no competition. I have in mind 
various instances where a man has had practically a 
monopoly of his field and has not attained success that 
was unusual in any degree. 

One is the case of a manufacturer of a very desirable 
device for use in connection with shipping work. He 
started small, but he had enough capital for his needs 
and could have developed the business into one of wide- 
spread importance. The field for the sale of his product 
was country-wide and demand was susceptible of great 
stimulation. There was no competition and the business 
developed slowly to a size where it was making a nice 
little income for the owner, and there it stopped. It is 
still a nice little business. Never having been in need 
of fighting against competition, the company has never 
developed any fighting spirit. Some work was essential 
in the beginning to develop demand, but without direct 
competition, aggressive effort was not forthcoming. 

Another instance is that of a retail merchant who had 
the only store of the kind in his town, with a large 
trading area tributary to it. He has operated the busi- 
ness for a good many years, and in all that time no one 
has seen fit to disturb him by opening a similar and 
competing store in the community. This merchant had 
plenty of reserve ability and spirit. If someone had 
started in competition with him, he would have become 
aggressive in his tactics and, I doubt not, would have 
grown in the face of this competition. All he needed 
was the necessity for bestirring himself. As it is, he has 
accepted the idea that since his is the only store of its 
kind in the town, he has all the business there is anyway, 
so why try for more. He has gone to sleep on the job 
and much of the business in his line is going out of town. 
He might have made a great success of his business, 
but he has merely made a living. 

COMPETITION HAS INCREASED HIS SALES 

I was talking with a business man recently who has 
had a real, live competitor come into his territory, after 
this acquaintance of mine had had things all his own way 
for years. He had been a good deal worried when the 
competitor started, but went out to fight for his share of 
the business. The result has been an unexpected in- 
crease in the volume done by the old established company, 
while the new man has done a satisfactory volume. 


Many other instances might be given to show that the 
coming of competition has developed the aggressive fight- 
ing spirit in unprogressive men and has resulted in 
greater success for them. When things are made easy 
for us, we take it easy, and taking it easy never yet won 
laurels in business or in anything else. 

The true sportsman does not pray, “Lord, give me an 
opponent easy to beat!” but, “Lord, help me that I may 
beat the stiffest opponent I can find!” Who cares any- 
thing about winning a golf match with a player everyone 
can beat? There is no stimulus in playing with the 
duffer whose score is generally around 120. If we have 
any sporting blood at all, we like to go out in company 
with players who are enough better than we to compel 
us to keep fighting every minute to stay in their class. 
There is no glory in beating the dubs in sports and there 
is no money in merely beating the dubs in business. 

LARGELY RESPONSIBLE FOR NATION’S PROGRESS 

Competition is largely responsible for commercial and 
industrial development in the United States. States- 
manship has never been a great factor in business stimu- 
lation. Rather, conservative statesmen have stood in 
the way, in generations past, of commercial development. 
When Stephenson invented the steam engine, he was 
taken before the house of commons and grilled for three 
days. Wise statesmen declared the smoke would pollute 
the atmosphere and sparks from the smokestack would 
set everything on fire, that stage coaches would be put 
out of business. One questioner asked the old Scotch- 
man: “If your steam locomotive were being driven over 
its track at ten miles per hour and a cow were to get on 
the track, would it not be unfortunate?” “Yes,” re- 
sponded Stephenson, “unfortunate for the coo!” 

It was not competition that caused Fulton to invent 
the steamboat, but it was competition that developed it 
as a means of water transportation. And it was competi- 
tion that caused William H. Vanderbilt to build the 
Hudson River railroad to take transportation from the 
water and put it on rails. The genius of inventors may 
not be inspired by competition, but their inventions are 
developed and made useful by the forces aroused by 
competition. 

Competition in its best sense is not merely an effort 
to take something away from somebody else. It is an 
effort to do something better than somebody else. With- 
out this desire to give better service than already exists, 
the air transportation companies would be mere pro- 
moters of stunts. If the long haul truck people were 
merely trying to get business away from the railroads, 
they would not make the business profitable. 

The old attitude toward competition was vastly differ- 
ent from today’s attitude. Competitors in business fifty 
years ago were often enemies just because they were 
competitors. There were some who did not speak to one 
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DIXON'S GRAPHITE SEAL 


for any point where 
there is 
no water present 


DIXON'S Graphite Seal fills a long-felt 
need for a sealing paste that would 
effectively seal tank hand-hole and 
manhole plates; air, vacuum, gas, vapor 
and high pressure steam lines; cylinder 
heads, oil burners, gasoline engines, 
Diesel turbines, generators, 
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oils. 
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It makes a screw thread, flange or 
gasket joint tight sealed 
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another when they met on the street, and some who tried 
to trick one another. The game was often less to get 
one’s self ahead than to keep the other fellow back. Even 
in sports the spirit of sportsmanship was often lacking 
and football was at times a slugging game, while some 
baseball players spiked opponents whenever opportunity 
offered. The attitude toward competitors frequently was 
to get ahead of them by fair means or foul. 

That spirit, as a common practice, has disappeared to- 
day from sports, and it appears only when individual 
players cannot control their tempers. Likewise, that 
spirit has disappeared, in the main, from business. We 
recognize our competitor as a good fellow. We meet him 
at the chamber of commerce or at the luncheon club or at 
the trade association meetings and we 
fairness and honesty. 


believe in his 
And yet we think we could get 
ahead faster and do better if it were not for competition. 
Since competition cannot be avoided or eliminated, 
speculation upon the subject is idle, and we might better 
be considering what advantages accrue from the presence 
of competition. 

Development of methods in any industry is helped by 
competition. It is helped because the more men there 
are seeking for better methods, the faster those better 
methods will be uncovered. It is helped because the 
sharper the competition, the harder we will work to find 
ways of meeting it effectively. 

Does any man think that the automobile would have 
acquired anything like its present efficiency if there had 
been no competition in that field, if just one of the early 
pioneers in the industry had gone ahead to develop the 
use of the internal combustion gasoline engine for high- 
Way travel? Even if that one manufacturer had been 
able to handle the production required, he would never 
have built such cars as are being built today, or for such 
low prices. And yet I have no doubt that more than one 
ot those early automobile manufacturers often wished 
his competitors were out of the field, or, at least, that 
they might be insignificant in their development. 

SHOULD ADMIT COMPETITION IS GOOD THING 

I don’t know whether good sportsmanship appeared 
first on the athletic field and was 
into business as young athletes became business men, 
or whether the friendly attitude toward competitors 
first began to develop among business men and from 
there spread into athletics. It is no more important 
than whether the hen or the egg came first. The great 
thing is that friendliness among competitors has come, 
and now all we lack is for business men to admit that 
without competition they would not get along as well as 
they do. 

The monopoly has not been demonstrated to be a 
good thing even for the monopolist. Men who want 
things all their own way are always open to the sus- 
picion of being selfish in their wishes, and selfishness in 
business usually defeats its own ends. Appertaining to 
which statement may be given Aesop’s fable of ‘The 
Two Travelers and the Oyster:” 

“As two men were walking by the seaside at low 
water, they saw an oyster and they both stopped at the 
same time to pick it up. One pushed the other away 
and a dispute ensued. <A third traveler, coming along 
at the time, they determined to refer the matter to him, 
which of the two had the better right to the oyster. 
While they were each telling his story the arbitrator 
gravely took out his knife, opened the shell and loosened 
the oyster. When they had finished and were listening 
for his decision, he just as gravely swallowed the oyster, 


carried from there 
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and offered them each a shell. ‘The court,’ said he, 
‘awards you each a shell. The oyster will cover the 
costs.’ ” 

+e> 


Closing Out Most of Stock 

The Coan Equipment Co., 236-242 Murray street, Fort 
Wayne, Ind., distributor of industrial and contractors’ 
equipment, is closing out most of its stock of supplies, 
but will still maintain an office at its present location, 
where it will represent several manufacturers exclusively, 
according to D. H. Coan, president of the company. The 
General Asbestos & Supply Co., jobbers of roofing and 
asbestos material, will take over the warehouse and most 
of the office of the Coan Equipment Co. on November 
15th. The Coan Equipment Co. was organized in 1925. 
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A. H. WARNER NAMED PRESIDENT 


Chosen to Succeed the Late H. B. Sherman as Head 
of the H. B. Sherman Manufacturing Co. 
Allen H. Warner, who has been vice-president and gen- 
eral manager of the H. B. Sherman Manufacturing Co., 
Battle Creek, Mich., has been elected to the presidency 
of that company, filling the vacancy caused by the death, 
on March 8th, of Howard B. Sherman, founder of the 





ALLEN H. WARNER 


organization. Donald P. Ordway, who has been a direc- 
tor of the company for several vears and who is the per- 
sonal representative on the board for the interests of the 
late Mr. Sherman, has been elected vice-president, and 
Gordon E. Townsend has been re-elected secretary-treas- 
urer, a position he has held for a number of years. 

Mr. Warner, the new president, has been with the H. 
B. Sherman Manufacturing Co. for more than seventeen 
years. Previous to that time he had had four or five 
vears’ training under his father, the late A. H. Warner, 
who operated a somewhat similar factory in Springfield, 
Mass. He entered the employ of the Sherman company 
in 1911 as a traveling salesman in eastern territory. In 
the following year he was called to Battle Creek as sales 
manager, this position having been made vacant by the 
death of W. L. Robinson, the treasurer of the company. 

In 1918 Mr. Warner was elected a vice-president, and 
gradually assumed increasing responsibilities under the 
direct supervision of Mr. Sherman. During the several 
years preceding Mr. Sherman’s death, direction of the 
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a money loss? Is it going to mean 
a shut down of your factory for an 
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company’s activities fell more and more on Mr. Warner’s 
shoulders. Due to business obligations away from Bat- 
tle Creek, and later because of his health, Mr. Sherman 
had paid less and less attention to details of the business 
in recent years. He had spent much of his time in 
Florida and other resorts because of his health. 
COMPANY FOUNDED IN 1895 

Mr. Sherman founded the H. B. Sherman Manufactur- 
ing Co. in 1895, and under his direction it grew from a 
small beginning to a position of nation-wide importance. 
When Mr. Warner went to Battle Creek in 1912 the com- 
pany was approximately half its present size, while the 


number of employes has more than doubled in the last 
16 years. 

Mr. Warner is a director of the Central National Bank 
of Battle Creek, and is a member of the Manufacturers’ 
association, chamber of commerce and other organiza- 
tions. 

At the annual meeting of the board of directors, which 
was held September 20th, and at which time the new 
officers were elected, reports on the company’s business 
for the last year showed it had enjoyed one of its most 
successful periods, with every indication of continued 
prosperity for the coming year. 


Power Transmission Ass’n to 


Meet 


Annual Session Will Be Held in New York, December 6th—W. W. 
French Writes Article Explaining the Objectives of the Association 


The annual meeting of the Power Transmission Asso- 
ciation will be held Thursday, December 6th, in the 
Hotel Commodore, New York. The annual meeting will 
be held at the same time the Seventh National Exposi- 
tion of Power and Mechanical Engineering is in progress 
at the Grand Central Palace, New York. Announcement 
has been made that the Power Transmission Associa- 
tion will be represented with interesting exhibits in both 
the New York and Chicago power shows. 

Power Transmission Association advertising, for 
which space is donated by individual members of the 
association, appeared in 16 business magazines in Oc- 
tober, the largest number of publications in which it has 
appeared during any one month this year. 

Secretary W. S. Hays met with members of the Ma- 
chinery and Equipment Manufacturers’ Association at 
Montauk Point, September 29th. W. H. Rastall, chief of 
the industrial machinery division of the bureau of for- 
eign and domestic commerce, United States Department 
of Commerce, presented high lights of interesting ar- 
ticles at this meeting, to prove that the machinery in- 
dustry is the second largest industry in this country. 
Power transmission manufacturers are a part of this 
machinery industry. A follow-up of this conference will 
be held in Washington, November 8th, for the purpose 
of bringing about closer teamwork in the 
chinery industry. 


entire ma- 

The Power Transmission Association has brought out 
a new booklet, “Driving Right at Cadillac-LaSalle,” 
which describes one of the largest single plants of the 
country, and gives a complete story of how it uses new 
equipment. Copies can be secured from the Power Trans- 
mission Association office, Drexel building, Philadelphia, 
or from members of the association. This is a survey 
made by Frank E. Gooding, formerly associate editor of 
Industrial Engineering, and is one of the first results 
of the functioning of the merchandising advisory com- 
mittee of the Power Transmission Association, accord- 
ing to a statement made by W. W. French, advertising 
manager, Dodge Manufacturing Corp., Mishawaka, Ind., 
chairman of the merchandising advisory committee, in 
an article, “Facts for Power Users—The Objective of the 
Power Transmission Association,” which appears in 
the October issue of The Dodge Idea. According to Mr. 
French, this is the first of a series of case studies of 
power distribution practice in leading plants of various 
industries, and is presented to power users in order that 


efficient and economical transmitting methods may be 
graphically rather than technically Mr. 
French’s article is, in part, as follows: 

“Before the advent of the electric motor 
ternal combustion engine, the prime mover of industry 
was generally a steam engine. Wide belts, heavy jack- 
shafts and long line shafts carried the generated force 
to the desired point of application. 

“In recent years, however, the introduction of small 
unit prime movers, the improvements in mechanical 
transmitting appliances and standardization and study 
of belting practice have made possible the convenient 
individual and group drives now accepted as most effi- 
cient and economical by power engineers. 

“There is, however, no ‘cure-all’ for all operating con- 
ditions because costs of power generation, application, 
maintenance and initial installation must necessarily be 
carefully considered. According to latest surveys the 
power distribution methods in use in industry are di- 
vided as follows: 


explained. 


and the in- 
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‘Belt drives include group, line and individual ar- 
rangements where power is transmitted from the prime 
mover by either leather, rubber, balata, solid woven cot- 
ton, stitched canvas or hair belting. 
“Gear drives include gear connections of all types, in- 
cluding various types of gear reduction units. 
“Direct drives are those using electric motors direct 
connected to a machine tool or other equipment. 
“Recognizing, therefore, the urgent need of industrial 
executives for complete authoritative and unbiased in- 
formation and counsel on the proper selection of power 
distribution methods, the Power Transmission Associa- 
tion was organized in 1926 for the following purpose: 
“*To promote the most efficient and economical 
distribution of power; to make a scientific study of 
all engineering problems connected with the trans- 
mission of power; to accumulate and compile and 
to co-ordinate accurate and authoritative informa- 
tion regarding the most economical and efficient 
power transmitting methods, and to place this in- 
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give satisfactory service, day in and day out, winter and summer 
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factory. 

VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
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formation at the disposal of all power users through 

the members of this organization.’ 

“In order that the best engineering talent available 
could be placed at the disposal of industry through the 
association executive offices, a board of advisory en- 
gineers was formed. This board includes outstanding 
engineers, each of whom is intimately familiar with ad- 
vanced power practice in the industry which he repre- 
sents, and these men constitute a source of unpreju- 
diced information and advice on power problems. 

“As a means of disseminating information originating 
with the engineering advisory board, an additional com- 
mittee was organized, and the merchandising advisory 
board, made up of representative members, is respon- 
sible for the compilation, publication and distribution of 
data of interest to power users. 

“The function of the Power Transmission Association 
is to serve industry, not to prove a case. Because power 
is essential to industrial operation and because profits 
are internal as well as external, based upon rising pro- 
duction costs and keen competition, this association ac- 
tivity is most timely and can only result in more efficient 
and intelligent control of power costs.” 
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BEARINGS IMPORTANT FACTOR 


They Played a Prominent Role in the Successful 
Voyage of the Giant “Graf Zeppelin” 

An event which millions the world over followed with 
intense interest was the recent trans-Atlantic voyage of 
the “Graf Zeppelin.” From a mechanical standpoint, 
one of the outstanding features of the record endurance 
flight of the big German dirigible, with its sixty pas- 
sengers and crew, was the unfailing performance of the 
five twelve-cylinder Maybach motors. For 111 hours and 
38 minutes the “Graf Zeppelin’ roared on its march of 
progress over a distance of more than 6,000 miles. The 
establishment of this record called for the best of human 
ingenuity and materials in the construction of the me- 
chanical equipment. 

One of the vital contributions to the successful per- 
formance of the motors and component accessories was 
the part played by anti-friction bearings. 

“Practically all the bearings in the motors and ma- 
chines of this airship are equipped with S.K.F. ball and 
roller bearings,” states S.K.F. Industries, Inc., New 
York. “We have a total of 465 bearings in this airship. 
Each one of the five Maybach twelve-cylinder airship 
motors is equipped with 95 anti-friction bearings.” 

According to the company, both generators for the 
electric light and both radio generators are equipped 
with S.K.F. thrust bearings and the spindle of the bow- 
anchor is equipped with two S.K.F. cylindrical roller 
bearings and two-direction thrust bearings, while other 
machines and equipment are also provided with S.K.F. 
ball and roller bearings. 
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AUTOMOTIVE EQUIPMENT SHOW 


Numerous Well Known Manufacturers in Mill Supply 
Field Had Booths at Chicago Exhibit 

The tenth annual exhibition of automotive equipment, 
held in Chicago, October 22nd-26th, in connection with 
the thirteenth annual convention of the Automotive 
Equipment Association, was very successful. It was 
exceedingly well attended, and a great variety of equip- 
ment was on display, including many new products. The 
convention proper was held in the Hotel Stevens, while 
the exhibit was in the Coliseum. This, incidentally, was 
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the last convention and exhibit to be held under the 
auspices of the Automotive Equipment Association, as 
completion of formal details is all that is necessary to 
consummate the merger of that organization with the 
Motor and Accessory Manufacturers’ Association. The 
show and convention will be held annually hereafter 
under the auspices of the new organization, the Motor 
and Equipment Association. 

The general programme of the convention was replete 
with interest for manufacturers and jobbers. There were 
also interesting divisional meetings. 

Among the many exhibitors at the Coliseum were 
the following manufacturers who are also well known in 
the mill supply field: American Chain Co., Inc., Bridge- 
port, Conn.; Bastian-Blessing Co., Chicago; Berger Mfg. 
Co., Canton, Ohio; Binks Spray Equipment Co., Chicago; 
The Black & Decker Mfg. Co., Towson, Md.; Blackhawk 
Mfg. Co., Milwaukee; Bonney Forge & Tool Works, Al- 
lentown, Pa.; Brunner Mfg. Co., Utica, N. Y.; Canedy- 
Otto Mfg. Co., Chicago Heights, Ill.; The Carborundum 
Company, Niagara Falls, N. Y.; The Columbian Vise & 
Mfg. Co., Cleveland; Columbus McKinnon Chain Com- 
pany, Tonawanda, N. Y.; Curtis Pneumatic Machinery 
Co., St. Louis; DeVilbiss Company, Toledo, Ohio; General 
Asbestos & Rubber Co., North Charleston, S. C.; L. H. 
Gilmer Co., Philadelphia; Hilab Products Co., Indiana- 
polis; Illinois Iron & Bolt Co., Carpentersville, Ill.; The 
Imperial Brass Mfg. Co., Chicago; Johns-Manville Cor- 
poration, New York; Kellogg Mfg. Co., Rochester, N. Y.; 
Keystone Reamer & Tool Co., Millersburg, Pa.; David 
Lupton’s Sons Co., Philadelphia; Lyon Metal Products, 
Inc., Aurora, Ill.; The Moto-Meter Co., Long Island City, 
N. Y.; Noera Mfg. Co., Waterbury, Conn.; The Charles 
Parker Company, Meriden, Conn.; Wm. E. Pratt Mfg. 
Co., Chicago; Pyrene Mfg. Co., Newark, N. J.; The Ray- 
bestos Co., Bridgeport, Conn.; Rees Mfg. Co., Pittsburgh; 
The Reliance Mfg. Co., Massillon, Ohio; Russell Mfge. 
Co., Middletown, Conn.; Scully Steel & Iron Co., Chi- 


cago; Smith Welding Equipment Corp., Minneapolis: 
South Bend Lathe Works, South Bend, Ind.; Spraco 
Painting Equipment Co., Boston; The L. S. Starrett 
Co.. Athol, Mass.; Thermoid Rubber Co., Trenton, 
N. J.: Van Dorn Electric Tool Co., Cleveland; Van Nor- 


man Machine Tool Company, Springfield. Mass.; J. H. 
Williams & Co., Buffalo; Stevens Walden-Worcester Co., 
Worcester, Mass. 

—+eor- 


GRINDING WHEEL INDUSTRY 


Manufacturers’ Association Held Interesting Annual 
Session, Seotember 28th and 29th 

The Grinding Wheel Manufacturers’ Association held 
its annual meeting at the Wyndhurst Country Club, 
Lenox, Mass., September 28th and 29th. Henry Duck- 
worth, Norton Co., Worcester, Mass., occupied the chair 
at the business session on the morning of September 
28th. James A. Emery, Washington, counsel for the 
National Founders Association and the National Asso- 
ciation of Manufacturers, addressed the convention at 
the annual dinner held the same evening. He outlined 
a philosophy for modern American business. 

The standardization committee has completed a com- 
prehensive revision of Simplified Practice Bulletin, No. 
45, giving standard sizes and shapes of grinding wheels. 
The bulletin is issued under the authority of the depart- 
ment of commerce. Members of the standardization com- 
mittee are George Chormann, The Carborundum Com- 
pany, Niagara Falls, N. Y., chairman; W. R. Moore, 
Norton Co., and L. E. Byers, The Abrasive Co., Phila- 
delphia. 
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The Effect of Standardization on the 
Production of Rubber Goods 


G. L. Matthias, The B. F. Goodrich Company, Discusses Manu- 
facturing and Sales Angles of Simplification 


G. L. Matthias, production superintendent of the me- 
chanical division of The B. F. Goodrich Company, re- 
cently addressed mechanical rubber goods branch man- 
agers on the subject of “Standardization—Its Effect on 
Production.” His address was in part as follows: 

“You must agree with me at the start that standard- 
ization is not just somebody’s notion. It is a trend of 
the times in which we live; it is an irresistible, inevit- 
able movement, and if we do not go with it, we shall 
be trodden down by others more progressive. 

“Standardization means simplification, and this means 
lower inventories, lower material costs, simplified proc- 
esses, simplification of equipment—thereby lower cap- 
ital expenditures—a more uniform flow of production, 
Which brings about a lower labor turnover and results 
in contented employes, thereby allowing us to play our 







Cosr PLR POUND 


POUNDS OF FRODUCTION 





a tree is very small and knotty. The main branches die 
and break off in the strong winds of competition. 

“Therefore, gentlemen, forgive the production division 
for questioning orders which we have felt undesirable 
from a production viewpoint. 

“You have a big task before you, namely, that of in- 
stilling into the minds of your subordinates the idea of 
not following the lines of least resistance, but to think 
and study ways and means to standardize on every 
product sold. I recognize the fact that you are trying 
to sell your quota, and I also realize the danger that you 
will not give due consideration to the factory side of the 
picture until it is brought home to you in such a way 
that you will think, talk and act standardization. 

“Just keep in mind that the more you, the sales organi- 
zation, work for standardization, the more time we, the 
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part in increasing the standard of living. All these factory, can devote to improving our products, and the 
things go to lower operating expenses. Above all, it lower the selling prices will be. Our technical depart- 


means a higher quality in our products and better service 
to the customer—and service today means business. 

“T liken our industry to an apple tree. Disregard 
standardization and the industry will be affected just 
as an apple tree is affected if allowed to grow without 
attention or care. The roots of this tree represent or- 


ganization, inventories, construction, materials, proces- 
ses, development and equipment. The trunk of the 
tree—the main object—to produce things which sell at 


the lowest cost per unit of service. The branches rep- 
resent standard lines of hose, belting, matting and pack- 
ing, druggists’ sundries, molded goods and hard rubber. 
The branches are sturdy and the tree is healthy. The 
fruit of the tree—the profit—is large and plentiful just 
so long as you keep the tree well pruned and do not allow 
the suckers to grow. These suckers are the miscella- 
neous special and small orders coming into the factory. 
They suck the vitality out of the organization as they 
do the tree. They weaken the trunk, and, like an orchard 
tree allowed to grow without care, the result is a worth- 
less snag not even good for shade. The fruit from such 


ment is so busy on specials now that we have not the 
time to study our standard lines they should be 
studied. 

“Your study of our products in service would bring to 
us new ideas on construction and design and a better 
understanding as to what is required in the field. You 
gentlemen represent our tentacles or feelers in the field, 
and we must rely upon you to keep us informed as to 
service requirements as well as the service our products 
are rendering, and the more you know about the indus- 
tries you are serving, the more value you will be to your 
company. 

“Now I want to prove to you what standardization has 
meant to us in a few of our divisions. First I want to 
speak of the tire division. They have made marked 
progress in the last few years. You will all recall that 
a few years back we had square woven fabric tires and 
cord fabric tires. Today we have weftless fabric tires 
practically 100 percent. The number of tire specifica- 
tions has been reduced 85 percent. 

“In looking over some statistics and comparing the 
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ASON Regulators are 
stocked in these dust- 
proof shipping packages. 
The labels are easy to read 
and indicate clearly the size, 
style and service pressures of 
the valve in each package. 


Easy to pile, they take up 
very little room on your 
shelves and the attractive 
dust-proof packages insure 
the delivery of the regulators 
to your customers in first 
class condition. 


Easy to sell at a fair margin 
of profit, no other line of 
reducing valves and pressure 
regulators is so complete... 
cut down your inventory and 
overhead by concentrating 
on Mason Regulators. Write 
for a copy of Catalog No. 62. 





we REGULATOR CO. 


Boston, Mass. 
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New Badger 
No. 5 


FACTS 


The New Badger is well advertised 

it is widely and favorably known as 
a leader by car mover users —it is abso- 
lutely guaranteed it is made of the 
best materials obtainable and will move 
the heaviest cars with ease —it is sold 
only through jobbers. These facts are 
some of the reasons why the New 
Badger is a profitable tool to handle. 








Advance Safety Car 
Wrench 


Automatically adjusts itself to any 
size winding tap. It’s absolutely safe 
anyone receiving material in hopper 
bottom cars cannot afford to be 
without one. 


Advance Car Mover Co. 
Appleton, Wisconsin 
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years 1922 and 1927, I find that, although the number 
of factory employes was increased only 36 percent, the 
poundage produced was doubled in amount and the labor 
cost per pound was reduced 25 percent. 

“Fabric inventory in 1925 was turning over ten times, 
and in 1927 fifteen times. This is a 50 percent increase, 
and it has made available more than $500,000 for pur- 
poses other than fabric inventory. The mechanical di- 
vision fabric turnover was eight times, and this is not 
half of what it should be. 

“The in-process inventory of one of our divisions 
shows a turnover of 79 times a year. The mechanical 
division shows a turnover of 23 times a year. I will not 
be satisfied until this figure is 50.” 

Mr. Matthias then explained in some detail how costs 
are affected by the manufacture of specials and small 
orders, using as an example wrapped hose. 

“T want you all to realize our production foremen are 
working on a bonus system,” he said later. “We are 
paying a premium to them if they keep their costs with- 
in a budgeted allowance, and also a premium for keep- 
ing their labor or departmental effectiveness up _ to 
standard. 

STANDARDIZATION HELPS QUALITY OF PRODUCT 

“T have talked more to you along the lines of the reflec- 
tion on costs because it is the one thing we are vitally in- 
terested in. The quality of our product is better where we 
are able to produce with the minimum number of speci- 
fications, or, in other words, where the effect of stand- 
ardization has taken hold. When you stop to realize that 
we have at the present time 1,800 compounds, you can see 
that with this large number being handled, there will 
occasionally be off-quality products due to the inability 
of our workmen to become thoroughly familiar with the 
peculiarities of each compound. 

“As to simplification of equipment and processes, I 
know we have had a great amount of work to do along 
these lines, and as we standardize and build up a uniform 
flow of production through standardization, this work 
will be simplified and rapid strides will be made in the 
development of equipment and processes. 

“Gentlemen, the more you will think and act on stand- 
ardization, the more you will assist the factory in stand- 
ardizing products by giving the maximum production 
in standardized lines, the more progress we can make in 
giving you a better quality, more prompt service and 
lower selling prices. 

“T realize that there is no other industry manufactur- 
ing the multiplicity of articles that we are, and I there- 
fore recognize the extreme task which lies before us to 
bring about even a semblance of standardized lines. We 
must make a sincere effort to lead in this field, for con- 
stant activity in any field of endeavor scatters the seeds 
of success—continued effort generates growth and 
enables you to reap the harvest. We cannot hope to 
enjoy the harvest without first laboring in the field, and 
we cannot pluck the fruits of our true ability without 
constant and careful cultivation.” 


—-~eor 


Manufacturer Now Operating 

The Anderson Mill Supply Corporation, Danielson, 
Conn., organized recently to manufacture loom strapping, 
lug straps and supplies for textile mills and looms, has 
taken a central location at Main and Hutchins street, 
and is now in operation. The company also sells textile 
mill supplies manufactured by other companies. Wal- 
ter Anderson is president of the new company. He was 
for more than 10 years assistant treasurer of the E. H. 
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Jacobs Mfg. Co., also of Danielson, and is a former mayor 
of Danielson. He is well known to textile mill people and 
dealers in the North and South, as he has spent much of 
his time on the road. 


——_ +2+>- 


TWO CHAIN COMPANIES UNITED 


The Union Chain & Mfg. Co. Acquires Control of 
American High Speed Chain Company 

Announcement has been made by officials of The 
Union Chain & Mfg. Co., Sandusky, Ohio, that they have 
acquired control of the American High Speed Chain Com- 
pany, Indianapolis, and will combine the two companies. 

The Union Chain & Mfg. Co., established in 1913, 
builds elevating and conveying machinery, together with 
a complete line of steel sprocket chain for such purposes. 
The American High Speed Chain Company, established 
in 1916, is engaged in the manufacture of a complete 
line of silent or high speed chains and smaller pitch steel 
roller chain, together with the necessary sprockets, all 
of which are used primarily for power transmission pur- 
poses. The products of the two companies supplement 
each other, and as a result of the union of interests, The 
Union Chain & Mfg. Co., preserving its identity, will be 
in a position to manufacture and market a complete line 
of steel sprocket chains, Union officials state. 

As soon as necessary details are completed, machin- 
ery and equipment of the American High Speed Chain 
Company will be moved to the Sandusky plant of The 
Union Chain & Mfg. Co., a new unit having been pro- 
vided to permit the proper installation of the added 
equipment. 

Two executives of the American High Speed Chain 
Company, J. C. Howe, president, and W. A. McCosh, 
vice-president, will move to Sandusky and become a part 
of the new organization. The executives of the company 
will be: Fred Emmons, president and treasurer; J. C. 
Howe, vice-president; Walter Hay, vice-president; E. F. 
Emmons, secretary. 
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NATIONAL METAL EXPOSITION 


The Many Exhibits Included Those of a Number of 
Manufacturers in Mill Supply Field 

Many manufacturers well known in the mill supply 
field had exhibits at the National Metal Exposition in 
Philadelphia, October 8th to 12th. These include: 

The Abrasive Co., Philadelphia; Armstrong-Blum 
Mfg. Co. and Armstrong Brothers Tool Co., Chicago; E. 
C. Atkins & Co., Indianapolis; W. O. Barnes Co., Inc., De- 
troit; Bastian-Blessing Co., Chicago; Biax Flexible Shaft 
Co., New York; Charles Bond Company, Philadelphia; 
Botfield Refractories Co., Philadelphia; The Carborun- 
dum Company, Niagara Falls, N. Y.; Cleveland Twist 
Drill Co., Cleveland; Clipper Belt Lacer Co., Grand 
Rapids, Mich.; Dearborn Chemical Company, Chicago; 
Goodell-Pratt Company, Greenfield, Mass.; Hisey-Wolf 
Machine Co., Cincinnati; Keystone Lubricating Co., 
Philadelphia; The Morse Twist Drill & Machine Co., New 
Bedford, Mass.; Mueller Brass Co., Port Huron, Mich.; 
National Twist Drill & Tool Co., Detroit; The Porter- 
Cable Machine Co., Syracuse, N. Y.; Simonds Saw and 
Steel Company, Fitchburg, Mass.; The Standard Tool 


Co., Cleveland; The L. S. Starrett Co., Athol, Mass.; 
Tuthill Pump Co., Chicago; Union Mfg. Co., New Bri- 
tain, Conn.; Van Dorn Electric Tool Co., Cleveland; 


Whitney Metal Tool Co., Rockford, Ill.; J. H. Williams 
& Co., Buffalo; Wilson Welder & Metals Co., Inc., Ho- 
boken, N. J. 
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ARMSTRONG BROS. TOOL CO. 


The Tool Holder People 
305 N. Francisco Ave. 
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DROP FORGED 
WRENCHES 4 


r 





These wrenches are 
strong. They will not 
break or spread. Threads 
give way screw heads 
twist off, but an ARM- 
STRONG Wrench never 


fails. 


Drop forged trom special 
steel which has passed 
strict tests for both stiff 
n2ss and tensile strength, 
these wrenches are of 
designs based on practical 
knowledge of wrench re- 
quirements. You will 
appreciate their balance 
and finish. They are ac- 
curately milled and give 
proper clearance without 


slipping. 


ARMSTRONG 
Wrenches are of one 
quality, uniformly finished 
in black enamel with 
heads ground bright. 
Sizes are clearly marked. 
Each Wrench carries the 
ARMSTRONG Trade 
Mark. —which in any tool 
is an absolute guarantee 
of satisfaction. 


Made in 36 styles for 
almost every purpose 

these wrenches are sold 
singly or in convenient 
sets. They can be had 
with special milling when 
desired. Display Boards 
and “helps” 
to dealers. 


are supplied 





TRADE MARK REG IN US. PAT. OFFICE 



















Write today 
for catalog 
W- 27. 
Sent upon 


Ww request. 
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Model B 
Compressing 
nit 
separated 
from 


Spray ~*~. 


Gup 


$39.50 A 













30 pounds. 


Sprays paint, lacquer, enamel, 
bronze, varnish, stain, shellac, 
whitewash, insecticides, disin- 
fectants,ete., in far less time than 


hand = ap- 
plication. 


Kasy to 
operate 
and clean. 
Plugs into 
any light 
socket. 
volts (standard) 
or special for 
220 - 32 - 250. 


Air pressure 25 to 


At dvalers— 
or direct from us 


Model A 
Compress 

Unit 
attached 


110 


29 HAMILTON STREET 
RAHWAY, N. J. 





Ing 


Spray Gun 


$37.50 
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CHICAGO, U.S.A. 
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PORTABLE 
ELECTRIC 


STHUCTION 


with the a 


CLEMENTS Cadillac 
BLOWER 


LD 
i 







A much needed device in every industry for removing 
dust and dirt from electric motors, machinery, stock 
bins and otherwise inaccessible places. 


Instantly convertible for suction cleaning. 


be used for spraying. 


A rapid seller with liberal discounts. 


May also 


Market hasn’t 


been scratched. Write for proposition. 


CLEMENTS MEG. CO., “Exitos se: 


Oldest and largest manutacturers of Portable Electric Blowers 
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Valve and Fittings Index 
Apt (Continued from Page 57) 
relatively bad sagging in both curves at the middle of 
1924 and, similarly, after the early 1926 boom, there was 
bad sagging in the latter part of 1927. Whatever excess 
was occasioned at the outset of 1926 was compensated 
for by that late 1927 sagging. And possibly the deficits 
were a little too great. At least, we are now experiencing 
an impetus derived from certain shortages created dur- 
ing 1927. The momentum already accumulated has al- 
ready resulted in renewed enterprise and large operators 
are backing up their confidence by placing larger con- 
tracts. It is quite possible that the time is arriving when 
we may see a duplication of continued high levels of 
demand such as witnessed in early 1923 and in 
early 1926. In each of those former cases, as is sug- 
gested by other historical precedents, three years’ time 
elapsed between one period of great enterprise and the 
next. Early 1929 will figure out as the end of a three 
year span following the previous boom in early 1926 
and the present momentum toward better business sug- 
gests that by early 1929 renewed enterprise will bring 
demand to levels better than normal. 


those 
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ADHERES TO JOBBER POLICY 


Clemson Bros., Inc., Letter States Company Has No 
Interest in Direct Consumer Business 

That the success of the Clemson Bros., 
Inc., Middletown, N. Y., manufacturers of hack saw 
blades, has been predicated on strict adherence to recog- 
nizing the mill supply house and hardware jobber as the 
legitimate distributors of its product, and that it is not 
interested in taking direct consumer business, is the sub- 


business of 


ject of a letter issued by the company under date of 
October Ist, and signed by William E. Cross, director of 
sales. The letter is as follows: 

“The success of our business and the position which 
we occupy in the hack saw industry has been predicated 
on a policy of strict adherence to recognizing the hard- 
ware jobber and the mill supply house as the legitimate 
distributors of our product. This fact is to an extent 
generally recognized, but the object of this letter is to 
set same before you fearlessly and unmistakably. 

“We in the taking of direct con- 
sumer business, inasmuch as it is in direct competition 
with the distributor. It is our desire that the large 
direct consumer purchase through the proper channels. 


have no interest 


“The responsibility for the maintenance of this policy 
devolves to a large extent upon the distributor, and we 
bespeak your whole-hearted co-operation to the end that 
you may profit in a measure more commensurate to your 
investment of time, labor and money.” 
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TO MARKET OWN PRODUCTS 


Van Norman Company Also to Market Stanley and 
Stanley-Atha Lines to Automotive Trade 


Announcement has been made by the Van Norman Ma- 
chine Tool Company, Springfield, Mass., that henceforth 
all Van Norman products will be made and sold ex- 
clusively by the Van Norman company. The new sales 
arrangement became effective October Ist, when the con- 
tract under which the Van Dorn Electric Tool Co., Cleve- 





land, had exclusive distribution of Van Norman tools, 
expired. 

The Van Norman company also announces that all 
electric tools made by the Stanley Works, New Britain, 
Conn., and all tools which comprise the Stanley-Atha 
line will be marketed to the automotive trade by the 
Van Norman Machine Tool Company exclusively. 

In the announcement to the trade, Charles E. Van 
Norman, president of the Van Norman company, stated 
that the company would adhere to a policy of restricted 
distribution through jobbers only, the three lines being 
distributed by as small a number of jobbers as is con- 
sistent with a reasonable quota. 

Leo F. Hunderup, a man with broad experience in 
both the manufacturer’s and jobber’s end of the auto- 
motive equipment business, has been appointed sales 
manager of the Van Norman Machine Tool Company. 
The company announces that while it already has a sales 
organization in the field, service stations are being or- 
ganized in twelve strategic cities in the United States 
and Canada. Warehouse shipments will be made from 
Oakland, Calif., Chicago, and Springfield, Mass. 

All Stanley and Stanley-Atha tools will be sold to the 
industrial trade by the Stanley Works, while the Van 
Norman line will be sold to the industrial trade by the 
Van Norman Company. 

The Stanley line includes a complete line of drills, 
grinders, etc. The Stanley-Atha line consists of a com- 
plete line of body bumping tools, chisels, hammers, vises, 
screw-drivers and other small tools. 

The Van Norman Machine Tool Company has issued 
a very attractive catalogue on Van Norman, Stanley and 
Stanley-Atha lines for the automotive field. 
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of Cook—ss. 
Before me, a notary public in and for the State 
personally appeared Clay C. Cooper, who, having bee 
t law, depos and says that he is the Gener: 
SUPPLIES a at the following is, to the be 
elief true statement of the ownership, 
paper, the circulation), ete., of the aforesaid 
shown in the above caption, required by 2 
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Youll Make More Sales 
and Bigger Profits on 
Milburn Products 


For Instance—The biggest con- 
tractors prefer Milburn Lights. 
Therefore, your sales-per-customer 
will be larger when you sell this 
line. 


HE bigger the contractor 
the more closely he figures 

his costs. The largest contrac- 
tors figure the cost-per-hour of 
carbide lights and hence they pre- 
fer the Milburn for the following 
reasons: 
It furnishes 8290 Candlepower for 
only 314 cents per hour—a big 
saving in the course of a season. 
It burns either lump or cake 
carbide. No matter which carbide 
you sell, the owner of the Milburn 
Light is your customer. 
Your discounts on Milburn Lights 
are so attractive as to justify extra 
sales effort on your part. 
The line is complete—you can offer 
your customers the exact lights 
that best suit their purpose. 





Write for full details about these lights, popular 
and easy to sell because of exclusive patented 
features and standard for 20 years for construction, 
railway and engineering work. 


Torches That Give Your Salesmen Extra Talking Points 












ii 


Milburn Torches have reduced operating costs upwards of 20% 
A good talking point for your salesmen. The Milburn Combination 
Cutting and Welding Torch, shown above, Type T! is the only Torch 
of its kind— it cuts and welds—just turn the tip to change the operation. 
Write for details about this torch and complete Milburn line of Torches. 
Generators, Regulators, Oil Burners and Preheaters. 


Sell Milburn Spray Gun With 
Remarkable New Features 


Another Milburn Product that has EXCLUSIVE 
talking points. ial on spray nozzle calibrates all 
operations. Makes it possible for operator to turn 
at once to any desired or previous setting. Elimi- 
nates split sprays, over sprays, etc. Similar numeral® on \ 1A 
\ 





paint plunger barrel makes possible more accurate adjust- 1) eR 
ment of paint volume. These two Milburn features have m ‘gi 
advanced spray painting ten years, making the Milburn the 

easiest spray gun to sell. Get full details. .* 


Alexander Milburn Co., Baltimore, Md. 


Alexander Milburn Co., 
1416-1428 W. Baltimore St., 
Baltimore, Md. 


] Please send me Bulletin 274-11 on Portable Carbide Lights. 
Please send me Bulletin 374-11 on Welding & Cutting Apparatus. 
Please send me Bulletin 474-i1 on Paint Spray Equipment. 


and explain discounts and talking points that will make the Milburn 
Line an exceptionally profitable one for us. 


Name 


Firm. 
Street & No. 


City & State.... 
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Running mates 
on the Jenkins ticket 





Moncrieff Gauge Glasses are ——— 
worthy running mates to Jenkins MONCRIEFF 
Valves since they, like the valves SCOTCH GAUGE 
are “made for the maximum serv’ GLASSES ARE: 
ice—not merely the average.” 
Perth 


for steam pressures 
up to 150 pounds. 


Moncrieff Glasses combine 
toughness and clearness. Their 
performance wins for them the 
steady patronage of the type of Unific 
engineer who buys on the basis 


q for steam pressures 
of long-term economy. 


up to 500 pounds. 


Moncrieffs, the only Gauge 
“ ° ~ 

Glasses remy in Scotland and sold idle 0 seagate 
in the United States, are fur- posed red stripe 
nished in five types to allow a to emphasize the 
wide range of choice. water line. 
‘ For steam pressures 
to 250 pounds. 


Monamel 


JENKINS BROS. 


Sole U. S. Agents for MONCRIEFF Beacon Red 
Genuine Scotch GAUGE GLASSES 

an enameled glass 
with red indicator 
line for steam pres- 
sures to 150 


pounds. 


80 White Street.........New York, N. Y, 
... Boston, Mass 
Philadelphia, Pa 

Chicago, Ill 


524 Atlantic Ave.. 
133 No. Seventh St.... 
546 Washington Blrd.. 


Prismatic Glasses 
Gauge Glass 
Strips 
Protector Slides 

















All Capacities 


—Hand or Power— 





Fig. 4500 
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The TRAHERN line of Spiral Gear, direct connected, motor 
driven Rotary Gear Pumps is complete, with a wide range of 
capacity from 1 to 250 gallons per minute. Spiral Gear design 
makes for a compact and simple pump and eliminates the use 
of reducing gears, chains, belts, clutches, etc., permitting pump 
to run at same speed as motor. This design also eliminates 


noise and vibration and gives better efficiency and longer life 
under adverse working conditions. 


GEO. D. ROPER CORPORATION "Vino? 
PUMPS FOR PERMANENCE 
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NEW PRODUCTS, 


KUXKKKKEEKKKE KEK KKKEKEK EX RKRKEA KKK 


COCCECOVE 


CCCCCCCCOCCRCRCRCSOCCCOD 








RETURN PUMP AND RECEIVER 

Goulds Ine., Seneca Falls, 
N. Y., have recently placed on the mar- 
ket a new centrifugal condensation re- 
turn pump and_=e re- 
ceiver. The outfit con- 
sists of a vertical 
galvanized tank, 24 
inches in diameter by 
10 inches long, with a 
two-stage, fitted 


> » 
Pu Hips, 





brass 





construction, vertical, 
ball bearing pump % 
suspended from the 

top. The pump shaft | 
and float rod operate <a 
through stuffing boxes MY Bl 
so that the rig can be =| 
used under pressure. a 
The tank has two y 


inlets, both tapped for 


53-inch pipe. The discharge from the 
pump to the boiler is 1 inch, and the 


tank has tapping for vent connection. 
The unit will handle condensation from 
10,000 square feet of direct radiation 
based on '2 pound of condensation per 
square foot per hour, or 
feet of direct radiation based on 1/3 
pound of condensation per square foot 
per hour. Discharge is approximately 
20 gallons of hot water per minute 
against 17 pounds pressure. A 12 h.p., 
1750 r.p.m., 110-220 volt, 60-cycle, re- 
pulsion induction motor, or a 110 or 


15,000 square 


220 volt, D. C. motor can be supplied. 
NEW TRUCK RACK 
The American Palle y Conpany, 1200 


Wissahickon avenue, Philadelphia, has 
recently built a rack or carrier which is 
comparatively inexpensive, but which is 
said to reduce material handling costs. 
This rack, or “Truk-Pak,” as it has 





been named, gives to ordinary hand 
truck equipment a flexibility compar- 
able with that supplied by trailers, lift 
trucks and skids. A truck is provided 
with wheels. It is therefore function- 
ing when it is on the move. Time lost 
in loading and unloading is that much 
unproductive truck time. With the aid 
of “Truk-Paks” the load is ready to 


be transported and deposited without 
delay at either end of the journey. Tem- 
porary storage in warehouse or on 
freight platform can be arranged in 
orderly without confusion and 
with a minimum of loss or congestion. 


rows 


“Truk-Paks” are said to permit the 
loading to capacity of miscellaneous 
parcels that do not lend themselves 


to stacking on the conventional truck. 
The American “Truk-Pak,” like the 
American hand truck, is built entirely 
of pressed steel. Electric welding at 
each joint and intersection makes pos- 
sible a boltless, rivetless unit. Dimen- 
sions of 28 inches wide by 48 inches 
high make ‘“Truk-Paks” suitable for 
use with almost every style and size of 
hand truck. They are proportioned so 
stand upright, either loaded or 
empty, and to be nested in stacks when 
not in 


as to 


use. 
HEAVY DUTY SNAGGING GRINDER 

The Standard Electrical Tool Co., 
1938-46 West Eighth street, Cincinnati, 
is manufacturing a duty 
snagging grinder, designed for use 
with rubber bonded wheels for high 
speed snagging. The illustration shows 


new heavy 





the 7's h.p. grinder, which is equipped 
with 24 by 3 by 12-inch rubber 
bonded wheels. The emery wheel 
fianges are 12 inches in diameter. The 
inner flange is keyed to the armature 
shaft, which is made of nickel steel, in 
ene piece. 


bore 


Four S.K.F. ball bearings 
are mounted in dust proof chambers. 
The emery wheel guards are of the 
hinge door type with exhaust connec- 
tions. The guards are also fitted with 
spark breakers, as well as a_ polished, 
“ired, glass eye shield. These grinders 
are made in and 10 h.p. sizes 
to take ring wheels from 20-inch diam- 
eter to 30-inch diameter. 


5, 7% 


LIQUID ASBESTOS 

B. & F. Mfg. Co., 422 Court avenue, 
Des Moines, Iowa, is manufacturing a 
liquid asbestos, designed as a covering 
for old and new furnaces. It is an in- 
sulator in paste form, made from as- 
bestos stone, which can be applied with 
a brush like paint. 





According to the 





company, this liquid asbestos is water- 
proof, will not absorb moisture, is air 
and dust tight, will not peel or chip 
off, and is fire-proof. Liquid Asbestos 
No. 3 is for use on old and new fur- 
naces and will spread over tin or gal- 
vanized iron. Liquid Asbestos No. 7 
is designed for use over asbestos paper 
covered surfaces, as well as over the 
vegular boiler coverings on steam and 
hot water boilers and over air cell pipe 
covering on hot water and steam pipes. 
Liquid asbestos may be had in several 
colors. 
SPRAY PAINTING OUTFIT 

The DeVilbiss Company, 254 Phillips 
avenue, Toledo, Ohio, has brought out 
the new DeVilbiss type TZ spray-paint- 
ing outfit. This hand-operated unit 
handles all the modern lacquers, as 
well as paints, varnishes, enamels, 
stains, shellaes 
and bronzes. The 
combination hand- 
pump and air 
reservoir may be 
operated with one 
hand, according 
to the company, 
storing up air 
pressure in the 
reservoir and pro- 
viding a uniform 
flow of air 
through the gun. 
The glass con- 
tainer for mate- 
rial may be easily 
attached and detached, 
being simple in 
easily cleaned. 
outfit may 





the gun, 
can be 
spray-painting 
variety of 


and 

construction, 
This 
be used for a 
purposes in the home, store or factory. 


lor convenience, various kinds and 
colors of materials may be kept in 
extra glass containers with covers, 


ready for use. The DeVilbiss gun is so 
designed that ordinary pint size fruit 
jars with screw tops may be used for 
this purpose. 
PORTABLE ELECTRIC FURNACE 

Nobob Electric Company, 274 Mad- 
ison avenue, New York, is manufac- 
turing the Nabob electric portable fur- 
nace, a small furnace designed pri- 


al 





| 
| 


marily for heating soldering irons, but 
adaptable to many other uses. It is 


8 inches long, 6 inches wide and 7 
inches high and weighs about 10 
pounds. This is the small resistance 


type of furnace. It is provided with 
a carrying handle and a 6-foot exten- 
sion cord, which may be plugged into 
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ONARCH Metals 
are not loaded 
with overhead selling 


\ 
costs. Asa result our 
Wistributors prohits are 


proport ion itely higher. 


MONARCH METAL COMPANY 


Established 1895 


119 South Lincoln Street Chicago 


Manufacturers of MONARCH BALL the ‘‘Steel Process Babbitt,” 
and QUAKER METAL, the “Ladle Bronze.” 
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Taylor-Made 
Chain Fittings 


Besides chain of various 
types, we manufacture 
Chain Fittings—shackles, 
dogs, cold shuts, grab 
hooks, missing links, lap 
links, etc. Prompt ship- 
ments. 
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Ask for catalogue 
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TO OUR FRIENDS IN THE MILL 
SUPPLY AND JOBBING LINE 
FROM YOU we derive by far the 

greater part of our total business. 


Isn't this an assurance that you can rely 
upon the quality, delivery, price and 
service you ll get from us? 


Th Cleveland Wrough 
: Products Co ; 


’ West 58th St. & Denison Ave. 
CLEVELAND, OHIO 








CAP SCREWS 
SET SCREWS 
S.A.E. and U.S.S. 
SEMI-FINISHED 
& CASTEL- 
LATED NUTS 
MILLED STUDS 
ETC., ETC. 
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MADE RIGHT—Heat-Treated. 1020 S.A.E. Specifi- 
cation Steel. Accurate and Dependable. High Tensile 
Strength. Bright Finish. All Set Screws Case-Hardened. 
AMPLE STOCK—20 million screws and 10 million 
nuts, in 2,000 sizes and types always in stock. Prompt 
delivery of Accurate-Count, CLEAN Products. 

PACKED RIGHT—Dipped to prevent rusting, and 
packed in oil-proof, 6-ply, clearly-labeled Cartons, 


double-stapled and double-braced. Easy to stock, 
handle and sell. 


Send Us Your Inquiries 
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NULL QUPPILUES 

any 110-volt electric light or power back of the hand after the latter is deep. It operates at 450 r.p.m. under 

circuit. The resistance element is of dipped in warm water. It is said the load on either alternating or direct 


nichrome wire, wound on a 2-inch diam- 
eter round steel tube which forms the 
heating chamber or oven, which is 
6 inches deep. The temperature in the 
oven or heating chamber will quickly 
reach between 900 and 1,000 degrees, 
Fahrenheit, according to the company, 
but is automatically controlled and 
never reaches a point high enough to 
burn the point of the soldering iron, 
and to further protect the soldering 
point or copper, the temperature at 
the inner end is not permitted to run as 
high as at the center where the body of 
the iron or copper rests. The current 
consumption of the Nabob electric port- 
able furnace is 440 watts, or less than 
that of three 150-watt lamps, it is 
stated. 
SIX NEW DRILLS 

The Stanley Rule & Level Plant, 111 
Elm street, New Britain, Conn., an- 
nounces six new electric drills to sup- 
plement its line. The new sizes are: 
No. 382, %s-inch heavy duty; No. 121, 
15-inch standard duty; No. 
inch heavy duty; No. 341, %-inch 
standard duty; No. 342, %4-inch heavy 


582, 5%- 





duty, and No. 7-inch standard 


781, 


duty. Stanley electric drills now in- 
clude all sizes from 14-inch standard 
duty to 7s-inch standard duty. The 
new drills contain the usual Stanley 


features. According to the company, 
the smooth, compact design reduces the 
weight of the drills to a minimum. It 
also eliminates projections. The chuck 
key is held in a convenient holder in 
the gear housing. A complete new cata- 
logue showing the full line of Stanley 
drills, grinders and attachments is 
available upon request. The accom- 
panying illustration shows one of the 
new drills. 
“PULLEYSTONE”’ FOR PULLEYS 

Chicago Belting 113-125 
North Green street, Chicago, has 
brought out a new material, known as 
“Pulleystone,” which, it is claimed, will 
give increased efficiency when applied 
to the surface of iron, steel or wood 
pulleys. No equipment changes are re- 
quired to use it. It is designed to elim- 
inate or reduce belt slippage, no matter 
of what material the belt is made. 
“Pulleystone” is a plastic material that 
is sold only in 20-pound cans. It is 
spread over the pulley face with the 
hand and then smoothed off with the 


Company, 


surface is then smooth enough to give 
a high adhesion, which increases with 
service. 
HAND TRANSFER PUMP 

George D. Roper Corporation, Rock- 
ford, Ill., has brought out a new hand 
transfer pump for transferring liquids 
of a volatile 
RDt uel e, 
which the 
company 
states is va- 
por - proof, 
fir e - proof 
and explo- 
sion-proof. It 
is said that 
every part of 
this “Tra- 
hern” hand 
transtier 
pump. which 
comes in con- 
tact with the 
liqwid, is 
made of ma- 
terials which 
are non-fer- 
rous, non- 
static and 
non - corro- 


: 
' 
i 
i 
4 
i 





sive. The 
case is made of a special grade of 
aluminum, while the face and _ back 


plates, rotor, blades and blade springs 
are made of brass with a special sol- 
vent resisting packing. Some of the 
features of this pump are the “Seal-o- 
matic” ball check valve; return drip 
bowl, through which drippings return 
to bowl and excess gases escape, and 
which acts as an automatic relief valve 
for excess pressure from within; hose 
drip return, which forms a closed cir- 
cuit against gas escape or fire en- 
trance; flame baffle, a double fire screen 
which prevents fire from entering 
drum; drip return arm, movable to any 
angle desired; bung screw, separate 
and independent from pump, making it 
possible to turn pump to any angle de- 
sired, and a collapsible suction pipe, 
furnished with packing gland on lower 
joint, allowing operator to use pump 
with drum on end, or on its side. The 


pump illustrated herewith is used on 
steel drums having *4-inch bung open- 
ings. It is held in place by a wing 


lock nut which can be tightened after 
the pump is in the desired position. 
This pump is regularly equipped with 
a flexible copper suction pipe. 
BENCH MORTISER AND DRILL 

The United States Electrical Tool 
Co., 2488 West Sixth street, Cincinnati, 
is introducing a new double duty tool, 
known as the “U. S. Electric Bench 
Mortiser and Drill.” It serves as a 
drill for either portable or bench use, 
and as a bench mortiser. It drills holes 
in wood up to 2 inches in diameter, 
and up to a half-inch in steel. It mor- 
tises nine sizes of holes from %4 to % 
of an inch across and up to 51% inches 





current, 60 cycles or less. The drill in 
this mortiser is ball bearing, has dou- 
ble silk insulated enameled armature 
wire, chrome nickel steel gears and 
two-pole trigger switch. It is fur- 
nished with stand, %-inch hollow chisel 
and bit, collars for holding %4 to %4-inch 
hollow chisels, and 12 feet of rubber 
covered cable, and attachment plug. 
The United States Electrical Tool Co. 
now has two high-speed, light weight, 
44-inch portable electric drills in reg- 
ular production. One of these, known 
as the %-inch “Special Direct Drive 
Drill,” operates direct on the armature 
shaft at a speed of 10,000 r.p.m., and 





weighs 4 pounds. The other, known as 
the 44-inch “Special Gear Reduction 
Drill,” operates at 2,000 r.p.m., and is 
only an eighth of a pound heavier. 
Two new features of these drills are 
their keyless chucks and accessibility 
to close places. 
NEW TYPE CAR PULLER 

Stephens-Adamson Mfg. Co., Aurora, 
Ill., has recently brought out the No. 
17-J Junior model vertical capstan 
type car puller. This equipment is used 
for pulling industrial cars out of long 
kilns or for similar purposes. The 
capstan has a speed of 15 r.p.m., and 
exerts a 2,000 pound rope pull. It is 
driven by a Westinghouse 5 h.p. motor. 

AUTOMATIC PIPE CUTTERS 

The Toledo Pipe Threading Machine 
Co., 1425-1445 Summit street, Toledo, 
Ohio, is manufacturing the new To- 





ledo automatic pipe cutter in two 
sizes—No. 40, having a capacity of 2 


to 4 inches, inclusive, and No. 80, with 
a capacity of 415 inches to 8 inches, 
inclusive. The two tools are similar in 
design. No. 40 weighs 65 pounds, while 
No. 80 has a weight of 130 pounds. 
The knives are fed automatically. A 
single hand-wheel sets them for cutting 
or the quick return of the knives after 
the pipe is cut off. Quick acting jaws 
center the tools on the pipe, and, ac- 
cording to the company, hold them true 
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LIMESTONE 


Wood Split Pulleys 





Prompt Shipment Always, from Maysville 
Stock 





For Forty Y ears—the Best 





The Ohio Valley Pulley Works, Inc. 
Maysville, Ky., U. S. A. 
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LUTHER CLAMP VISES 
“THE QUALITY STANDARD” 


“LU THER®™ is always the standard of compatri- 
No other 


features: 


TELEELELLLL 


son. clamp vise gives all these sales 
Oversize reinforced jaws —renewable 


ITT 


-extra 
heavy weight means more metal to give strength 


brass feed screw nut-—good enamel finish 


at all points. And the prices are right for quick 


sales at a good profil. 
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LUTHER GRINDER MFG. CO. 


283 SO. WATER ST., MILWAUKEE, WIS. 
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writing to 





When You Stock 


the genuine 


Nason 
Steam 
Traps 


You may rest assured 
that your only duty will 
be to keep the stock 
replenished. 


CLASSB® 





Class B. 
1 to 20 Ibs. 





Class ©. 
20 to 70 Ibs. 


We have been creating 
demand and making 
friends for almost a cen- 
tury. 

Ask us about it. 





Sidelug 
10 to 150 Ibs. 


Nason Manufacturing Co. 


Steam Specialty Specialists 
71 Fulton Street, New York 











“KEYSTONE” 
RATCHET SOCKET WRENCH 


(Reversible) 








NDISPENSABLE for getting into out-of-the-way 

places and where numbers of nuts, cap-screws and 
bolts are to be driven. All steel, with wearing parts hard- 
ened. 


Sockets to fit U. S. standard size bolts and square or 
hexagon nuts. Special sockets to order. Handles from 
10 inches long and upwards. 









The Westcott 
Wrench made by the Key- Y 
stone Mfg. Co. for twenty- 

five years. 


original Made in 


6 sizes 


Lik 


Known through- 
out the world. 


4"tol4” 











KEYSTONE MANUFACTURING CO. 
51 Chandler St., Buffalo, N. Y. 


Sales Representatives; 
Surpless, Dunn & Co., New York - Chicago 
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and rigid. The cutters will operate ery pressure. The type MP-2 gener- 


either with the regular ratchet handles 
furnished with Toledo threading tools 
with a 
that 


Toledo 


when 


of similar capacity or 


power drive. It is claimed 





operated by the standard Toledo power 
drive, the No. 40 will cut off 2-inch 
pipe in 20 seconds and 4-inch pipe in 
65 seconds, and that the No. 80 will 
cut off 413-inch pipe in 1'2 minutes 
and &-inch pipe in 2 minutes. 
NEW TYPE OF METAL 

The Invincible Bearing Metals Cor- 
poration, Sandusky, Ohio, recently or- 
ganized, is producing a metal which is 
a mixture of 70 percent copper, 25 per- 
cent lead and 5 percent tin. The bear- 
ing metal will be furnished in solid 
bars if desired, but the principal effort 
being made by the company is to sell 
the metal in the finished product 
bearings, gears, etc. Special suitable 
mixtures are used for special jobs. 

ACETYLENE GENERATORS 

Owweld Acetylene Company, 30 East 
12nd New York, has placed 
three pressure-type acetylene 
generators for 
welding and 
cutting on the 
market. T h e 
type MP-2, il- 
lustrated here- 
with, and built 
in two 


street, 
medium 





sizes 
having 50 and 
100 pound car- 
bide capacities 
respectively, 
the 
earlier me- 
dium 
acetylene gen- 
erator, while 
the type 
MP-3, having 300 pound carbide ca- 
pacity, is entirely new. The type MP-2 
generator is similar in construction and 


replaces 





pressure 











operation to its predecessor, although 
there are several features of new de- 
sign. The feed mechanism has been re- 
designed so that a new method is used 
to stop the carbide feed positively in 
case the diaphragm breaks or zero 
pressure exists in the generator due to 
any other cause. A new stem type reg- 
ulator, type R-40, is used instead of the 
line regulator formerly used. With the 
more sensitive feed and comparatively 
close regulation obtained by means of 
the large capacity type R-40 regulator, 
a higher constant delivery pressure is 
available than with the earlier model 
generator. Other changes have also 
been made in type MP-2. Allowing 
for pressure differential, approximately 
11 pounds will be the maximum deliv- 


ators use %4 by 1/12-inch carbide. 
Shipping weight in the 100 pound size 
is 1,100 pounds and in the 50-pound 
size 925 pounds. The former has a 
diameter of 3 feet, 5 inches, and the 
latter 3 feet, 1 inch. 
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Arthur Harris & Co., 210-218 North 
Curtis street, Chicago, has brought out 


a new catalogue on metal floats and 
flag pole balls manufactured by the 


company. It consists of 20 pages and 
cover and measures 9 by 6 inches. Par- 
ticular attention is paid to the com- 
pany’s seamless copper ball floats, and 
there is a price and specification table 
on them. The catalogue contains de- 
scriptions and is well illustrated. One 
interesting feature is a section devoted 
to “General Advice to Float Users.” 

Harker Mfg. Co., 121-123 West Third 
street, Cincinnati, has brought out the 
first issue of The Flame, which will be 
issued frequently and sent regularly to 
members of the sales organizations of 
distributors handling the ‘Queen’ line 
of fire extinguishing equipment. This 
is a four-page publication, containing 
interesting reading matter, including 
selling hints and information for sales- 
men. 

Re volvator Co., 336-352 Garfield ave- 
nue, Jersey City, N. J., has issued bulle- 
tins A and B describing the revolvable 
base, enclosed gears and splash system 
lubrication, new features of the “Re- 
volvator,” manufactured by the New 
York Revolving Portable Elevator Co., 
for which the Revolvator Co. is sales 
agent. These bulletins are perforated 
for filing with other bulletins issued by 
the company. 


Wilson Welder & Metals Co., Ine., 
Wilson building, Hoboken, N. J., has 


issued a catalogue describing the new 
Wilson Model “S” welding machines, 
Wilson “Color-tipt” welding wire and 
Wilson welding accessories. This cat- 
alogue, which consists of various bulle- 
tins of the company, grouped in loose 
leaf form under one cover, illustrates 
and describes the company’s products 
and contains specifications. There are 
also numerous illustrations of the ap- 
plication of Wilson products. The cat- 
alogue also contains valuable tables. 
The eighteenth annual edition of 
“Condensed Catalogues of Mechanical 
Equipment” has just been issued by the 
American Society of Mechanical En- 
gineers, 29 West 39th street, New York. 
The book is bound in flexible covers and 
contains 1,022 pages. The section de 
voted to catalogue data covers 710 
pages, with 560 manufacturers repre- 
sented. There is also a classified di- 
rectory of manufacturers of mechanical 
equipment, in which 4400 firms are 
listed. Nine pages are devoted to in- 
dustrial standardization and_ twelve 
pages to a classified list of members of 
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FILES 
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The 
“VERITAS” 
WHEEL 








DRESSER SAFE 
Made in SIMPLE 
Sweden EFFECTIVE 

EASILY 
RENEWABLE 


MOST ECONOMICAL 


The Grinding Wheel Dresser meets all the 


seninmiands of a tool for the general dressing and truing 
up of emery, carborundum and other grinding wheels. 
The rol Iconsists of hardened steel plates with “*U”’ shaped 
teeth which keep their sharpness until they are completely 


worn out. The spindle is provided with a lubricating 


cap. 
We carry a full line of circular files and torches 


Write for catalogue 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn. Seattle, Wash. Montreal, Can. 
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Pay Double 
Dividends 


Records prove that Dayton Safety 
Ladders are far more economical 
than other ladders because they are 
scientifically designed and sturdily 
constructed to withstand the rough- 
est usage. They pay for themselves 
many times over. The money they 
save through preventing accidents 
and speeding up work produces 
extra dividends that cost you 
nothing. Made in sizes 3 to 16 feet. 
Moderately priced. 








Write Dept. MS-11 for 


complete information 


DAYTON 


Safety Ladder 


(Patented) 


The Dayton Safety Ladder Co. 
121-123 W. Third St. Cincinnati, O 


Some good territory for distributors 
stillopen 





































““Moore & White”’ 
FRICTION 
CLUTCHES 





Most in demand 
250,000 in use 


Equally efficient for 
easy or hard work; un- 
der clean or dirty con- 









ditions. Stand gruel- 
ling punishment. Give 
longer service, dollar 
for dollar than any 
other clutch made. 
Your customer de- 
serves the best. See 
that he gets an 
“M&W” the next time 
you sell him a clutch. 


THE MOORE & WHITE CO. 
2711 North 15th Street 
Philadelphia, Pa. 
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the society, showing the branches of en- 
gineering practice in which they are 
engaged. The volume is distributed free 
to members and may be purchased for 


five dollars by non-members. 
Hall, for the last twelve 








George E. Hall 


George E. 


years president and general manager 
of the Boston Woven Hose & Rubber 
Co., died from heart trouble at Oster- 


ville, Mass., on Cape Cod, October 3rd. 
Mr. Hall was born in Brattleboro, Vt., 
August 2nd, 1868. He was formerly 





GEORGE E. 


HALL 


connected with the International Paper 
Co., Watertown, N. Y., and joined the 
Boston Woven Hose & Rubber Co. in 


1907, being elected president of the 
organization in 1916. Deceased con- 


tinued actively in business almost to 
the day of his death. Apparently in 
normal health, he left the office only a 
day or two before his death for a few 
days’ rest and relaxation. His death 
was entirely unexpected, as he was 
stricken suddenly and died within a few 
minutes. 
Perey C. Dierdorff 
Percy C. Dierdorff, manager of the 
Cleveland office of the Jeffrey Manufac- 
turing Co., Columbus, Ohio, died in his 
home in Lakewood, Ohio, September 
17th. Mr. Dierdorff was at the home 
plant of the Jeffrey company for ten 
years prior to becoming manager of 
the Cleveland office in 1913. 


George D. McIlvaine 

George D. McIlvaine, for many years 
secretary of The National Pipe and 
Supplies Association, died in  Pitts- 
burgh, September 28th, at the age of 
59 years. While Mr. Mellvaine had 
heen in health for some time, 
and had been in a hospital for three 
weeks prior to his demise, his death 
came suddenly from a heart attack. 


poor 


Mr. Mellvaine was born in Phila- 
delphia, October 13th, 1869. He was a 
member of the class of 1889 at La- 
fayette college, Easton, Pa., and dur- 
ing his college days was prominent in 
football and baseball. He was a mem- 
ber of the Phi Kappa Psi fraternity, 
and was one of the recent presidents 
of that society. He was elected a trus- 
tee of Lafayette college in 1922 by 





GEORGE D. MCILVAINE 


the alumni association. Upon leaving 
college Mr. McIlvaine entered the em- 
ploy of the Standard Oil Company, and 
was located in St. Paul for two years. 
He then took a position in a Chambers- 
burg, Pa., bank, with which his father 
was connected, and later became man- 
ager of the Chambersburg Ice Com- 
pany. In 1900 he moved to Pittsburgh, 
and soon afterward engaged in busi- 
ness as a jobber of roofing and build- 
ing paper under the firm name of Geo. 
D. MelIlvaine Company. 


In 1911 Mr. McIlvaine was elected 


secretary of The National Pipe and 
Supplies Association, and established 
headquarters at 909 Oliver building, 


Pittsburgh. He later became treasurer 
of the association, and continued as sec- 
retary-treasurer until last Spring, 
when he retired from active duty be- 
cause of his health, and was made hon- 
orary secretary. In 1916 he became 
secretary of the Enameled Sanitary 
Ware Manufacturers’ Association, with 
which he was connected until recently. 
He was also secretary of a number of 
other trade associations, among them 
being the Forged Tool Society and the 
American Shovel Institute. He was one 
of the organizers and first president of 
the American Trade Association Exec- 
utives, which was formed in 1920 ‘“‘to 
raise the efficiency of the individual 
trade secretary and advance the stand- 
ards of the profession.” 

Mr. MelIlvaine was a man of winning 
and dynamic personality, naturally 
gifted in his chosen line of work, ver- 
satile, accommodating and of unques- 
tionable integrity. 
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——— ‘CSBOR™ 
How T plus S plus M 
increases profit 


Osborn Master Wheels can build 
profits for you because they meet 


perfectly the TSM test. 


1. Turnover — rapid turnover of 
six, seven Or more times per 
year is assured by customer 
preference. 




















2.Stocks — Osborn adapters cut 
the size of your stocks to 
a fraction. 


3.M argin— Large margins make 
every sale a profitable sale. 





It has been proved by many dis- 
tributors that dollar for dollar the 
Osborn line of Master Wheels 





~ 
Master Wheels are made in sizes ranging from 4" to L & AN . 
15" in diameter and all sizes have a standard 2" open- - \ returns a greater prolit. 
ing. The adjustment to fit any size shaft is made by = 
the use of Osborn Adapters. A set of Adapters to = 
fit your size arbor will be furnished with each wheel. a J 


pat ed JHE OSBORN MANUFALTURING LOMPANY 
rine apes euennrenavee 
5401 Hamilton Ave. Cleveland, Ohio 
Osborn Adapter 
Branch Offices: 
New York Detroit Chicago 
San Francisco Los Angeles 





Economy Sections are made in 
sizes from 6" to 15". Economy 
Sections and hubs are sold sepa- 
rately. Arbor hole sizes range 
rom 42" to 244"—full list of sizes 
and details sent on request. Monitor Sections are furnished 





in sizes ranging from 6" to 15" in 


diameter and with arbor holes 
"to 2%", 


from 





Riehl Sections —The type of 
construction of these sections, 
together with the additional 
amount of wire in the section, 
insures a longer wearing brush. 
Sizes 4" to 15". Arbor holes any 
size desired. 





A BETTER WEARING BRUSH FOR EVERY USE 


When writing to Advertisers please mention Mitt SUPPLIES 
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i Minn St LY Sal MAN Was Founded by 


Ernest H. 


Smith in 1922, and Dedicated to the 
Jistributicn of Mill Supplies. 


Practical Application of Correct Sales Principles in the 








vreat Value of Illustration in Selling 


Effective Picturization of What Your Company’s Lines Have 
Done and Will Do Succeeds Where Argument Fails 


Waldo Emerson who 
exhortation, ‘Don’t 

I don’t suppose the 
great philosopher had salesmanship in 
mind when he offered that suggestion. 


It was Ralph 
furnished the 
argue; illustrate.” 


Salesmanship in Emerson’s day was 
not given much attention as_ such. 
People sold things, some people sold 
them very craftily, but in the main 


things were bought rather than sold. 
Emerson was a keen observer, even 
of business affairs. In his essay on 
“Ability” he says, “In trade, the Eng- 
lishman believes that nobody breaks 
who ought not to break; and that, if 
he do not make trade everything, it 
will make him nothing; and acts on 
this belief. The spirit of system, at- 
tention to details constitute that 
husiness which makes the 
mereantile power of England.” 
Incidentally, Emerson pays tribute 
to the stolidity of the English, or to 


what we call their inability to see a 


despatch of 


joke. He recounts the following in- 
stance: “I knew a very worthy man 


a magistrate, I believe he was, in the 
town of Derby 
to see Malibran. 


who went to the opera 

In one scene the hero- 
ine was to rush across a ruined bridge. 
Mr. B. mildly, yet firmly, 
called the attention of the audience and 
the performers to the fact that, in his 
judgment, the bridge was unsafe!” 

To revert to Emerson’s “Don’t argue; 
illustrate,” I saw a salesman trying to 
sell a lawn mower to a customer in a 
hardware store. I think the point made 
fits almost any selling. The salesman 
declared to the sales resisting customer 
that the machine shown was the best 
value that could be bought. 

“T’d call that a pretty heavy mower,” 
said the customer. 

“Oh, no, that isn’t a heavy mower,” 
You ought to 
see some of the extra wide mowers we 
have out in the back room. This mower 
is comparatively light.” 

The customer took hold of the mower 
handle and rolled the machine back and 


arose and 


asserted the salesman. 





FRANK FARRINGTON 


forth on the wooden floor. 
noisy,” he criticised. 

“Well, you can’t expect a lawn mower 
to be noiseless, of course,” argued the 
“They all make plenty of 
racket, but I wouldn’t call this one espe- 
cially noisy. Anyway some people like 
the sound of a lawn mower.” 

All through the discussion of the 
mower the salesman made no attempt 
to illustrate any advantage of the 
mower or to offset criticism of it. He 
simply argued, and he did not even 
have convincing arguments. The sale 
fell through. 

ILLUSTRATE INSTEAD OF ARGUING 

Why would it not have been better 
practice to take Emerson’s advice and, 
instead of arguing, illustrate? Suppose 
the salesman had_ been _ illustration 
minded. In that case, when heaviness 
was mentioned, he would have countered 
with something like, “For strength and 
durability you need some weight, and 
we think this mower has just about the 
weight to guarantee rigidity and close 
work without having to be adjusted 
frequently. The machine is so well 
made and has such easy running bear- 
ings that it is nothing to push it. Just 
notice how easily you can roll it along 
the floor.” 

A little illustrating would have 
helped eliminate the noise complaint. 
“It would be somewhat noisy here on a 
wooden floor, of course, but it will sound 
very differently out on the lawn,” the 
salesman could have said. “I wish we 
nad a piece of lawn here so I could 
demonstrate for you, but when we make 
delivery we could give you a chance to 
try it and listen to it and see how it 
cuts, and if you weren’t perfectly sat- 
isfied, of course you wouldn’t need to 
take it.” 

Emerson was right. Illustrate a good 
point and you get it Merely 
argue it and you only arouse opposition. 

Buyers are very largely from Mis- 
souri. They require to be shown. That 


“Terribly 


salesman. 


across. 


means they demand illustration rather 


than argument. It is the easiest thing 
in the world to argue that any product 
is the best of its kind. If proving by 
argument were the direct and simple 
way to convert the other fellow to our 
belief, there would be little difficulty in 
prohibitionists convincing the “wets” of 
the error of their ways, or vice versa, 


and democrats or republicans could 
make converts as fast as arguments 


could be poured into waiting ears. 

One trouble with the argument 
method is that the listener is always 
giving a thought to the things that are 
left unsaid. He is always thinking up 
counter - arguments. His combative 
sense is aroused, and his pride keeps 
him from backing down and admitting 
that the other fellow has won the ar- 
gument. 

Such is the opposition aroused in any 
form of argument that even when the 
salesman wins the argument he is very 
likely to lose the sale. Proving a point 
by illustration does not involve, neces- 
sarily, contradicting any of the buyer’s 
statements, nor even declaring his ideas 
unsound. It consists in proving certain 
points by what is done, where actual 
demonstration is possible, and where 
demonstration is not practical, by prov- 
ing that certain things have been done. 

“That pipe is probably all right,” 
says the buyer. “It’s good pipe and 
the price is all right, but we have to 
have a special made pipe that will stand 
up in refrigeration work and not rust 
or corrode.” 

SALESMAN DOESN'T ARGUE 

The salesman does not argue his pipe 
will stand the test. He does not trouble 
the buyer with mere flat statements. 
He illustrates. “You know Green & 
Blue,” he suggests. ‘They have a big 
refrigerating plant where piping will 
get just about as hard a test as you'd 
give it anywhere. They have there 
today not less than 400 pieces of our 
pipe that have been in use for from 
tifteen to twenty years. Not more than 
one percent of the pipe we have sold 
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them has’ever had to be repaired or re- 
placed.” 

A buyer cannot argue against illus- 
trations. He may claim that Green & 
Blue use pipe under different conditions, 
but that merely keys the salesman up 
to illustrate again with the experience 
of some other user whose conditions 
more nearly approximate those of the 
buyer. 

Argument always antagonizes the 
listener on the other end of the deal. 
Illustration interests him, gets him 
thinking along the desired lines. Emer- 
son himself was no mean arguer. He 
could argue down almost anyone who 
might start to argue with him, but he 
was not lacking in illustrations of apt 
and interesting kinds. 

“Men are made each with some tri- 
umphant superiority,” he says, and 
then he proceeds to illustrate: ‘Giotto 
could draw a perfect circle; Erwin of 
Steinbach could build a minster; Olaf, 
king of Norway, could run around his 
galley on the blades of the oars of the 
rowers when the ship was in motion; 
Ojeda could run out swiftly on a plank 
projecting from the top of a tower, turn 
around swiftly and run back.” Cer- 
tainly intriguing illustration. Had 
Emerson’s essays been devoted to argu- 
ment to the exclusion of illustration 
they would never have received the at- 
tention they have, but would have been 
relegated to the dust bin almost as fast 
as printed. 

The salesman who is_ fortunate 
enough to carry with him interesting 
photographs of his machine in action 
or his supplies in use, has illustrations 
to show to his prospects as well as 
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word-of-mouth illustrations to give. 
Most business men, even when busy, 
can find time to stop and look at pho- 
tographs that are really interesting. 
We find time for what we want to do, 
even when time is scarce. Illustrations 
appeal because they interest. They are 
real. 

Illustrations that are not actual pic- 
tures on paper, but word-of-mouth de- 
scription of some action, may not be as 
interesting as pictures, but they are 
interesting never-the-less, and can be 
made compelling. A combination of 
illustrations on paper, and illustrations 
by word-of-mouth will mean appeal to 
the eyes and to the ears at the same 
time. Synchronize the two appeals as 
voice and picture are synchronized in 
the Vitaphone or in the Movietone and 
you have a double appeal. 

Julian Ralph once declared, and I 
may have told you this before, that 
when an average raconteur told you a 
story, you heard it, but when C. S. Rein- 
hardt told you a story you saw it. That 
would be illustration by word-of-mouth 
carried to the full extent of its possi- 
bilities. That is something to which the 
salesman may aspire, the ability to tell 
his prospect about what is being done 
with certain products and to tell it so 
well that the listener can, in his mind’s 
eye, see it being done. 

Keep in mind the fact that the buyer 
likes pictures and you will make the 
effort to show him pictures whenever 
possible, real pictures taken with a 
camera, or pictures detailed by word- 
of-mouth and presenting situations to 
him so well that he can visualize them 
as he hears them. 


Opening New Accounts 


Ten Rules for Mill Supply Salesmen to Follow in 
Their Efforts to Secure New Customers 


FRANK H. WILLIAMS 


1. See your man. It is funny how 
some salesmen sometimes blame pros- 
pects when they fail to open new ac 
counts, when the salesmen, themselves, 
are really at fault. Just the other 
day a mill supply salesman was 
complaining about a certain prospect 
being such a ten-minute egg that he 
couldn’t make any progress with him. 
3ut it was found that on each of his 
last three visits this salesman had ac- 
tually left the office without seeing the 
prospect at all. So how could he blame 
the prospect for not buying when he 
hadn’t asked him to buy? Seeing the 
proper man is absolutely necessary if 
you are to open a new account. 

2. Be sure the prospect knows whom 
you represent and that he knows just 
what kind of a company it is. In open- 
ing new accounts the salesman must 
depend entirely on selling the goods he 
is handling and the house he repre- 
sents. Later on he may get some busi- 


ness partly because of his personality 
and acquaintance, but not at the be- 
ginning. 

MAKE SALES TALKS SPECIFIC 

3. Make your sales talks specific. 
Pin the prospect’s attention to some- 
thing definite. Generalized selling sel- 
dom gets anywhere in opening new ac- 
counts, so it is good business for the 
salesman to stress strongly the service 
his house renders, the lines it handles 
which the prospect may use, ete. 

4. Talk profits for the prospect. Al- 
ways make him see how he will make 
money by opening a new account with 
you, because of the efficiency of your 
lines, your quick and thorough service, 
etc. That’s what your customers are 
in business for—to make money. And 
money talk is the kind of stuff, there- 
fore, that most interests them. 

5. Definitely ask prospects to buy. 
Don’t wait for them to voluntarily say 
they want to buy from you, because 


they seldom will. Urge them strongly 
to buy, after first laying a good founda- 
tion of information about your house, 
your service and goods, and answer- 
ing any questions or objections they 
may raise. Don’t try to force a sale, 
however, if you see it is best to wait. 

6. Be persistent. Nowadays one of 
the biggest factors in opening new ac- 
counts is in everlastingly sticking at it 
in spite of discouragements. Certainly 
no mill supply salesman ever opened a 
new account by not calling on a pros- 
pect any more after being turned down 
a few times. 

7. Be reasonable in your statements 
and in your actions and in all your 
selling efforts. Don’t over-state, or 
over-play your hand. Don’t complain 
to prospects about the long time you’ve 
had to wait to see them. Don’t try 
trick stuff. Straight, up-and-up selling 
gets the average salesman the farthest 
in the long run. 

8. Be calm. It never pays the sales- 
man to get visibly excited about his 
selling. It doesn’t pay to openly “sweat 
blood” in trying to open a new account 
because such extraordinary efforts may 
make the prospect suspicious as_ to 
what is behind them. 

9. Be friendly. A salesman can’t 
assume a patronizing attitude toward 
the trade and get its business, nor can 
he be aloof from customers and expect 
them to buy. He must be human and 
friendly, although, of course, “‘friend- 
liness” should not be overdone. 

10. Feel in your very soul that your 
sales efforts are going to be successful. 
The salesman who is firmly convinced 
he can and will eventually open a new 
account is much more likely to do so 
than the salesman who is pessimistic 
about the proposition. 


Selling More Before Noon 

An investigation conducted by the 
United States Chamber of Commerce, 
covering practically all the principal 
lines of business, revealed that while 
a great many salesmen are only getting 
from two to four percent of their busi- 
ness before 11 o’clock in the morning, 
the most successful are obtaining from 
50 to 60 percent of their business be- 
fore the noon hour. 


Learn Names Quickly 

It is well for the salesman to learn 
the names of all the people with whom 
he comes in contact in the industrial 
plants on which he calls, even though 
these people may not recognize him at 
first. The average man is naturally 
pleased when a man to whom he has 
never been introduced or has never met 
in any other way calls him by name. 
He immediately sets about to learn the 
name of that individual, who, chances 
are, has won a warm spot in his heart. 
And one never knows the value that 
may come from having apparently un- 
important friends in the offices or 
plants of buyers. 
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Supply Salesmen Hold Fine Conference 


Pittsburgh Gage & Supply Company Stages Three Day Session to 
Prepare for Expected Improvement in Business 


An especially successful and _ bene- 
ficial sales meeting was held by the 
Pittsburgh Gage & Supply Company, 


well known distributor of mill, mine 
and railroad supplies, in Pittsburgh, 
September 13th, 14th and 15th. While 


the sessions were in the main for the 
sales department, heads of the billing, 
order and shipping departments at- 
tended, for the purpose of having the 
salesmen come into closer contact with 
these department heads and _ letting 
everyone know just what “the other 
fellow is up against.” 

While the company holds an annual 
sales meeting, it is usually staged about 
the first of the year, but, after a care- 
ful survey of the territory covered by 
the salesmen, Harry J. Casper, sales 
manager, became convinced that busi- 
ness would be much better for the re- 
mainder of this year, as well as next 
year, and determined to have a general 
meeting for the purpose of acquainting 
all the salesmen and department heads 
with the prospects for better business 
just ahead, and emphasizing the fact 
that the company wished to be in a po- 
sition to render the necessary service 
when the increase in business came. In 
a letter dated October 19th, Mr. Casper 
stated he was still of the same opinion 
then regarding the business outlook 
that he was when he called the confer- 
ence. 

“T felt taken care of 


this could be 


better by calling a general meeting and 
ironing out any little difficulties or mis- 
understandings that might have crept 
into our business during the last year,” 
stated Mr. Casper. “By having the de- 
partmental heads in on this meeting, 
we enjoyed a free discussion regarding 
individual territories, customers, etc. 
New lines were gone over and great 
stress was laid on the lines carrying 
the most profit, and the importance of 
selling these lines. 
“PUT YOUR HOUSE IN ORDER” 

Mr. Casper’s theme for the meeting 
was “Putting Your House in Order for 
More and Better Business.” On Friday 
evening, September 14th, a banquet was 
held at the William Penn Hotel, at 
which Mr. Casper acted as toastmaster, 
and the principal speaker was Major 
I. B. Carson of N. W. Ayer & Son, 
Philadelphia. N. W. Ayer & Son are 
a well known advertising organization. 
Major Carson’s subject was, ‘“Let’s 
Peek Under the Tent.” He dwelt on 
the value of advertising and the im- 
portance of a salesman selling the in- 
stitution behind him. Other speakers 
were C. B. Barton, vice-president of the 
Pittsburgh Gage & Supply Company; 
W. H. McBride, secretary, and J. G. 
Reuter, treasurer. 

Mr. Barton’s talk was on the slogan, 
“T Will.’ He reviewed the general 
business of the company during the last 
year and pointed out forcibly what the 





house had accomplished by _ simply 
starting out with everyone pledged to, 
“T Will.” This meant that everyone 
in the organization had pledged him- 
self at the beginning of the year to 
work more conscientiously and _ get 
more business than he had during the 
preceding year. Much encouragement 
could be given the men, he said, in the 
mere fact that they had accomplished 
this and that “We did” do all the things 
pledged, with the result that the com- 
pany was enjoying the best year it had 
had since 1925. 

Treasurer Reuter’s talk was on the 
important relation of credit to sales, 
and his main effort was to get over the 
thought to the salesmen that if a cus- 
tomer had to be turned down on ac- 
count of his financial standing, he (Mr. 
Reuter) regretted it just as much as 
did the salesmen. Ways and means of 
providing him with valuable informa- 
tion and of working with him with a 
view to creating a better feeling both 
with the salesman and the customer 
were freely discussed. 

Secretary McBride spoke on _ the 
value of advertising and on what type 
of advertising brought the best results 
to the mill supply house. wxike the 
others, his talk was very interesting. 

ALL SAW BALL GAME 

The meeting adjourned at noon, Sep- 
tember 15th, and the entire crowd saw 
the baseball game between Cincinnati 










































Group of Those Attending Sales Conference of Pittsburgh Gage & Supply Company. 
the company's sales department. Bottom Row, Left to Right H. A. 
Cc. B. Barton, Vice-President: D. M. 
ing Agent; R. L. Watson. 
ton, A. B. Brangiwynne;: 
Seely, W. E. 
ment; BD. KR. 
Fisher, R. B. 


All those 
Tuck, J. W. Donaldson, N. W. 


not otherwise designated are members of 
Poole; C. Casper, Head Shipper; 
Bryar, Vice-President; H. J. Casper, Sales Manager; J. G. Reuter, Treasurer; G. M. Curry, Purchas- 

Second Row, Left to Right—-J. R. Sharer, C. P. Barnes, W. J. Pitz, L. Le. Brenholts, M. W. Scheeser, H. Hamil- 
William MeBride, Secretary; C. BE. Smith, W. D. Little, W. F. Zarman; L. Stimmer, Credit Department; B. D. 
Keisling, L. J. Shubul, R. P. Robuck. Top Roi, Left to Right-—-A. A. Erdman, D. Cunningham; A. F. Sohl, Order Depart- 
Rupert; J. Kuhn, Head of Billing Department; J. Mullee, Superintendent; J. Superintendent; H. EB. 


Conklin; P. Armour, Head of Claim Department; H. Hartman, J. Wick, William Kress, C. Davis, H. Knauf, S. F. Keegan, 


Castricone, Assistant 
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No. 41 
DREADNAUGHT 


The finest general 
utility torch on 
the market. A 
good tool for a 
good workman. 


WALL 
DREADNAUGHT 


‘Service with Safety”’ 


Blow Torches 


and Furnaces 


HE official factory testers O. K. on every Wall 

DREADNAUGHT is the user’s guarantee of satisfac- 
tion—the dealer’s assurance of a pleased customer and 
fewer returns. 












The torch illustrated is No. 41, with brazed steel tank 
and a double check valve pump for absolute safety; angle 
handle for easy holding; self-cleaning burner for dependable 
operation; high heat and fuel economy. 







Supply houses everywhere are 
re-ordering Dreadnaughts. 


P. WALL MFG. SUPPLY CO. 


3126-66 Preble Avenue - Pittsburgh, Pa. 
Since 1864 
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SERVICE WITH SAFETY 


BLOW TORCHES 


and FURNACES 









and Pittsburgh in the afternoon. 

According to Mr. Casper, the sales- 
men were very optimistic as to the 
business outlook, and each one com- 
mitted himself to show an increase in 
sales. 


About That Little Book 

Have you kept up that little record 
book that has been mentioned several 
times in the past, Mr. Salesman? 
Reference is made to the memorandum 
book that contains your “dope” on cus- 
tomers. By keeping careful record of 
calls, and dates of purchases of sup- 
plies of various kinds by customers, the 
salesman will always know just about 
when the customer is in need of cer- 
tain items and can then question him 
regarding them. This little book should 
also contain much other data of every 
day value to the salesman. 


The Salesmen’s Meetings 

There is no profession or business 
that does not demand constant study 
from those who are to be really suc- 
cessful at it. To be really successful, 
a salesman must always be seeking 
new light. One of the most effective 
methods for salesman study—and, inci- 
dentally, a method which is constantly 
growing in popularity and importance 
in the mill supply field—is the weekly 
or bi-weekly meeting of the sales force, 
when systematic study is made of va- 
rious products handled and problems 
encountered. Every salesman whose 
house conducts meetings of this kind 
should take full advantage of them. 
A comparatively few minutes every 
week or every two weeks honestly de- 
voted to these meetings will make a 
world of difference in the efficiency of 
the individual. 


A Place For Everything 
Golf and Other Diversions Valuable 
Except When Overdone 

An executive of a business house was 
preparing to start on a tour of his 
company’s establishments recently. A 
friend, knowing he was a great devotee 
of the game of golf, asked him if he 
was planning to take his clubs. 

“No,” he replied, “that’s one of the 
reasons I’m taking this trip.” 

He didn’t enlighten his hearers any 
further, not even to the point of ex- 
plaining why he was being sent on the 
trip, but the conclusion to be drawn 
from his remark was that some of the 
men in the organization had been de- 
voting a little too much time to golf, 
or other diversions. 

Athletics have a definite place in the 
scheme of life today. They are a good 
thing for everyone who can participate 
in them, whether the person be male 
or female, old or young. They are a 
benefit not only to the individual, but 
to the firm he serves, provided they 
are not overdone. 

Some men take up golf, however, as 
a diversion—something to keep them 
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fit and get their minds off business tem- 
porarily—but eventually they become 
so absorbed in the game, so determined 
to master it, that it becomes a business 
for them, but a business which is not 
nearly so lucrative as their chosen 
work. The result is that their regu- 
lar business is neglected—and probably 
the golf game doesn’t improve much. 
This item is not written in censure 
of golf, for the writer is as eager to 
master its intricacies as any one. 


John Rosey Keeps Quiet 

Nothing of general interest has oc- 
curred at the Milner Supply Co. sales 
meetings since the last issue. You'll 
recall that’s the house where old John 
Rosey, sales supervisor, holds forth. 
The last several sessions have been 
given over to talks by representatives 
of manufacturers of various lines and 


general discussions on these lines, and 
the salesmen have gained a great deal 
of benefit from them. Old John has 
been keeping in the background “giv- 
ing others a chance to talk,” as he says, 
but he won’t stay put long and there’s 
sure to be a John Rosey story in the 
next issue. 


You May Smilr, But — 

You no doubt have often been inclined 
to smile at the pompousness of some in- 
dividuals in speaking of their business 
The way they express 
themselves, one might think they 
owned the business, when their posi- 
tions may not be very exalted at all. 
Nevertheless, you cannot help having a 
kindly feeling—often one of admira- 
tion—for the fellow who has such an 
interest in his company’s business. 
It really means a great deal. 


connections. 


Electric Tool ‘‘Clinics’’ 


The Black & Decker Mfg. Co. Gave Working 
Demonstrations for Distributors 


To further acquaint its distribu- 
with the many applications and 
portable electric tools, The 
Decker Mfg. Co., Towson, 
held working demonstra- 
practically every one of the 


tors 
uses for 
Black & 
Md., has 
tions in 











and jobbers’ salesmen and 
were in attendance at one 
time. In addition, a good many con- 
sumers were brought in by the dis- 
tributors’ and jobbers’ men, and quite 
a few other interested individuals 


tributors’ 
executives 


A Typical Black & Decker Demonstration Room 


larger cities in the country. At these 
“clinics” were demonstrated the com- 
pany’s complete line of portable electric 
drills, hammers, screwdrivers, tappers, 
valve refacers and attachments. 

As a rule, these clinics lasted for ten 
days or more, and as many as 146 dis- 


dropped in to learn more about portable 
electric tools, the company states. 

The results from these clinics were 
said to be very gratifying, and Black 
& Decker felt they were well repaid for 
the time and effort expended. The pic- 


ture shows a “clinic” room, 





CRESCENT 


A MESSAGE 
TO SALESMEN 
OF BELTING! 


You cannot straddle the 
fence—keep one foot in 
one field and one in an- 
other and make any 
progress. 

By the same token you 
cannot straddle the mat- 
ter of proper belt joining. 
Either you believe in belt 
joining and tell the World 
about it or—you don't 
in which case half your 
sales effort is being 
wasted. 

If you are one of those 
fellows who know. the 
value of proper belt join- 
ing and keep it to your- 
self, you get the same 
kind of results as the 
fellow who doesn’t care. 


If you want more and 
better business—-take up 
the fight for better belt 
joining methods. — Let 
every one of your custom- 
ers and prospects know 
how you stand. 
You will find the reward 
in your order book. 
Reprinted fram 
~The High Cost of Ind fference™ 
Have you a copy? 
CRESCENT BELT 
FASTENER CO. 


217 PARK AVE... NEW YORK, N.Y. 








BELT FASTENERS 
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Shur-Grip 
A3 The 
47/ Dependable 


Y File Handle 
“ For Dependable 


Distributors 


The opposite illustration shows the construction 
of the Shur-Grip. Note how the hardened 
steel die cuts its own thread in the tang of the 





file, and screws in—the same way that a nut 





screws on a bolt. This principle is so unique 
and simple that it quickly appeals to users of 
files, making the Shur-Grip a profitable and fast 
The Shur-Grip holds 


| file rigid, will not split or crack, and will not 


moving item to handle. 


come off unless unscrewed. Let us send you 
our distributor’s proposition 


HYRO MANUFACTURING CO., Inc. 


205 VARICK STREET NEW YORK, N.Y. 








ESTABLISHED 1874 


CLEVELAND, OHIO 





| Specialists for more than fifty years in the 
manufacture of all kinds of brushes for the 
| industrial trade. 





EW 


WIRE 
BUFFING BRUSHES 


This is one of our lines 
of Wire Wheel Brushes. 
This type is made from 
4 to 8inchin diameter 
and for economical and 
efficient service is with- 
out equal for use on 
flexible shaft and port- 
able buffingequipment. 
Perfect satisfaction is 
guaranteed. 





We invite your inquiries and are eager to demonstrate just what 
HEROLD SERVICE means in satisfying your requirements for 
brushes of all kinds. 


THE HEROLD BROTHERS CO. 


ESTABLISHED 1874 


1104 West 9t* St. Cleveland, O. 











American Swiss 


Files 


A favorite with mechanics 
for over 28 years 


Write for interesting booklet “Files of Precision” 
which illustrates most of the 2400 different sizes, 
shapes and cuts of American Swiss Files. 


American Swiss File & Tool Co. 
410-416 Trumbull St., Elizabeth, N. J. 





“files “files 
of of 
* ” ” 
precision \ precision 


Also manufacturers of high grade hand tools 
for mechanics 











“ENGINEERS” 


The Publication that 
Industry has been waiting for 


OW many times have your wished, Mr. Manu- 

facturer, that you could address your sales litera- 

ture directly to the individuals who would be most 
interested in reading it? 


It is said that industry is now “engineeringly con- 
trolled’’—by which is meant that purchasing is largely 
in the hands of engineers. How important it is, then, 
to know who the engineers are who control the pur- 
chase of billions of dollars’ worth of products. 


The new publication, “Engineers,” is the result of 
five years of work. It gives the names, firm connec- 
tions, positions held and addresses of 220,600 engineers, 
representing 30.335 corporations in the United States 
and Canada. It also gives officers of these corporations, 
street addresses, branch managers and products. 
There are 464 pages of engineering data that cannot 
be found in any other publication. The book has 1490 
pages, is well printed on thin paper and bound in 
Fabrikoid. 

The price is $15.00. 
request. 


Further information sent on 


The Crawford Publishing Co. 
537 South Dearborn St., Chicago 








When writing to Advertisers please mention Mitt Suppries 
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slit ih ial i a general manager. A little more than build up a line of foundry molding ma- 
Personals a year ago he became general manager chines, but became directly associated 
and at a meeting of the board of direc- with the Osborn company five years 
tors of the Townsend Company, held later as chief engineer. In 1916 he 
W. A. Bickel, until recently sales early in October, was unanimously was elected secretary and appointed 
manager for the Yost Manufacturing chosen as president to succeed the late works manager of the machine and 
Company, Meadville, Pa., has been ap- Robert T. Townsend, a great grandson brush divisions of the company. 
pointed sales manager for the Love- of the founder. As a member of Sub Wilson Ashley, branch manager at 
Committee No. 1 of the Sectional Com- Dotham, Ala. for the Alabama Ma- 
mittee of the Standardization of Bolt, c¢hinery & Supply Co., Montgomery, 
Nut and Rivet Proportions, he was distributor of mill and machinery sup- 
active drafting the report that last plies, has resigned, and has been suc- 
July was approved by the American ceeded by A. C. 





W. A. BICKEL 
joy Tool Works, Chicago. Prior to 
joining the Yost company, he was 


Automatic 
Chicago. 


supervisor of sales for the 
Maintenance Machinery Co., 

Calvin R. McGahey has been ap- 
pointed to the sales engineering force 
of The Hill Clutch Machine & Foundry 
Company, Cleveland. Mr. McGahey 
has for years specialized in the han- 
dling of this type of equipment and 
has covered the southern section of the 
country, which territory he will con- 
tinue to cover for The Hill Clutch com- 
pany. This territory includes Virginia, 
Tennessee, North and South Carolina, 
Georgia, Alabama, Florida, Mississippi 
and Louisiana. 

H. C. Weidner, 
president of 
Brighton, 


recently elected 
Townsend Company, New 
Pa., and known as one of the 
foremost authorities in the country on 
rivet manufacture, is the first person 
not a member of the Townsend family 
to become president since the company 
was established in 1816. Mr. 
has been associated with Townsend 
Company for fifteen years, the greater 
part of that time having —_ ‘n assistant 


Weidner 


Committee, 
American 


Engineering Standard 
creating in this country an 
standard for small rivets. 

S. W. Perry, of Monmouth, IIl., who 
formerly represented the DeVilbiss 
Company, Toledo, has joined the sales 
organization of The Alexander Mil- 
burn Co., Baltimore, to travel the 
middle western territory. Mr. Perry 
has long been identified with the paint 
spray, automotive, welding and cutting, 
portable light and engineering equip- 
ment fields. 

de We 
British 
Limited, 
States, 


salesman with the 
Black & Decker, 
is on his way to the United 
and will spend some time at 
the Towson factory of The Black & 
Decker Mfg. Co., and in the various 
automotive and industrial centers of 
the country. He will also attend the 
Automotive Equipment Association 
Show in Chicago. 


Franklin, 
office of 


Atherton Clark, of the export de- 
partment of The Black & Decker Mfg. 
Co., will start early in November on a 
year’s trip to include Hawaii, Japan, 
China, Philippine Islands, Malaya, 
Dutch East Indies, India, Australia 
and New Zealand, visiting the present 
distributors of Black & Decker prod- 
ucts in these countries, and establish- 
ing new distributing connections. P. C. 
Hough, of the service department, will 
leave shortly for Australia to estab- 
lish service facilities for the users of 
Black & Decker products in Australia 
and New Zealand, and A. A. Bellinger, 
of the export department, and E. E. 
Powell, Load-O-Meter department, are 
attending the Second National High- 
ways Congress and Exposition at 
Mexico City. 

Edwin S. Carman, secretary 
chief engineer of The Osborn Manu- 
facturing Co., Cleveland, has resigned 
to establish Edwin S. Carman Ince., gen- 
eral industrial engineer. Mr. Carman 
was engaged by the Osborn company 
in 1908 to design, manufacture and 


and 





Luhn, formerly 
for the company. Mr. Luhn joined the 
Alabama Machinery & Supply Co. in 
1923 and was placed in charge of the 
price and billing department, in which 
capacity he served for two years when 
he was appointed buyer 


buyer 


Spencer S. Swasey has become asso- 
ciated with the Walter A. Zelnicker 
Supply Co., 511 Locust street, St. Louis, 
as manager of the equipment depart- 
ment. For the last three years he has 
been head of his own contracting com- 
pany at Chicago, and previous to that 
was connected with the George D. 
Whitcomb Co., Rochelle, Ill., for twelve 
years, and the Grip Nut Company, Chi- 
cago, for four years. 

R. M. Porter has been added to the 
sales force of the Van Dorn Electric 
Tool Company, Cleveland, to cover the 
Philadelphia and Camden, N. J., ter- 
ritory. He will make his headquarters 
in Philadelphia. R. F. Hutt has been 
placed in charge of the field covered 
by the Minneapolis office, and will be 
located in Minneapolis. 

David D. Lupton, vice-president of 
David Lupton’s Sons Co., Philadelphia, 
and chairman of the company’s indus- 
trial committee, was recently presented 
with a gavel by the members of the 
present and former committees as an 
expression of their appreciation of his 
leadership and guidance since the in- 


ception of the committee nine years 
ago. 
A. C. Denison has recently been 


elected president of the Fulton Foundry 
& Machine Co., Cleveland, succeeding 
A. E. Gibson, who has resigned. Shortly 
after being graduated with a degree in 
chemical engineering from Case School 
of Applied Science in 1910, Mr. Denni- 
son became associated with the Ferro 
Machine & Foundry Co., Cleveland. 
Later he entered the employ of the Ful- 
ton Foundry & Machine Co., where for 
six years he served in various capacities 
involving mechanical operations and 
estimating. In 1921 Mr. Dennison was 
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Get the 
-MEDART- 
Wood Split 
PULLEY 


== % 1,9 
trom Stock! 
What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 


{] Wire them—’phone them—they’ll go off our ware- 
house racks and on the cars in a jiffy. 

{| You can always get them from stock, and for a fair 
price, at “‘Medart’s.” 

9 MR. SUPPLY DEALER—We have been engaged in the Pulley 
business for 45 years, and we know a great deal more about making = 
good pulleys than ma py concerns. 

4 OUR POLICY in building Wood Split Pulleys is: Cheapness 
is suicidal: products must be the best in their class. We wouldn't 
think of running the slightest risk of impairing the value of our 
most valued asset—Our Good Will. 

Get the “MEDART”’” WOOD SPLIT PULLEY from stock! 


= 
= 
= 
= 
= 
= 
= 
= 








TTT 








rey MENART COMPANY 
THI Jit. DD mi CWUIVIF AIN I 
(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 


Office and Warehouse: CINCINNATI 





Offices 
CHICAGO, PHILADELPHIA, NEW YORK, SEATTLE, PITTSBURGH 
Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, Friction 
Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprockets, Chain, Rope 
Sheaves, Rope Drives, Belt Tighteners, etc. 




















Sold on 10 Days’ Trial 


No Stock to Carry—Liberal Dealers’ Discount 


— > 















Every In- 
dustrial 
Plant Isa 
Good Pros- 
pect for 
This Port- 
able Blower 


OVER 4000 IN USE 


Think of the manufacturing plants you are calling on regularly that have 
motors, generators, switchboards, wood-working machinery, looms, knit 
ting machines, and other equipment where dirt, dust and lint quickly 
injure the delicate working parts. You can’t remove this dust efficiently 
by using rags, a broom or a duster. 


The ‘‘Marvel’’ Portable Blower 


forces DRY air into every nook and corner. 
Dust and dirt cannot accumulate if you 
use “‘The Marvel.’”’ It will keep your cus- 
tomers’ machinery free from dust. Manu- 
facturers immediately recognize the value 
of this equipment. It is easy to sell for we 
will ship a ‘‘Marvel”’ Portable Blower on 
10 days’ Free Trial. Simply demonstrate 
it. The machine sells itself. You have no 
stock to carry. 


Write at Once for Discount 
This isa SELLING proposition, NOT an 
ORDER taking one. YOU won't get the 
business UNLESS YOUR salesmen put 
this 10 DAY TRIAL offer up to the 
plant superintendent. 


ELECTRIC BLOWER Co. Fastest selling portable blower 


= on the market. Operates from 
352 Atlantic Avenue light socket. Cute motor troubles 
Boston 9, Mass., U.S. A. and the Fire Hazard. 


When writing to Advertisers 
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They like the smoothness of this—the strongest flex- 
ible joint on earth. They like its ready adaptability 


t —, lets go.’"” Common sense tells them that the sec- 












Men Use It 
—because they like it 


EN like the quick, easy application 
with a hammer as the only tool. 


to any type of service. The cost is trifling compared 
Asdetee tery 
to the extra protection it gives the belt ends. “‘Never 






tional steel rocker hinge pin will outlast any 
other type of pin. Year after ye. : sees larger 
quantities of all eleven sizes in use. 
Oraers ors llisgator Steet Belt Lacing are 
orders of brofit for the jobber 


FLEXIBLE STEEL LACING CO. 
4633 Lexington Street Chicago, U.S. A. 


dn England at 135 Finsbury Pavement, London, E. C. 2 


—— 








Hass. 











Look for this famous Registered 


Fs Trade Mark, now stamped on gen- 
uine 


Alligator Stee! Belt Lacing. 
































Positive lubrication housed 

working parts improved r ball, La} 

method of ‘a ¥ 

extra lar valves unre- Wscw THEF-E.MYERS aeRo 6; 
tricted waterways, these and | ASKLAND onto, : 
other equally important feat — : 


ures reduce Operation costs to 
the minimum and increase 


efficiency 


Ask for catalog and informa- 


tion. 


THE 


PUMPS—WATER SYSTEMS—HAY TOOLS—DOOR HANGERS 








SELF- 
YERS Pg 
Power Pumps 


Dependable, low cost power water 
facilities for mill, mine or factory, or 
any other purpose—have them with 
Myers Self-Oiling Power Pumps and 
Water Systems—The complete line 
for every need up to ten thousand gal- 
lons per hour. 





SELF--O1LING 
DEEP WELL 
POWER HEAD 


PATENTED 























to the maximum 


F. E. MYERS & BRO. CO. Ashland, Ohio 
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November, 1928 





aco 


HULL GUPPLIES 





113 





made manager of the Euclid Foundry 
Co., Euclid, Ohio, which position he 
held until his resignation recently to 
become president of the Fulton or- 
ganization. 

D. L. Bellinger has resigned as presi- 
dent and superintendent of the Mount 
Morris Valve Corporation, Mount 
Morris, N. Y., and has gone to Glens 
Falls, N. Y., to engage in another field 
of work. David Swift, treasurer of 
the Mount Morris concern has_ been 
placed in charge of the plant pending 
the selection of Mr. Bellinger’s suc- 
cessor. 

H. B. Miller, for the past year in the 
Detroit district sales office of the 
Wheeling Steel Corporation, Wheeling, 
W. Va., has been named to succeed 
Arthur F. Scherer, resigned, as Cin- 
cinnati district sales manager. Mr. 
Miller has been engaged in the steel 
business for twenty-one years, starting 
in 1907 as clerk for the Otis Steel Co. 
In 1919 he was elected secretary of the 
Otis company, and resigned that posi- 
tion in March, 1927, to go with the 
Wheeling Steel Corporation. 

B. W. Rogers was recently made 
representative at Akron, Ohio, for the 
“alk Corporation, Milwaukee, and will 
have headquarters at 225 Central Sav- 
ings & Trust building. He has recently 
been identified with The B. F. Goodrich 
Rubber Co., Akron. 

L. C. Wilson, for eight years vice- 
president and general manager of the 
Federal Malleable Co., West Allis, Wis., 
has been appointed assistant to Paul 
Llewellyn, president of the Interstate 
Iron & Steel Co., Chicago. 

-aul F. Kreuzer, for the past twenty- 
six years connected with the Glauber 
Brass Mfg. Co., Cleveland, recently 
resigned his position with that con- 
cern to join the Royal Brass Mfg. Co., 
also of Cleveland, as manager of the 
special fixture department. 

Lee C. Brookman, formerly of the 
Roanoke branch of the Noland Com- 
pany, Inc., has been promoted to the 
managership of the Bristol, Tenn., 
office. 

Wm. J. Hepburn was recently ap- 
pointed vice-president in charge of the 
sales department of the Montgomery 
Plumbing Supply Co., Jersey City, 
N. J. Mr. Hepburn was formerly as- 
sociated with the Seashore Supply Co., 
Atlantic City, N. J. 

William C. Dickson, formerly with 
the Bridgeport Brass Co., Bridgeport, 
Conn., has joined the sales force of the 
Capital Brass Works, Detroit. Mich. 
He will represent the company in Chi- 
cago and northern Illinois, Wisconsin, 
Minnesota, Iowa, Nebraska and Mis- 
souri, exclusive of St. Louis. 

John N. Critchlow, Detroit repre- 
sentative of the Oliver Iron & Steel 
Corp., Pittsburgh, has recently been 
made general manager of sales, suc- 
ceeding W. M. Heim, who has resigned. 

F. C. McLain, president of the Re- 
liance Mfg. Co., Massillon, Ohio, and 
E. W. Hart, vice-president, have re- 





cently retired. W. H. Crawford, secre- 
tary and treasurer has been named to 
succeed Mr. McLain as president, and 
H. J. McGinn, general sales manager, 
has been appointed vice-president and 
general manager. 

Walter G. Hildorf was recently placed 
in charge of all metallurgical work for 
the Timken Steel & Tube Co., Canton, 
Ohio. For the last several years Mr. 
Hildorf has been metallurgical en- 
gineer for the Reo Motor Car Co., 
Lansing, Mich. 

H. D. Rosenkrans has been appointed 
district manager of a new office which 
has been opened at 50 Church street, 
New York, by the Niagara Machine & 
Tool Works, Buffalo, to serve the 
metropolitan New York territory. He 
has been associated with the company 
for nine years, and has served in the 
engineering, advertising and sales de- 
partments. The company manufactures 
machines and tools for sheet metal 
working. 

H. E. Stocker has joined the Chicago 
sales organization of The Hendey Ma- 
chine Co., Torrington, Conn. 

George F. Joyce was recently ap- 
pointed assistant sales manager for 
Chicago and vicinity of the Magnetic 
Mfg. Co., Milwaukee, Wis. 

W. C. Wellborn, who for several 
years has been buyer for the Tissier 
Hardware Co., Selma, Ala., has joined 
the general hardware buying depart- 
ment of the Moore-Handley Hardware 
Co., distributor of hardware machinery, 
mill and other lines of industrial sup- 
plies. 

J. A. Dombart has been placed in 
charge of the Norwalk Drilling Tool 
Co., Norwalk, Ohio, succeeding the late 
James Kavanaugh. 





Field Notes 





S. Duncan Black, president of The 
Black & Decker Mfg. Co., has an- 
nounced the merging of the Domestic 
Electric Company, located at 7223 St. 
Clair avenue, Cleveland, with The 
Black & Decker Mfg. Co., of Towson, 
Maryland. The Domestic Electric 
Company, of which Carl A. Duffner is 
president, has during the past fifteen 
years built up a very substantial busi- 
ness in the manufacture of fractional 
horse power motors for all types of 
electric tools and appliances. Mr. Duff- 
ner, who has been president and gen- 
eral manager of the Domestic Electric 
Company since the company was or- 
ganized, will remain in his present 
capacity, as will also Milton H. Speil- 
man, vice-president of the company, 
an electrical engineer and an acknowl- 
edged authority on motor manufac- 
turing. 

John L. Cummings Co., St. Joseph, 
Mich., has been organized to manufac- 
ture various type of foundry refrac- 
tories and foundry specialties. Among 
the refractory products this company 
will manufacture are plastic linings, 





high temperature cements, melting fur- 
nace linings, patching materials, etc. 
Work will soon start on the erection 
at St. Joseph, of the first unit which 
will be 66x100 feet, a similar unit to 
be erected later. It is planned to start 
operations late in December. The 
officers are John L. Cummings, presi- 
dent and treasurer, and J. R. Oster- 
berg, secretary. Mr. Cummings has 
been associated with the S. Obermayer 
Co., Chicago, for the past ten years, 
having been manager of the refrac- 
tory department of that concern, and 
is secretary of the refractory com- 
mittee of the American Foundrymen’s 
Association, and secretary of the joint 
committee on refractory materials. 

Joseph T. Ryerson & Son, Inc., Chi- 
cago, has purchased the plant, mer- 
chandise and good will of the Sander- 
son Co., Kendall Square, Cambridge, 
Mass., said to be the largest and most 
complete plant of its kind in the New 
England territory. 

Orders received by the General Elec- 
tric Co. for the three months ended 
September 30th amounted to $90,328,- 
666 compared with $77,420,263, for the 
corresponding quarter of 1927, an in- 
crease of 17 per cent. President 
Gerard Swope has announced that for 
the nine months ended September 30th 
orders received amounted to $260,686,- 
163, compared with $233,076,091, for 
the first nine months of last year, an 
increase of 12 per cent. 

Hill Clutch Machine & Foundry Co., 
Cleveland, reports that it has been 
awarded contract by the Gulf States 
-aper Company for all the agitator 
equipment and driving mechanisms re- 
quired in their new kraft mill at Tusca- 
loosa, Ala. This installation includes 
19 vertical tank drives and 6 _ hori- 
zontal stock chest drives. 

Decatur Pump Company, Decatur, 
Ill., recently moved into its own new 
building at 2750 Nelson Park road. 
The building is 190x250 feet, and is 
of the latest type of industrial construc- 
tion. 

F. S. Chase, president of the Chase 
Brass & Copper Co., Inc., Waterbury, 
Conn., announces that all products 
formerly sold by the Waterbury Mfg. 
Co. and the U. T. Hungerford Brass & 
Copper Co. are now sold under the 
Chase name and mark. Last year the 
assets of the U. T. Hungerford Brass 
& Copper Co. were bought by Chase 
Companies, Inc. 

American Swiss File & Tool Co., 
Elizabeth, N. J., announces to the trade 
that Samuel Harris & Company, 114 
North Clinton street, Chicago, has been 
appointed distributor for American 
Swiss Files of Precision for the Chi- 
cago district. 

The general offices of Henry A. Hit- 
ner’s Sons Co., Philadelphia, have been 
removed from 4501 Richmond street to 
Gaul & Huntingdon streets. 

The first unit of the new Chicago 
branch factory to be occupied by David 
Lupton’s Sons Co., Philadelphia, manu- 
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WOOD WORKING 
MACHINES 
Appeal to Close Buyers 


Mill men who are figuring 
how to produce cheaper, 













And who realize that low 
depreciation means more 
than low first cost, 


These users are your best 
market for Crescent Wood 
Working Machines. 





Crescent quality makes for 
repeat orders. Keep in touch 
with present users. 


— 


The CRESCENT MACHINE Co. 
96 COLUMBIA ST. LEETONIA, OHIO 


































Swartwout 
Steam Products 


Swartwout 
Bucket 
Type 
Steam Trap 
Intermittent action 


—pressures to 
250 Ibs. 





Trouble Free 


Steam Separators Low Pressure Float Trap 
Return, Lifting and Vac- 


uum Trap 


Air Separator 
Cast Iron Exhaust Head 


Steam Separators Re- 
ceiver Type 


Cast Iron Strainer 


The Swartwout Company 


General Offices: 18523 Euclid Avenue, Cleveland 
Factories: Cleveland and Orrville, Ohio 































This New 
Catalogue 
| will Speed 
comme} ap Your 


—) Float Orders 


Floats have such a variety of uses that ordering the 
correct float for a particular purpose involves several 
important details 








Some of these details are So often overlooked in ordering 
that we have covered in our new Float Catalogue all the 
points likely to be raised by float buyers. ‘There are 
useful tables on weights, buoyancies and_ pressures. 
There are illustrations of the various fastening and operat- 
ing devices used. The uses for floats of copper, steel, 
brass, aluminum and other metals are outlined. 


Every supply house should use this catalogue. It will 
simplify ordering and may save some of your customers 
valuable time in emergencies. Sent on request 


Arthur Harris & Co. 


Established 1884 
Engineers, Coppersmiths, Brass Founders and Finishers 


210-218 N.CURTISST. . e ° - CHICAGO,ILL. 
Copper Ball Floats Always in Stock 
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LEATHER 
SEWING MACHINE BELTING 


MADE 


.FOR THE 


JOBBING TRADE 


WRITE FOR 
SAMPLES AND 


7 PRICES 
qr 


Western Rawhide Belting (o. 


MILWAUKEE: - WIS- 



























When writing to Advertisers please mention Mitt SuPpiies 
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facturer of solid steel windows and 
steel shelving, is rapidly nearing com- 
pletion. This building, now being con- 
structed by the Clearing Industrial Dis- 
trict at 5733 West 65th street, Chi- 
cago, will be ready for use about 
November Ist. This unit is 500 feet 
long by 300 feet wide, and is one of 
the largest of its kind in the middle 
west. The new building is of steel 
frame construction, with Lupton 
pivoted windows in the sidewalls be- 
tween columns, resulting in an abun- 
dance of natural daylighting and fresh 
air throughout the interior of the build- 
ing. The Pond roof truss above con- 
tains long runs of Pond top hung con- 


tinuous windows, which also aid in 
giving efficient natural lighting and 
correct ventilation to the floor below. 


Across the front of the building is an 
office. 

Kenneth Anderson Co., Detroit, dis- 
tributor of pipe valves, fittings, pack- 
ings, engineers’ supplies and _ spe- 
cialties, announces its change of ad- 
dress from 133 East Atwater street to 
431 West Jefferson avenue. 

The Central Supply Co., Inc., Pas- 
saic, N. J., recently purchased a tract 
of land, consisting of 18,000 square 
feet in Radburn, the town which is 
being built in New Jersey between 
Paterson and Hackensack. Louis Levy, 
president of the Central Supply Co., 
stated that eventually the company ex- 
pects to improve this property with a 
warehouse and offices. 

Chicago Watchman’s Clock Manu- 
facturing Co., Inec., 1526 South Wabash 
avenue, Chicago, has removed its New 
York office to 70 East Forty-fifth 
street, in charge of H. R. Kirkland and 
John G. Earl. 

The J. L. Mott Co., Trenton, N. J., 
has made several additions and im- 
provements to its plant in that city 
recently, and has had several kilns con- 
structed for use in the manufacture of 
enameled ware. The company is also 
now operating several kilns for vitreous 
china and for solid porcelain, and all 
departments are now employing four 
times aS many men as in 
when the present 
hold. 


February, 
management took 


Crane Co. has acquired the Landon 
Radiator Corporation of North Tona- 
wanda, N. Y., and will manufacture 
radiators at that point. The Landon 
plant is modern in every respect, hav- 
ing been in operation only since last 
February. It was developed under the 
personal supervision of A. A. Landon, 
formerly vice-president in charge of 
manufacturing of the American Rad- 
iator Company, who brought the ex- 
perience of many years to the task. 
Mr. Landon will become identified with 
the new interests. As the Tonawanda 
plant has not sufficient capacity to sup- 
ply the needs of Crane Co., and has no 
boiler department, it is the intention 


of Crane Co. to manufacture both 
radiators and boilers at Bridgeport, 
Chicago and _ possibly Chattanooga. 


Crane Co. made pipe radiators from 
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1865 to 1895, and began to manufac- 
ture cast iron sectional radiators in 
1889, but owing to rapid expansion of 
other lines, which absorbed the facil- 
ities of the company, the production 
of cast iron radiators was abandoned. 
It is now resumed after many years. 

Wayne Pump Co., Fort Wayne, Ind., 
manufacturer of self-measuring gaso- 
line pumps, tanks, air compressors, etc., 
has acquired the Boyle-Dayton Co., Los 
Angeles, manufacturer of kindred equip- 
ment. The name of the latter will be 
changed to Wayne-Dayton Co. F. E. 
Dayton, president, will retire and be 
succeeded by his son, F. L. Dayton. 

The Timken Steel & Tube Co., a 
subsidiary of the Timken Roller Bear- 
ing Co., Canton, Ohio, has purchased 
for $200,000 from John C. Schultz, re- 
ceiver, the Weldless Tube Co., Wooster, 
Ohio. This plant was built in 1922 and 
is equipped with a piercing mill, an 
automatic rolling mill and 10 stands of 
reducing rolls, together with heating, 
swaging and annealing furnaces and a 
pickling and treating department for 
boiler tubes. It has a rated annual 
capacity of 18,000 tons. With the plant 
the purchaser secures 100 acres of land. 
The Canton company expects to place 
the Wooster plant in operation shortly. 

The name of the New Jersey Supply 
Co., Orange, N. J., has been changed 
to the Frank A. Ebert Co. Frank A. 
Ebert is president, and W. J. Ebert is 
secretary-treasurer. 

The Westinghouse Electric and 
Manufacturing Company is just com- 
pleting, at the East Pittsburgh works 
of the company, the largest arc-weld- 
ing laboratory in the world. This 
laboratory is 170 feet long, 75 feet 
wide, and 40 feet high, and contains 
the latest developments in arc-welding 
apparatus. The equipment of the 
laboratory includes a 15 ton crane and 
massive rolling and forming equipment 
to be used in forming and shaping the 
various parts that, when welded to- 
gether, will form turbine generator 
frames, locomotive frames, synchro- 
nous motor frames and spiders, boxes, 
machinery bases, floor plates and 
tanks, miscellaneous machinery parts, 
industrial heating apparatus, _ steel 
pipes, and shop furniture. 

United States Cast Iron Pipe & 
Foundry Co., Burlington, N. J., is en- 
larging its facilities for the production 
of centrifugal pipe at its plant at North 
sirmingham, Ala. <A unit is being 
added for the production of pipe 4 to 
12 inches in diameter and 18 feet long. 
Quantity production previously has 
been limited to 12 foot lengths, 47s 
inches in diameter. 





New Factories and Additions 





National Automatic Tool Co., Rich- 
mond, Ind., manufacturer of multiple 
drills, recently purchased a four-story 
building to be used as a warehouse. 
The Hanson Clutch & Machinery Co., 





Tiffin, Ohio, is completing two addi- 
tions, each 52x200 feet, which will be 
used for assembly of excavating 
machinery. Two additional buildings 
will be erected next spring for produc- 
tion of machine parts. 

Charles H. Wilson, 383 Concord 
Avenue, New York, manufacturer of 
pyrometers, instrument parts, etc., has 
filed plans for an addition to his four 
story factory, including improvements 
in present structure, to cost about 


$35,000. 

Wood Brothers Thresher Co., Des 
Moines, Iowa, is building a new as- 
sembly and storage plant, 220x240 


feet, and a research experimental build- 
ing, 36x80 feet, both one-story, at an 
estimated cost of $60,000. 

Carborundum Co., Niagara Falls, 
N. Y., manufacturer of abrasive prod- 
ucts, is planning the construction of a 
three-story factory branch and dis- 
tributing plant at Detroit, to cost over 
$60,000 with equipment. 

Detroit Gasket Mfg. Co., 6309 Ham- 
ilton avenue, Detroit, has awarded gen- 
eral contract for a one and two-story 
addition, with boiler house, to 
about $75,000 with equipment. 


cost 


Milwaukee Foundry Equipment Co., 
473 Idaho street, Milwaukee, is erect- 
ing a new factory, 70x130 feet, to cost 
about $35,000. 

National Gauge & Equipment Co., 
La Crosse, Wis., is building a two- 
story extension, 130x160 feet, and an 
addition to power house, which will cost 
about $100,000. 

Link-Belt Co., Holmes avenue and 
West Michigan street, Indianapolis, has 
awarded contract for three story ad- 
dition, to cost approximately $150,000 
with equipment. 

Eleco Tool & Screw Co., Rockford, 
Ill., has awarded contract for rebuild- 
ing portion of two-story plant recently 
destroyed by tornado, to cost over $150,- 
000 with equipment. 

Knapp Brothers Mfg. Co., Cicero, 
Ill., manufacturer of metal building 
products, metal trim, etc., has plans 
for new one-story plant at Joliet, Ill., 
120x600 feet, to cost over $100,000. 
Brothers Foundry Co., 
Liberty and McLean streets, Cincin- 
nati, has acquired tract on Johnson 
street, and plans new one-story foundry 
to cost close to $110,000 with equip- 
ment. 

Gilbert & Bennett Co., Georgetown, 
Conn., manufacturer of wire cloth, has 
awarded general contract for a one- 
story addition for mechanical cleaning. 

Taylor Iron Works & Supply Co., 
Broadway, Macon, Ga., plans to build 
a one-story foundry, boiler shop and 
pattern works, to double present capac- 
ity, to cost about $60,000 with ma- 
chinery. 


Wessling 


Davidson Fan Co., 15 Brooks street, 
Newton, Mass., has awarded contract 
for a new two-story plant, 50x100 feet. 


Klein Iron Works, 65 Broadway, 
Astoria, L. I., is planning a one and 
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Put This Great 
Belting In Your 
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There is room for a genuine profit maker and builder 
of good will like Stanley. 





Investigate the long record of supremacy over 
not only of its own type but of all types. 
Investigate its desirability 

viewpoint. Inquiry invited. 
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Stanley Belting Corporation 


13 N. Jefferson St. 
Chicago 


536 Lyons Avenue 124 Adelaide St., W 
Irvington, N. J. Toronto, Ont. 

42A Southwark St., S. E. I. 

London, England 





Kindly s 
prices to— 


Pirpro nd mend ne gurl rigs aree re mapa radar ederrhaped renter epag ek ersead eo ch ecee ef eked 


ln Papapet + Prd ehaga te 
saredesatetetearee 





traeeee 





Qn WoMILITES November, 1928 
eS 











Bales of excelsior can be kept perfectly safe from fire in a 


“PERFECTION” — 
EXCELSIOR CAN | 


ey 
EXCELS 


GEOW. sen NES 





These cans are also used for storing hay, straw, clean waste, clean 


rags and paper used for packing material and other inflammable 
materials 


The construction is of heavy galvanized steel, reinforced with 
angle iron. The hinged cover is also reinforced and fit snugly. 
Made in one, two and four-bale sizes 


Like all Diener products, these cans are good sellers 
Send for catalogue and distributors’ prices 


GEO. W. DIENER MFG. CO. 


400-420 N. Monticello Ave., CHICAGO, ILL., U.S. A. 

















FRICTIONLESS on Bearing Metal means 
just what STERLING does on Silver—an 


absolute guarantee 


TRADE MARK 








“It Has Stood the Test Since 1891”’ 


We also make 


NICKEL GENUINE 
GENUINE BABBITT 
COPPER HARDENED 


All of these Babbitt Metals are made from highly 
refined raw materials, perfectly amalgamated — 
thus insuring satisfied customers and repeat orders. 


hrictionless Metal Company 
1458-60 Collins Street 
SAINT LOUIS, MO. 














7-BULL@>FROG- 
{ WHEELBARROWS 


Bull Frog wheelbarrows handle maximum loads with 
minimum labor because exclusive features of design and 
construction are engineered into them. Bull Frog No. 
42, the great outstanding general purpose barrow, saves 
money on every job. Other Bull Frog barrows, carts, 
and scrapers for every garden, farm, mill, mine, con- 
tracting, and industrial use. Write for catalog. 


BARROW COMPANY 


Toledo, Ohio 


Branch Cffice and Warehouse 





69 E. Wacker Drive, Chicago ; 
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two-story addition, 100x135 feet, to 
cost about $75,000 including equipment. 

H. T. McCluskey & Sons, Ine., 525 
Grand avenue, New Haven, Conn., 
manufacturer of wire cloth, has 
awarded contract for a one-story ad- 
dition, 42x60 feet. 

French Mfg. Co., Waterbury, Conn., 
manufacturer of bronze and copper 
tubing, has awarded contract for a 
one-story addition, 60x200 feet, to cost 
about $50,000. 

Briggs Mfg. Co., 11631 Mack avenue, 
Detroit, manufacturer of automobile 
bodies, plans to build a one-story ad- 
dition, 80x100 feet, to cost about $40,- 
000 with equipment. 

National Tile Co., Anderson, Ind., 
plans to build a one-story addition, 
8&8x415 feet, with tunnel, kiln, loading 
racks, kiln cars and other equipment, 
to cost more than $100,000. 

Parkersburg Rig and _ Reel Co., 
Harris street, Parkersburg, W. Va., 
manufacturer of oil well machinery, 
parts, ete., has awarded contract for 
a one-story addition, to cost about $75,- 
000 with equipment. 

Zenith Foundry Co., 567 Seventy- 
fifth avenue, West Allis, Milwaukee, is 
building a shop addition, which will 
cost about $20,000. 

International Harvester Co., 606 
South Michigan avenue, Chicago, plans 
to build a new factory branch, storage 
and service plant for motor truck divi- 
sion at Baltimore, which is to be one- 
story, 125x250 feet, and will cost about 
$125,000 with equipment. 

Northwestern Steel & Iron Works, 
Eau Claire, Wis., has awarded contract 
for a one-story addition, 48x100 feet. 

Newark Transformer Co., 17 Fre- 
linghuysen avenue, Newark, manufac- 
turer of electric power equipment, has 
acquired property at 62 Sherman ave- 
nue, 25x100 feet, and plans the con- 
struction of an addition to cost about 
$40,000. 


Cleveland Wire Spring Co., 1281 
East Thirty-eighth street, Cleveland, 
has awarded contract for a one-story 
addition, 120x125 feet, to cost more 
than $80,000. 


W. S. Tyler Co., 38600 Superior 
avenue, Cleveland, manufacturer of 
wire cloth, ornamental bronze and iron 
products, etc., plans to build a_ five- 
story addition, 66x100 feet, to cost 
more than $200,000. 


Lomira Mfg. Co., Lomira, Wis., 
manufacturer of furniture and hard- 
wood specialties, plans to build a new 
plant, which will cost about $75,000, to 
replace factory recently destroyed by 
fire. 

McClintock & Craig, 458 Bridge 
street, Springfield, Mass., will build a 
new branch plant at St. Johns, Que., 
to cost about $125,000 with equipment. 

Precision Die Casting Co., Syracuse, 
N. Y., has acquired property at Cleve- 
land for a new branch plant, to cost 
about $100,000. 
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Kk. C. Hersee Co., 47 Bacon street, 
Watertown, Mass., manufacturer of 
automobile tools, has awarded contract 
for a one-story addition, 50x100 feet, 
with an extension 30x45 feet, to cost 
about $45,000. 

Maynard Electric Steel Casting Co., 
1328 Twenty-second avenue, Mil- 
waukee, has awarded contract for a 
one-story foundry addition, 100x121 
feet. 

Edcouch Machine & Electric Co., 
Edcouch, Tex., has placed contract for 
a one-story machine shop, to cost about 
$30,000. 

Washburn-Crosby Co., Chamber of 
Commerce building, Minneapolis, Minn., 
is reported planning to rebuild por- 
tion of flour mill A, recently destroyed 
by fire, with loss of about $200,000. 

General Engineering Works, 340 
West Huron street, Chicago, manu- 
facturer of screw machine products, has 
purchased property on West Division 
street for a new one-story plant, to 
cost more than $85,000 with equipment. 

Nichols & Shepard Co., Marshall 
street, Battle Creek, Mich., manufac- 
turer of agricultural implements, is 
planning a one-story addition, 100x400 
feet, with smaller unit, 90x100 feet, to 
cost more than $225,000 including 
equipment. 

Belle City Malleable Iron Co., 
Racine, Wis., has awarded contract for 
a power plant addition, 50x81 feet, two 
stories. 

Smith Tool & Mfg. Co., 120 Christie 
street, Newark, N. J., plans to build a 
new one-story plant, 90x100 feet, to 
cost about $25,000 with equipment. 

Badger Foundry Co., Holburn and 
DeKoven avenues, Racine, Wis., is 
building a core-room addition 70 feet 
square. 

National Paper Products Co., Church 
street, Stockton, Calif., will soon begin 
superstructure for a new two-story 
plant to cost about $90,000 with ma- 
chinery. 

Precision Castings Co., Syracuse, 
N. Y., has purchased a site on Berea 
road, near West 117th street, Cleve- 
land, and will erect a plant to manu- 
facture die castings. 

National Grinding Wheel Co., 2984 
Main street, Buffalo, has awarded con- 
tract for a new plant at North Tona- 
wanda, N. Y., to cost more than $50,- 
000 with equipment. 

Ford Motor Co., Detroit, is having 
plans drawn for a new one-story fac- 
tory branch, service and repair build- 
ing, 125x170 feet, at Meridian, Miss.., 
to cost about $60,000 with equipment. 

Tennessee Enamel Mfg. Co., Cleve- 
land, recently organized, has awarded 
contract for the initial unit of a new 
plant, 200x200 feet, on a_ seven-acre 
tract, to manufacture metal enameled 
products, to cost more than $80,000. 


Gillette Rubber Co., 799 Wisconsin 
avenue, Eau Claire, Wis., has awarded 
contract for a one-story addition, 
128x200 feet, with foundations for 


three additional stories. Present work 
will cost about $50,000. 

Firestone Tire & Rubber Co., Akron, 
Ohio, will build a four-story factory 
branch and_ distributing plant at 
Grand Rapids, to cost about $115,000 
with equipment. 

Armstrong Furnace Co., London, 
Ohio, plans to build a new one-story 
plant at Columbus, Ohio, to cost about 
$40,000 with equipment. 

General Tool Co., Enid, Okla., is 
considering new one-story plant, 75x135 
feet, to cost about $40,000. 

Van Norman Machine Co., 160 Wil- 
braham avenue, Springfield, Mass., 
plans to build a two-story addition, 
23x82 feet, and make plant alterations. 

J. I. Case Threshing Machine Co., 
Eighth sireet, Des Moines, Iowa, plans 
to build a four-story addition, 100x130 
feet, to cost about $85,000 with equip- 
ment. 

Norton Co., New Bond street, Wor- 
cester, Mass., manufacturer of abra- 
sives and grinding machinery, will 
soon start work on a one-story, 39x78 
feet addition. 

Nardin-Armstrong Co., Bedford, Va., 
will build a new one-story plant, 
150x350 feet, for the manufacture of 
tools, dies, steel stampings and kindred 
products, to cost about $70,000. 

Mitchell Specialty Co., Inc., Edmund 
and Shelmire streets, Philadelphia, 
manufacturer of automobile hardware 
has awarded general contract to I. A. 
Stoutenburg, 3438 North Marvine 
street, Philadelphia, for a one-story ad- 
dition to machine shop, to cost about 
$36,000 with equipment. 

Standard Steel Works, North Kansas 
City, Mo., plans to build a one-story 
storage and distributing plant, 100x115 
feet, which will cost about $60,000. 

Moore-Handley Hardware Co., 25 
South Twentieth street, Tuscaloosa, 
Ala., plans to build a new multi-story 
storage and distributing plant, to cost 
more than $40,000. 

Standard Pipe & Supply Co., Los 
Angeles, will build a new one-story 
storage and distributing plant, 53x240 
feet, with pipe cutting, threading and 
other departments. <A 200-ft. crane 
runway will be installed. Unit is esti- 
mated to cost over $90,000 with equip- 
ment. 

Oldberg Mfg. Co., 2661 East Grand 
boulevard, Detroit, manufacturer of 
automobile mufflers, etc., has awarded 
contract for a one-story addition, to 
cost about $30,000 with equipment. 

Joseph N. Smith Co., 5914 Federal 
avenue, Detroit, manufacturer of auto- 
mobile hardware, is planning to erect 
a two-story plant unit, 150x800 feet, 
to cost over $200,000 with equipment. 

Rubber Products Co. of Alabama, 
Ine., Muscle Shoals, Ala., has approved 
plans for a new mill to cost about 
$100,000 with equipment. 

Western Reserve Mfg. Co., Cleve- 
land, will build a one-story addition to 


n 


cost about $45,000. 
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Seven Superior Points of 
construction make them 


=— easy to sell! 
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One solid piece-- Standard except the flat i 
AN ORDINARY DRILL SOCKET will bn 
drive a twist drill only as long as the drill has a 
tang. When the tang twists off or the shank b 
breaks, the drill is useless in the ordinary ¥ 
socket. ° e 
BUT—grind a flat (time 3 minutes) on the Portable Electric Drills, 
bro ken drill, slip it into a ‘‘Use-Em-Up” ° ° 
et cod os aeasban nae ee Grinders, Polishers, Buffers 
Peesiiles Li in Sleeve or Socket Type. Specials wr 
made to order. 


Sold Only Through Jobbers 


THE UNITED STATES ELECTRICAL TOOL CO. 
2498 West Sixth St. 


Write for Jobber’s proposition. 


LOVEJOY TOOL WORKS 


328 W. OHIO STREET CHICAGO 
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Cincinnati, Ohio 
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FRICTION CLUTCHES 


Stock Clutches for use with pulleys, sheaves 
and gears; Cut-Off Couplings and Friction 
Clutch Pulleys. Special Clutches for any 
unusual service. 31 years clutch exper- 
ience. Ask for catalogue. 


ALSCHUIIZ & SON 


1675 ELSTON AVE. Chicago, 
POWER TRANSMISSION APPLIANCES 




















WESTCOTT 
Lathe and Drill Chucks 


Catalog No. 528 tells all about them—Send for a copy 
WESTCOTT CHUCK CoO., Oneida, N.Y. 


Branch Offices in Principal Cities 











en on 
Ebonite Packing 


This is the standard sheet pack- 
ing used in thousands of indus- 
trial plants. It gives equally 
Satisfactory service on high pres- 
steam and water lines, as 
as on those carrying oils, 
S, gas OF alr. 






Will not blow out. 


~ Quaker City Rubber Co. 
Wissinoming, Philadelphia 





Branches: New York ‘-. Chicago ‘-. Pittsburgh *-. San Francisco 








any other pliers 


on It will do work impossible to do with 





Its compound leverage delivers a one 
ton grip at the jaws which are designed 
to fit round, square or hexagon objects. 
Adjusting screw at jaws enables locking 


them to any object as youwoulda hand vise. 
Write for descriptive folder 


Station C THE LAWSON MFG. CO. Cleveland, Ohio 
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CLASSIFIED 
ADVERTISEMENTS 
Classified Line Advertisements under 
heads of Wanted, For Sale, etc., will be 
published in this Department at.a rate of 
20 cents a line, each insertion. Count six 
words to a line. 


SITUATIONS WANTED 


Successful salesman, fifteen years’ 
experience selling mill supply dealers 
and larger consumers is open for new 
connection, mechanical education. Will 
consider any standard line or specialty 
selling to this class of trade. Expert 
on transmission. Address No. 947, care 
MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 


Mill supply man, for twelve years 
with one of the largest supply houses 
in the South, wants a connection with 
either a southern house or a manu- 
facturer who wants southern repre- 
sentation. Address No. 948, care MILL 
SUPPLIES, 537 South Dearborn street, 
Chicago. 


Thoroughly qualified sales and ad- 
vertising executive with background of 
experience in industrial and oil well 
supply business, desires position in 
sales promotion work with manufac- 
turer selling through distributors. Cor- 
respondence invited. Address No. 938, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 

Wanted—a good line to sell the in- 
dustrial trade in Chicago and vicinity 
by a well-acquainted, aggressive and 
successful salesman. Has car. Ad- 
dress No. 941, care MILL SUPPLIES, 5357 
South Dearborn street, Chicago. 


Experienced mill supply and mechan- 
ical rubber goods salesman desires 
change. Well known in lumber and oil 
trade. Prefers West Coast. Address 
No. 940, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 


Sales and purchasing executive of 

character and ability having thirteen 
years’ experience with leading indus- 
trial supply house, offers his service in 
same or allied line. Opportunity to as- 
sist in development of money making 
possibilities and share in profits greater 
consideration than initial compensation. 
Address No. 937, care MILL SUPPLIES, 
537 South Dearborn street, Chicago. 
I have a friend in the Far West, for 
twenty years with one of the largest 
supply houses in the country, and who 
for years was at the head of its pur- 
chasing and warehousing departments, 
as well as of its price bureau. He is a 
very competent man. He desires change 
in location. So worthy is he that I in- 
sert this advertisement entirely without 
his knowledge. If you have need of 
such a man, please advise me. Dixon 
C. Williams, president, Chicago Nipple 
Mfg. Co., 1966 Southport avenue, Chi- 
cago. 


SALESMEN WANTED 





Large Eastern leather belt and 
leather packing manufacturer desires 
live leather belt salesman with a fol- 
lowing in New York City territory, 
with the idea of opening a branch as 
soon as possible. Fine opportunity for 
a good man. Salary, commission and 
expense basis. Address No. 945, care 


MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 
Experienced belting salesmen for 


Chicago and Middle West territory to 
represent large manufacturer of textile 
belts. Prefer salesmen who have sold 
rubber belting. Excellent opportunity 
for advancement. Give full particu- 
lars. Replies treated confidentially. 
Address No. 944, care MILL SUPPLIES, 
537 South Dearborn street, Chicago. 


An old established Chicago manufac- 
turer of well known packing lines, de- 
sires sales representatives in Iowa, In- 
diana and Michigan territories, also 
has opening for additional men in the 
city of Chicago. Attractive arrange- 
ment will be made. Address No. 943, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


Well 


metallic, 


established 


asbestos, 


manufacturer of 
duck, rubber, flax 
packings, desires to secure representa- 
tives in St. Louis, Baltimore and Phila- 
delphia territories. Desires salesmen 
capable of developing business so that 
branch stock and additional sales force 
can be built around him. Proposition 
would yield very satisfactory returns 
to the right man. Address No. 942, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


To represent an old reliable manu- 
facturer producing a staple line of 
products for mill supply houses and in- 
dustrial trade; very profitable full or 
side line propositions; liberal commis- 
sions and protected territory, replies 
considered confidential. Address No. 
936, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 


Salesman to represent old established 
manufacturers of belt dressing, soaps, 
disinfectants, polishes, insecticides and 
other chemical specialties. Full com- 
missions paid weekly and on repeats. 
Address Sidney F. Miller & Co., 463 
Greenwich street, New York City. 

Salesmen calling on Supply houses to 
sell high grade cored and solid bronze 
bars as a side line. Address No. 946, 
care MILL SUPPLIES, 537 South Dear- 
born St., Chicago. 





SPECIAL ANNOUNCEMENT 


We have on hand approximately 300 
new Dodge Wood Split Pulleys; 10 to 





48 in. in diameter, and 3 to 16 in. face, 
well assorted Crown and Straight Face. 
We need the space and we no longer 
have the market for these sizes in our 
vicinity, but we feel that in some sec- 
tions, the mill supply houses enjoy a 
nice trade on this product. We will 
sell all or part at such an attractive 
price, that you cannot afford to miss 
this opportunity to share in this bar- 
gain. Will send stock list on request. 
Address your reply to No. 939, care 
MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 


GOOD MILL AND CONTRACTOR’S 
SUPPLY BUSINESS FOR SALE 
Located in one of the larger eastern 

cities for twenty years. Annual sales 


over half million, with field for un- 
limited expansion. Always a money- 
maker. Proposition will bear closest 


investigation. Confidential dealings 
with principals only. Address No. 949, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


ADLETS 


CLANCY “SURE GRIP" Steel Hose Clamps— 
Complete line, 94 sizes, for garden, hydrant and 
stenm hose. Send for list of sizes, prices, and 
distributors’ discounts.—J. R. CLANCY, INC.., 


Syracuse, N. Y 





MARTIN PORTABLE VISE STAND and Pipe 
Render — For 


threading 


cutting 


bendi 





ipe with 
no bolts screws or 
braces to remove, and 
eeds no attachment to 
floor, walls or ceiling. 
Will not tilt, upset or 
skid Small and large 


sizes, with capacity up 
43, pipe. H. P. 
MARTIN & SONS, 625 E 


to 


2nd St., Owensboro, Ky. 





THAWING TORCHES 
Snow Melters, “‘Smokel 

rs for Winter Cor ti 
1 No. 72-M for prices and full _intorms 
AEROIL BURNER COMPANY, West New 





PORTABLE WHITNEY LEVER METAL 
PUNCHES - Widest 





; 3 ZS known Most universally 

= = Ze cn . 3 

e ~ ae used on market. Eight 
21 5) ‘ 

ee _ sizes and types Over 

¥ 10.000 in use. Write for 

circulars and jobbing quotations. W. A. WHIT- 


NEY MFG. CO., 715 Park Ave., 


Rockford, Il. 








“AIR SPRING’ COMPRESS 
AIR GREASE CUPS—Automati 








maintain f of grease on bear- 
ings with greatest efficiency and 
utmost economy. Four sizes, plain 


and polished steel. We also make 
the ‘‘Shurflo'’ wick feed oil cup 
Folder = on HUNTER 
PRESSED STEEL CO., Lansdale, Pa 


request. 








JOSLIN STEEL STAMPS AND DIES—Any 
sign or type of characters accurately 

out. We guarantee quality and = service. 
today for catalog and distributors’ prices. A. D 
JOSLIN MFG. Co., 123 Arthur St., Manistee, Mich 
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A Nam 
that Helps to Sell 
Material Handling Equipment 


EBSTER Material Handling Equipment includes 

a complete line of certified malleable iron, com- 
bination steel and malleable iron, and steel chain, with 
sprocket wheels to fit—the same material that has 
been used in Webster mill and elevator equipments 
the country over. Sell Webster products and profit by 
the sales value of the Webster name. Ask for Chain 
Catalogue No. 50 


THE WEBSTER MFG. COMPANY 


1856 North Kostner Avenue 
CHICAGO, ILL. 
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Tanners of 


Mechanical Leathers 











Lace Leather Sides and Cut Lacing 


in 
Mechanical Rawhide, Indian Tan 
and Krome (Chrome tanned) 


Krome Belt Leather 
in Butt Bends, Centers and Sides 


Chrome Hydraulic Leather 
in Butts and Sides 


Krome-Retan Hydraulic Butts 





THE CHICAGO RAWHIDE MFG. CO. 


1285 Elston Avenue, CHICAGO 


109 Broad St., New York 209 Broad St., Boston 
66 N. 4th St., Philadelphia 530 W. Congress St., Detroit 




















LIBBEY 


High Pressure Gauge Glass 


High Pressure Red Line Gauge Glass 
Standard Pressure Gauge Glass 
Lubricator Glasses 


Oil Cup Glasses 


AMERICA’S STANDARD 
and 


Made in U. S. A. 
Write for booklet 


The Libbey Glass Mfg. Co. 


Mfrs. of Railroad and Industrial Glassware 


Toledo, Ohio 


SARETY ALWAYS 


When writing to \dvertisers 1 


@ 




































foAVA 
R EW, 


una 







mnt oe ag | 


() 














ERSO) 





The Valve with the Reversible Disc & Seat 


Seat and disc of Nicu- 
lanium—a hard, tough, close- 
grained nickel alloy—resists 
effectively the cutting, wear- 
ing action of high tempera- 
tures and pressures, that is 
one factor in the economy of 
Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and seat 
reverse and you have the life 
of another valve with no 
extra expense. 


But this is not all of Reverso’s 
vitality as disc and seat are easily 
regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 

o. 


REVERSO:—Bronze body for 
200 Ibs. pressure. Total tempera- 
ture 550 deg. F 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tempera- 
ture 450 deg. F 


No. 7380 


THE D. T. WILLIAMS VALVE CO. 
CINCINNATI, OHIO 








e mention Mitt Supput 
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BUY ADVERTISED PRODUCTS 

















A Classified Index to the Products of Advertisers in T his Issue 


Index to Advertisements on Last Page 
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ANVILS 
Columbus Anvil & Forging Co. 
‘ APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 
ARBORS 
Morse Twist Drill & Machine Co. 
The Skinner Chuck Co. 
ASBESTOS PRODUCTS 
Belmont Packing & Rubber Co. 
BABBITT METALS 
Division Smelting & Refining Co. 
Dodge Manufacturing Corp. 
Frictionless Metal Company 
The Medart Company 
Monarch Metal Co. 
BABBITTING MASKS 
Pulmosan Safety Equipment Corp. 
BARRELS, TUMBLING 
Royersford Foundry & Machine Co 
BARROWS 
The Fairbanks Company 
Toledo Wheelbarrow Co. 

BEARINGS, BALL AND ROLL&R 

S K F Industries, Incorporated. 
BEARINGS, BRONZE 

The Bunting Brass & Bronze Co. 

Arthur Harris & Co. 

Johnson Bronze Co. 

BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood's Sons Co 

BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 

S K F Industries, Incorporated 
T. B. Wood's Sons Co. 

BEARINGS, SHAFT, OIL FILM 
Hill-Clutch Machine & Foundry Co. 

BEARINGS, SHAFT, OILLESS 
Arguto Oilless Bearing Co. 

BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machinery Co. 
Dodge Manufacturing Corporation 
The Medart Company 
“The Reeves’’—Reeves Pulley Co. 
Royersford Foundry & Machine Co. 
S K F Industries, Incorporated. 

BELT DRESSING 
Atlantic Manufacturing Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon Crucible Co. 
Eclipse Specialty Mfg. Co. 
The Mechanical Rubber Co. 
Geo. Rahmann & Co. 
Richmond Belt Dressing Mfg. Co., Inc. 
Chas. A. Schieren Co. 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co 
BELT FASTENERS 
The Bristol Company 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co. 
Flexible Steel Lacing Co. 

BELT LACINGS, LEATHER 
Chicago Rawhide Mfg. Co. 
“Cocheco’’—I. B. Williams & Sons 
Geo. Rahmann & Co. 

Chas. A. Schieren Co. 

BELT LACINGS, METALLIC 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co. 

Eclipse Specialty Mfg. Co. 
Flexible Steel Lacing Co. 
The Bristol Company 
BELT SHIFTERS 
T. B. Wood Sons Co. 
BELT TIGHTENERS 
Dodge Manufacturing Corporation 


The Hill Clutch Machine & Foundry Co. 


The Medart Company 
T. B. Wood Sons Co. 
BELTING, BALATA 
Victor Balata & Textile Belting Co. 
BELTING, CANVAS STITCHED 

The Mechanical Rubber Co. 
Victor Balata & Textile Belting Co. 

BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
The Mechanical Rubber Co. 
The Republic Rubber Co. 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 
Whitehead Bros. Rubber Co. 


BELTING, COTTON, SOLID WOVEN 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 
BELTING, IMPREGNATED 
Stanley Belting Corporation 
BELTING, LEATHER 
Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
“Sterling’’—Chas. Bond & Co., Philadelphia 
Il. B. Williams & Sons 
BELTING, LINK 
Chas. A. Schieren Co. 
BELTING, ROUND 
Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co, 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
BELTING, RUBBER 
3oston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co, 
Whitehead Bros. Rubber Co 
BELTING, THRESHER 
soston Woven Hose & Rubber Co. 
The Mechanical Rubber Co. 
Geo. Rahmann & Co. 
The Republic Rubber Co. 
T. B. Williams & Sons 
Victor Balata & Textile Belting Co 
BELTING, TRACTOR 
Victor Balata & Textile Belting Co. 
BELTING, TWISTED 
Victor Balata & Textile Belting Co. 
BELTING, WATERPROOF 
Chicago Rawhide Mfg. Co 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
1. B. Williams & Sons 
Victor Balata & Textile Belting Co. 
BELTS, WELL DRILLING 
Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 
BENCHES (WORK), JEWELERS’ 
Leiman Bros. 
BENCHES, STEEL 
Standard Pressed Steel Co 
BENCHES, WOODWORKERS’ 
Richards-Wilcox Mfg. Co. 
BENCH LEGS 
The Hill Clutch Machine & Foundry Co. 
BITS, TOOL HOLDER 
Simonds Saw & Steel Co. 
The Vincent Steel Process Co. 
J. H. Williams & Co. 
BLOCKS, CHAIN 
Chisholm-Moore Hoist Corp. 
Ford Chain Block Co. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co 
The Medart Company 
Royersford Foundry & Machine Co. 
Skayef Ball Bearing Co. 
T. B. Wood's Sons Co. 
BLOCKS, TACKLE 
Williamsport Wire Rope Co. 
BLOWERS. FORGE 
Champion Blower & Forge Co. 
Electric Blower Company 
BLOWERS, GAS AND OIL COMBUSTION 
Electric Blower Company 
Leiman Bros. 
BLOWERS, PORTABLE, ELECTRIC 
Clements Mfg. Co. 
Electric Blower Company 
The United States Electrical Tool Co. 
BLOWERS, SANDBLAST 
Leiman Bros, 
BOILER TUBES 
National Tube Company. 
BOILERS, TUBULAR AND WATER TUBE 
Henry Vogt Machine Co. 
BOLT ENDS 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, CARRIAGE 
Iloster Bolt & Nut Mfg. Co. 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co. 


BOLTS, EYE, HOOK, RING AND LAG 
The Superior Screw & Bolt Mfg. Co. 

BOLTS, GALVANIZED AND MONEL 
The Superior Screw & Bolt Mfg. Co. 

BOLTS. MACHINE 
Foster Bolt & Nut Mfg. Co. 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, SINK, STOVE AND PLOW 
Foster Bolt & Nut Mfg. Co. 
Russell, Burdsall & Ward Bolt & Nut Co 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, STUD 
The Superior Screw & Bolt Mfg. Co. 
The Cleveland Cap Screw Co. 
BRACKETS, SCAFFOLD 
Patent Scaffolding Co. 
BRACKETS, WALL 
Bond Foundry & Machine Co. 
Dodge Mfg. Corp. 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood Sons Co. 
BRASS GOODS, PLUMBING 
Grabler Mfg. Co. 
BRASS GOODS, STEAM 
American Injector Co. 
Detroit Lubricator Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co 
BRAZERS 
Turner Brass Works. 

BRONZE BARS, CORED AND SOLID 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 

Johnson Bronze Co. 
BROOMS, FACTORY, WAREHOUSE 
AND RAILROAD 

The Herold Bros. Co. 
Indianapolis Brush & Broom Mfg. Co. 
The Osborn Manufacturing Co. 

BRUSHES, BENCH, FLOOR, ETC. 
The Herold Bros. Co. 
Indianapolis Brush & Broom Mfg. Co 
The Osborn Manufacturing Co 

BRUSHES, PAINT AND VARNISH 
1e Osborn Mfg. Co. 
e Herold Bros. Co. 

BRUSHES, WIRE, FLUE, ETC. 
The Herold Bros. Co. 

Newark Brush & Scraper Co. 
The Osborn Mfg. Co. 
BRUSHES, WIRE WHEEL 

The Herold Bros. Co. 
The Osborn Mfg. Co. 

BUCKETS, ELEVATOR 
Illinois Malleable Iron Co. 
The Webster Mfg. Co. 

BUFFERS, ELECTRIC 
Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co 
Marathon Electric Mfg. Co. 
Stow Mfg. Co., Inc. 
N. A. Strand & Co. 
United States Electrical Tool Co. 
BURNERS, GASOLINE AND KEROSENE 
Aeroil Burner Co., Inc. (kerosene 
Clayton & Lambert Mfg. Co. 

BUSHINGS, BRONZE 
Bunting Brass & Bronze Co. 
Arthur Harris & Co. 

CANS, OILY WASTE 
Geo. W. Diener Mfg. Co. 

CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co. 
CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co 
The Webster Mfg. Co. 
CARTS 
The Fairbanks Company 
Toledo Wheelbarrow Co. 
CASING, WELL 
National Tube Co. 
CASTERS, TRUCK 

Bond Foundry & Machine Co 

CASTINGS, BRONZE 
Arthur Harris & Co. 
Johnson Bronze Co. 

CASTINGS, GRAY AND MALLEABLE 
The Hill Clutch Machine & Foundry Co. 
Illinois Malleable Iron Co. 

CASTINGS, SEMI-STEEL 
Bond Foundry & Machine Co 
Hill Clutch Machine & Foundry Co. 
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CATALOGS, = HOUSE 
R. R. Donnelley & Sons Co. 
CEMENT, LEATHER BELT 
Chicago Rawhide Mfg. Co. 
Cocheco—I. B. Williams & Sons 
Chas. A. Schieren Co. 
Eclipse Specialty Mfg. Co. 
CEMENT, PIPE JOINT 
Joseph Dixon Crucible Co. 
CEMENT, PULLEY COVERING 
Eclipse Specialty Mfg. Co. 
CHAIN 
The Columbus McKinnon Chain Co 
Ss. G. Taylor Chain Company. 
The Webster Mfg. Co. 
CHARGING SETS, BATTERY 
Marathon Electric Mfg. Co 
CHIPPING MASKS 
Pulmosan Safety Equipment Corp. 
CHUCKS, DRILL AND TAP 
tan Twist Drill & Machine Co. 
inier Safety Chuck Co. 
Standard Tool Co 
uner Chuck Company 
nion Manufacturing Co. 
Vestcott Chuck Company. 
CHUCKS, LATHE 
shman Chuck Co. 
Skinner Chuck Company 
Union Manufacturing Co. 
Westcott CI 













1uck Company. 
CHUCKS, NIPPLE 
Paul W. Koch & Co. 
CHUCKS, PLANER 
Skinner Chuck Company 
Union Manufacturing Co. 
CLAMPS, BELT 
T. B. Wood Sons Co. 
CLAMPS, “C” 
Armstrong Bros. Tool Co. 
Brownie Mfg. Co. 
J. H. Williams & C 
'C L AMPS, LOOM 
Paul W. Koch & Co. 
CLAMPS, PIPE REPAIR 
M. B. Skinner Co. 
CLEANERS, FLUE 
Newark Brush & Scraper Co. 
CLOSETS, FROST PROOF 
Jos. A. Vogel Co. 
CLUTC HES, = RICTION 
Bond Foundry & M: ine 
thie oae Pulley & Shaft! ng Co. 
ti Corporation 














C e Co. 
€ Tr i Clutch Machine & Foundry Co 

The Medart Company 
} 












, s’'—Reeves Pulley Co 
A. L iltz & Son 
The er Mfg. Co. 
.. 2 I's 5 ns Cc 
AIR AND DRAIN 
A tor Cc 
The ell Co. 
Th iams Valve Co. 
COCKS, BALL 
De ri subricator Co. 
Kiel Mueller, Inc 





COCKS, CORPORATION 
age A Rog Co. 
> well Co 


COCKS, CYLINDER 





neral rass Company 
COCKS, GAGE 
American Injector Co, 
ler ns Bros 
Tt Wr Powell Co 
The D. T. Williams Valve Co 
— KS, STEAM AND SERVICE 
The . Powell Co. 
Le Bader Company 
The D. T. Williams Valve Co 


COCKS, STOP 
Grabler Mfg. Co 
COILS AND BENDS, COPPER AND BRASS 
Arthur Harris & Co. 


ae LARS, SH: AFT 





T. B Ww ood gf aom io o. 
COLUMNS, WATER 
son Manufacturing Co 
COMPOUND, PIPE JOINT 
Joseph Dixon Crucible Co. 
—— RESSORS, AIR 
Pr atic Machinery Co. 
« ON? ae — BELT 
B. Wor ( 


CONTROL L E RS. ‘BOILER PRESSURE 
Mason Regulator 


coorvanvens, BI “CKET, SPIRAL, ETC. 


Webster Mfg. Co. 


that i SYSTEMS, OVERHEAD 





ards-Wilcox Mfg. Co 
COPPERSMITHS 
Arthur Harris & Co, 
cou NTERBORES 
The Cleveland Twist Drill Co. 


Morse Twist Drill & Machine Co. 


t ? Oss ryt 
Ak t L D>) Pp (, 
COUNTERSHAFTS 


Chicago Pulley & Shafting Co. 

Dodge Manufacturing Corp. 

Edgemont Machine Co., The 

The Hill Clutch Machine & Foundry Co. 

The Medart Company 

Royersford Foundry & Machine Co. 

T. B. Wood's Sons Co. 
COUNTERSHAFTS, SMALL 

Birkle Machine Works 

N. A. Strand & Co. 


COUPLINGS, SHAFT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Spiro- Bond Foundry & Machine Co. 
*.. B. Wood's Sons Co. 


COUPLINGS, SHAFT, FLEXIBLE 
3irkle Machine Works 
Bond Foundry & Machine Co. 
Foote Bros. Gear & Machine Co. 
Frederick Iron & Steel Co. 
The Hill Clutch Machine & Foundry Co. 
Lovejoy Tool Works 
The Medart Company 
T. B. Wood's Sons Co. 


COUPLINGS, SHAFT, FRICTION CUT-OFF 


Dodge Mfg. Corp. 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co. 
The Moore & White Co. 
The Medart Company 
A. L. Schultz & Son 
T. B. Wood's Sons Co. 
COUPLINGS, SHAFT, MARINE 
Bond Foundry & Machine Co. 
COVERING, PULLEY 
Chicago Pulley & Shafting Co. 
CRANES, HAND POWER 
Chisholm-Moore Hoist Corp. 
CRANES, oe a TRAVELING 
AND JIB 
Chisholm-Moore Hoist Corp. 
Curtis Pneumatic Machinery Co. 
Richards-Wilecox Mfg. Co. 
The Yale & Towne Mfg. Co 
CRANES, PORTABLE 
Richards-Wilcox Mfg. Co. 
CRAYONS, LUMBER 
Joseph Dixon Crucible Co 
CUPS, LE: ATHER 
Chicago Rawhide Mfg. Co. 
CUPS, OIL AND GREASE 
American Injector Co. 
Detroit Lubricator Co. 
Hunter Pressed Steel Co 
Penberthy Injector Co. 
The Wm. Powell Co 
D. T. Williams Valve Co. 
CUTTERS, — T 
Clipper Belt Lacer Compar 
Cc UTTERS, EMERY W HE EL DRESSER 
The Vincent Steel Process Co. 
CUTTERS, GLASS 
American Saw & Mfg. Co. 
CUTTERS, HOLE, ADJUSTABLE 
(for metal) 
Paul W Koch & Co. 
CUTTERS, MILLING 
veland Twist Drill Co. 
Morse Twist Drill & Machine Ce 
The Standard Tool Co. 
DIAPHRAGMS 
Whitehead Bros. Rubber Co 
CUTTERS, PIPE 
Armstrong Bros. Tool Co. 
The Oster -—s Co 
Toledo Pix “*hreading Machine Co. 
DIES THREADING 
Armstrong Bros. Tool Co. 
Butterfield & Co. 
Twist Drill & Machine Co 
he Oster Mfg. Co 
Toledo Pipe Threading Machine Co. 
DIPPERS, COPPER 
Arthur Harris & Co. 
DISCS, VALVE 


DOGS, LATHE 
Armstrong Bros. Tool Co 
J. H. Williams & Co. 
DRESSERS, GRINDING WHEEL 














Jenkins Bros, 





Scandinavian Western Importing Co., Ltd. 





The Standard Tool Co. 
The Vincent Steel Process Co 
DRILLING POSTS 
Armstrong Bros. Tool Co. 
DRILLS, ELECTRIC 
The Black & Decker Mfg. Co. 
The Hisey-Wolf Machine Co. 
Stow Manufacturing Co., Inc. 
Standard Electric Tool Co. 
N. A. Strand & Co. 
The United States Electrical Tool Co. 
DRILLS, POST 
npion Blower & Forge Co. 
Crescent Machine Co. 
United States Electrical Tool Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co. 
DRILLS, TWIST 
Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
The Standard Tool Co 
Whitman Barnes-Detroit Corp. 
DRIVES, POWER 
The Oster Mfg. Co. 
The Toledo Pipe Threading Machine Co 





DRUMS, CAST IRON 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
T. B. Wood's Sons Co. 
EJECTORS 
American Injector Co. 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co. 
ELEVATING MACHINERY 
The Webster Mfg. Co. 
ELIMINATORS, OIL 
The D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 
American Injector Co. 
The Wm. Powell Co. 
D. T. Williams Valve Co. 
EXPELLERS, OI AND MOISTURE 
The V. D. Anderson Co. 
EXTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co. 
FANS, VENTILATING, ELECTRIC 
Electric Blower Company 
Marathon Electric Mfg. Co. 
FASTENERS, BELT 
The Bristol Company 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co. 
Flexible Steel Lacing Co. 
FAUCETS, BRASS 
Grabler Mfg. Co. 
FEED WATER SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 
The Swartwout Company 
FEEDER a STEAM HEATING 


Nason Manufacturing Co. 


American Swiss File & Tool Co. 
Delta File Works 
Scandinavian Western Importing Co., Ltd. 
Simonds Saw & Steel Co. 
FIRE DOORS AND HARDWARE 
Richards-Wilcox Mfg. Co. 
FIRE EXTINGUISHERS 
Geo. W. Diener Mfg. Co. 
Pyrene Mfg. Co. 
FIRE PREVENTING EQUIPMENT 
Ceo. W Diener Mfg. Co 
Pulmosan Safety Equipment Corp. 
FITTINGS, CHAIN 
S. G. Taylor Chain Company. 
FITTINGS, DRAINAGE 
Grabler Mfg. Co. 
Illinois Malleable Tron Co. 
Stockham Pipe & Fittings Co. 
FITTINGS, HOSE, BRASS 
Boston Woven Hose & Rubber Co. 
Illinois Malleable Iron Co. 
FITTINGS, HYDRAULIC 
Stockham Pipe & Fittings Co 
Henry Vogt Machine Co. 
Walworth Co, 
FITTINGS, PIPE BRASS 
Grabler Mfg. Co. 
Illinois Malleable Iron Co 
FITTINGS, PIPE, CAST IRON 
Grabler Mfg. Co. 
Stockham Pipe & Fittings Co. 
FITTINGS, PIPE, MALLEABLE 
Grabler Mfg. Co. 
Illinois Malleable Tron Co. 
Stockham Pipe & Fittings Co. 
Walworth Compan 
FITTINGS, PIPE, STEEL 
Bonney Forge & Tool Works 
Stockham Pipe & Fittings Co. 
Henry Vogt Machine Co. 
FLEXIBLE SHAFT EQUIPMENT 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co. 
FLOATS, ALU Ben age M, LEAD COATED 
ND STEEL 
Arthur Harris & co 
FLOATS, COPPER 
The V. D. Anderson Co. 
Arthur Harris & Co. 
FLOOR STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood Sons Co. 
FLY WHEELS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 
FORGES, BLACKSMITH AND RIVET 
Champion Blower & Forge Co. 
FRAMES, HACK SAW 
Simonds Saw & Steel Co. 
The Henry G. Thompson & Son Co. 
FRAMES, WALL 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood Sons Co. 
FURNACE MASKS 
Pulmosan Safety Equipment Corp. 
FURNACES, INDUSTRIAL 
The Strong. Carlisle & Hammond Co. 
FURNACES, LEAD MELTING 
Aeroil Burner Co., Inc, 
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BARNES Rep Arrow 


HIGH SPEED STEEL HACK SAW BLADES 


Be al 


MANUFACTURED BY 


W. O. BARNES CO., INC. 
1297 Terminal Ave.,,DETROIT, MICH. 





“VR” 


Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 
Sold Extensively by 
Mill Supply Houses 





Ask for Prices 
Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 345 W. Austin Ave. Factories: Easton, Pa. 

















Cushman a i 





27 2Jaw Lathe Chucks\ 
4) ¢  ‘~~Face Plate Jaws 2 


Cushman Chuck Cogaiierateressainis 
Self- 


EW TRI-PLEX CHUCK : 
HARTFORD,CONN. “Centering, Independent, Eccentric 
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=: AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 
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OXY-ACETYLENE 


Welding and Cutting | 
Equipment | 


An Outfit for Every Shop and Every Purpose 


| The Imperial Brass Mfg. Co. 


511 So. Racine Ave. $3 Chicago 

















When writing to Advertisers please mention Mitt Suppliers 


ae | 


3 


—that DIVCO 
Mill Bearing is 
a fine grade of 
babbitt? 
—that it is giving satis- 
: faction in many of the large 
. industries as a general service 
es eS babbitt? 

ae —that the price is right, both for 

‘ cd your customer and your own profit? 
xX ss oS A word from you will bring tull detailsx— 
< ae by mail. No obligation or undue solicitation. 
X 2 DIVISION SMELTING & REFINING co. 
836 W. WWinzie St. Chicago, Tl. 


NECALILG 


Sell on Sight! 
Their Visible Screw, Stability, 
Workmanship & Duco Coloring 
m plex Lever Jacks, 


Create Sales Appeal .. 


Templeton, Kenly & Co. and Trench Braces 


ST.1899 h b f 
Chicago, Ill.,U.S.A. oa 
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PAPER AND IRON | 


Prompt shipments are made from 
our large stock of Paper and Iron 
Motor Pulleys, Flexible Motcr 
Couplings and Adjustable Motor 
Rails. Let us fill your motor 
requirements. 


| TELEPHONES 


| 
| sencr’  BieKee MAcHINEWorks | 








}} et 7054 “a NOT INC & | 


|} 456 N. Union Ave., Chicago 


———— —— — — 
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HEATERS, GLUE, STEAM AND GAS 
Nason Manufacturing Co. 
HEATERS, WATER 
Aeroil Burner Co., Inc. 
HELMETS, SAFETY 
Pulmosan Safety Equipment Corp 
HOISTS, CHAIN 
Chisholm-Moore Hoist Corp. 
Ford Chain Block Co, 
Richards-Wilcox Mfg. Co. 
Union Manufacturing Co. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
HOISTS, ELECTRIC 
Chisholm-Moore Hoist Corp. 
The Yale & Towne Mfg. Co. 
HOISTS, HAND 
‘hisholm-Moore Hoist Corp 
Wright Mfg. Co. 
[The Yale & Towne Mfg. Co. 
HOISTS, PNEUMATIC 
Curtis Pneumatic Machinery Co, 
HOLDERS, BAG 
Che Webster Mfg. Co. 
HOLDERS, TOOL 
Armstrong Bros. Tool Co. 
1. H. Williams & Co. 
ee DUST 
Pulmosan Safet “quipment Corp 
HOOKS, BELT 
rhe Bristol Company 
Flexible Steel pharm Co 
HOOKS, CORNICE 
Patent Seaffolding Co. 
HOOKS, HOIST 
J. H. Williams & Co 
HORSES, MASONS’ 
Patent Scaffolding Co. 
HOSE, COTTON 
Boston Woven Hose & Rubber Co. 





[The Diamond Rubber Co., Ine 
The B. F. Goodrich Rubber Co 
The al Rubber Co 
Whit ros Rubber Co 





HOSE, RUBBER 
B oston Woven Hose & Rubber Co 
‘he Cincinnati Rubber Mfg. Co 
The Diamond Rubber Co., Ine. 
Goodrich Rubber Co 
I anical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co 
Whitehead Bros. Rubber Co 





HYDRAULIC LEATHER 
Chicago Rawhide Mfg. Co 
Chas. A. Schieren Co. 


INJECTORS 
rican Injector Co 
yerthy Injector Co 
Wm. Powell Co. 
IRONS, BRANDING 
Patent Scaffolding Co. 
JOINTERS, WOODWORKING 
“he Crescent Machine Co. 
I. D. Wallace & Co. 
JOINTS, EXPANSION, COPPER 
Arthur Harris & Co. 
JOIST NOTCHERS 
Paul W. Koch & Co. 
KETTLES, STEAM JACKETED 
Arthur Harris & Co 
KNIVES, ocr 
Simonds Saw & Steel C 
KNU RLS 
American Swiss File & Tool Co. 
LACE RS, BELT 
Clipper Belt Lacer Co 
LADDERS, SAFETY 
Dayton Safety Ladder Co 
Patent Scaffolding Co. 
LADDERS, STEP 
Patent Scaffolding Co. 
LAMP GUARDS 
ble Steel Lacing Co. 
LATHES, Bt vf FING AND POLISHING 
tandard Electrical Tool Co. 
ATHES, L ABORATORY, ELECTRIC 
thon Electric Mfg. Cc 
LATHES, WOODWORKING 
J D. Wallace & Co. 
LEATHER SPECIALTIES 
ig0 Rawhide Mfg. Co. 
Rahmann & Co 
LEATHERS, HAND 
Chicago Rawhide Mfg. Co. 
LEGS, BENCH, STEEL 
‘ d Steel Co. 
LOCKS, INDUSTRIAL 
The Yale & Towne Mfg. Co 











-f - BRICANTS, BALL & ROLLER BEARING 





ond Foundry & Machine Co. 

ersford Foundry & Machine Co 
LUBRICATORS 

\merican Injector Co. 

Detroit Lubricator Co 

McCullough Mfg. Co., Minneapolis, Minn 

The Wm. Powell Co. 

rhe D. T., Williams Valve Co. 

MACHINE TOOLS 

The Crescent Machine Co. 

Royersford Foundry & Machine Co 
MACHINERY CLUTCHES 

Chicago Pulley & Shafting Co. 

Dodge Manufacturing Corporation 

Edgemont Machine Co., Inc 

The Hill Clutch Machine & Foundry Co 

The Medart “ npany 

The Moore & White Co 

A. L conto & Son 


7 3 ] ons Co 


MACHINERY, COAL HANDLING 
Dodge Manufacturing Corporation 


The Webster Mfg. Co. 


MACHINERY, CONVEYING AND 
EL EV ATING 

Dodge Manufacturing Corporation 

The Hill Clutch Machine & Foundry Co. 

The Webster Mfg. Co. 


MACHINES, GRINDING AND POLISHING 


Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
Stow Mfg. Co., Inc. 

N. A. Strand & Co. 


The United States Electrical Tool Co. 





MACHINES, HACK SAW 
Armstrong-Blum Mfg. Co. 
The Henry G. Thompson & Son Co. 


MACHINERY, ICE AND REFRIGERATION 


Henry Vogt Machine Co. 
MACHINES, PIPE CUTTING AND 
THREADING 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 


MACHINES, PUNCHING AND SHEARING 


Royersford Foundry & Machine Co. 
MACHINES, TAPPING (BENCH) 
Procunier Safety Chuck Co. 
MACHINES, NUT DRIVING 
Procunier Safety Chuck Co 
_M: ACHINES, TIRE ROUGHING 
*s Electrical Tool Co 
MACHINERY, woopw ORKING 
rhe Crescent Machine Co. 
J. D. Wallace & Co. 
MALL 
Chicago 











tawhide Mfg. Co. 
MANDRELS 
Morse Twist Drill & Max nee Co. 


Hyro Mfg. Co., Ine Cholk benel type 
M. may md SAR E as 
Pulmosan afety I ipment Corp 


MATS. AND MATTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Ine 
The B. F. Goodrich Rubber Co 
The Mechanical Rubber Co. 

ME RCH. dagger CONVEYORS 
F. E. Myers & Bro. C 

METAL, BEARING 

Bunting Brass & Bronze Co 
yivision Smelting & Refining Co 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Arthur Harris & Co. 
Johnson Bronze Co. 
The Medart Company 
Monarch Metal Co, 
Reeves Pulley Co, 

MILL LEATHERS, ALL KINDS 
Chas jond Co., Philadetphia 





» Chicago Rawhide Mfg. Co 
has \. Schieren Co 
LB Williz ms & Sons 
MONORAIL SWITC HE Ss AND 
TURNTABLES 
Richards-Wilcox Mfg. Co 
The Yale & Towne Mfg. Co 
MORTISERS 
The Crescent Machine Co 
Wappat Gear Works, Inc 


MOTORS, ELECTRIC 
Marathon Electric Mfg. Co 
MOVERS, CAR 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co 
The Webster Mfg. Co. 
MULE STANDS 
Bond Foundry & Machine Co 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry C 
The Medart Con spony 
rr. BB. Wood's Sons € 
NUT SETTERS 
The United States Electrical Tool Co, 
NUTS, MACHINE SCREW 
The Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 
Economy Screw Corporation 
Foster Bolt & Nut Mfg. Co. 
OIL WELL ACCESSORIES 
The Wm. Powell Co. 
OILERS, HAND 
P. Wall Mfg. Supply Co 
OILERS, PULLEY 
Standard Pressed Steel Co. 
OILING DEVICES 
American Injector Co 
De -troit Lubricator Co 
’ Wm. Powell Co 
The D. T. Williams Valve Co 
PACKING, AMMONIA 
Belmont Packing & Rubber Co. 
Boston Woven Hose & Rubber Co 
T} Diamond Rubber Co., Ine 
Li ar Packing & Rubber Co. 
The Mechanical Rubber Co 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bro Rubber Co 
PACKING, HYDRAULIC 
Belmont Packing & Rubber Co. 
Chicago Rawhide Mfg. Co 
The Diamond Rubber Co., Inc 
Linear Packing & Rubber Co 
The Mechanical Rubber Co 
Quaker City Rubber Co 
Chas. A. Schieren Co. 
|. B. Williams & Sons 
Whitehead Bros. Rubber Coa 
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Specialties for Mill Supply Jobbers 
| Who are Seeking Opportunities for Sales and Profit 











Electric 
Drills - Grinders 
Buffers 


Sold thru Authorized 
Exclusive Distributors 


Write for Details 


The Hisey-Wolf Machine Co. 


CINCINNATI, OHIO 








: A ncaa HAND SAW 


Patented Safety Features-—-Nationally Advertised---No Service Worry 
We Co-operate with the Jobber-—-Adecuate Margin 







Manufacturers of 
Alia Electric 


Hand Plane & 


Alta Electric 
Hand Saw 


FEO GEAR WORKS, 
| Z-Z-Z-Z-Zip-anr 
2 sawed with pons 


Thoroughly Dependable 


7524 Meade St. 
New! 


Pn seman Seema 


at 


~ Workace Radial Saw 









' ' 

| a —~ — A new directly connected motor 
j ae — driven overhead saw. Cuts any 
i angle; cross cuts; rips. Dados, 
' tenons, routs, bores, sands, anything. 
3 The handiest tool yet devised for the 
é carpenter, mill, maintenance depart- 
5 ment, lumber yard, shipping room, 
+ elec, 

i ee FASTEST SELLING WOOD ORK- 
; = ING MACHINE TODAY 

{ ATTRACTIVE DEALER 

i PROPOSITION 

) $140 

t i} ° Made and Guaranteed by 

i Wr, (Stand $25) 

| J. D. WALLACE & CO. 
f . . 

i 2801 Wilcox St. Chicago, Ill. 
caiman 
| QUALITY BRONZE ||| 






| 






Solid and Cored 
Bronze Bars 


JOHNSON BRONZE COMPANY 
New Castle, Pa. 


Branches: Chicago Kansas City San Francisco 
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APPAT fg 


LABOR-SAVING TOOLS|‘ B1G BUSTER : 
FOR BUILDERS | |Gear and Wheel Puller $50 
Pittsburgh,Pa.) 0° List Pri 


When writing to Advertisers please mention Mitt SuPrLixs 












| === Adjustable | | 77 
| Oiiity fae | iii 


| | Cuts Holes | 


~ Pipe Bender 
Vise 








| | i Bends !» in. 
| | 34 in. to 6 in. | ye : ae and °4 in. 
| | Quickly,| | "Veh | Conduit —2- 
Easily and | | AG) My in., 3-in. and 
Neatly | | ei 4-in. Radius 
No Manual Pressure | | 


Doesn’t Kink, Flatten or 
Split Even on 2 in. Radius 


Required 
Spring Operated 


Sent on Ten Day Trial—Write for Bulletin 


PAUL W. KOCH & COMPANY 
Room 405, 19 S. Wells St. Chicago, Iil. 


. 50 -Ton Pull! 


New, patented principle, Big Buster Gear 
> and Wheel Puller makes hardest pulling 
— j ‘ ! jobs easy. Handles heavy fly wheels, 
gears, pulleys. 50-ton direct pull when 
needed. No breakage or injury to parts 
difficult or expensive to replace. 









Eliminates extra man-power, saves 
time and labor and overhead. Should 
\\Wy\ be in tool kit or crib of every factory 

and industrial plant. List price 
_/ $50.00—big disccunts to Mill Supply 
\\ Houses. Write for complete descrip 

tion and discounts. 


PREMIER ELECTRIC CoO. 
Dept. 495 
3800 Ravenswood Ave. 
Chicago, Illinois 


o Supplu Houses 
€ of $50 





SWACO GES 
SAFETY HOPPER CAR WRENCH 


A mill supply specialty with good sales possi- 
bilities—and a 


| Real Profit — 
| 33 1/3% on Selling Price 
Every user of coal in carload lots is a prospec- 
tive purchaser. 
SAFETY WRENCH & APPLIANCE CO. 
Springfield, Massachusetts 


Sell the Newark Line of 
Boiler Tube Brushes and Scraper 


Many Styles 
+ All Sizes 


Ask for Catalog 


NEWARK BRUSH & SCRAPER CO. 
390-396 Nye Ave. Irvington, N. J. 
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PACKING, PISTON 
Belmont Packing & Rubber Co. 
The Diamond Rubber Co., Inc 
The B. F. Goodrich Rubber Co 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co 
PACKING, SHEET 
oe Imont Packing & Rubber Co 
ston Woven Hose & Rubber Co 
Cincinnati Rubber Mfg. Co 
€ Di mond Rubber Co., Inc 
‘Jenk ns ‘'96" Jenkins Bros 
he B. F. Goodrich Rubber Co 
ar Packing & Rubber Co. 
Mechanical Rubber Co 
ity Rubber Co. 
ic Rubber Co. 
d Bros. Rubber Co 
PACKING, VAL VE STEM 
Belmont Pac g & Rubber Co. 






















Che Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc 
The B. F. Goodrich Rubber Co 
Lit r Packing & Rubber Co 
fhe Mechar il Rubber Co 
Quaker Cit bber Co 


Ru bber Co. 
PADLOCKS 
Yale & Towne Mfg. Co 
PAINTS, INDUSTRIAL 
Joseph Dixon Crucible Co. 
“a VACUUM 
Arthur Harris & 


y 
rhe Republic 


{ 
PEGS OR PINS, BELT LACING 





Chicago Rawhide Mfg. Co. 
Clipper Bel er Co. 
Flexible S ng Co 
Western Raw id > & Belting Co. 
PIPE ‘THRE ADING TOOLS 
os yy Co 


ng Machine Co 
) STEEL 






L ANE RS. WOODWORKING 
eC cent me Le Co 
J.. D Ww all ac 


& 
PL ANES, HAND, ELECTRIC 


Wappat Gear We s ne. 

PLATES, FLOOR & CEILING 
Grabler Mfg. C«¢ 
Il Malle able 


P ‘LIERS 


& Tool Wort 





tor Co 


Toundry 





BR ASS AND 'F USIBLE 


PRESSES, DE ILL AND FOOT 
Fr 1 


Royersford Foun Ma ne Co. 
PRIMING CUPS 


Detroit Lubr r 


PR OTEC TORS, ELEC TRIC LAMP 


Flex S L 





Pr 

PULLEYS, BALL BEARING 
SK Industries ated 
Hill ( 1 Mac Co. 
rB is 





P t 1 1. ENS, CAST IRON 


ereeon 
npan 


Corporation 





y 4 ympany 
[The Ohio V alle y Pe lley Works, In¢ 
PULLEYS, ‘COR K INSERT 
“PULLEYS, FLANGE 
y ‘or pany 


iring Corporation 
Machine & Foundry 





Inc 


"FRICTION CLUTC 
Machine Co. 
& “Shi ift ing ¢ ‘Oo. 
ring ¢ rporatior 
ahine: Co. 





ne & Foundry 


Machine & Foundry 


PU LLERS, GE "AR AND WHEEL 
> Mients 


A. L. Schultz & Son 
SK F Industries, Incorporated 
rl. B. Wood's Sons Co. 

PULLEYS, IRON CENTER 
Dodge Manufacturing Corporation 
Hill Clutch Machine & Foundry Co. 
rhe Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
r. B. Wood's Sens Co 

PULLEYS, LOOSE 

American Pulley Company 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 


The Hill Clutch Machine & Foundry Co. 


>» Medart Company 
> Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
SK F Industries, Incorporated 
T. B. Wood's Sons Co 
PULLEYS, MOTOR 
American Pulley Company 
Birkle Machine Works 
Dodge Manufacturing Corporation 





Che Hill Clutch — & Foundry Co. 


The Medart Con 
The Ohio Valley Pulle »>y Works, Inc. 
ves Pulley Co. 
Rockwood Mfg. Co. 
Sprucolite ¢ nage Nati 
I B. Wood's Sons ¢ 
Pt L LE Ys, PAPER 
Birkle Machine Works 
The Ohio Valley Pulley Works, Inc. 
tA a ‘it g. Co 
"P ULLEYS, ROLLER BEARING 
Dodge Manufacturing Corporation 
ven Clutch Mac hine & Foundry Co. 
dart Company 
Skayef Ball Rearing Co. 
PULLEYS, STEEL 
American Puiley Company 
ge f ring Corporation 


Pl LLE od a L RIM 














P | LLEYS STEP "AND TAPER CONE 
Dodge Manufacturing Corporation 
The Hill Clutch —— & Foundry Co 
The Medart Compar 
The Ohio Vallev Pulle y Works, Ine 
Reeves Pulley Co 
*. BB. Wood's Sons ¢ 

PU LLEYS, woop 

Chieago Pulley & Shafting Co 

ge f turing Corporation 
The Medart Company 
[The Ohio Valley Pulley Works, Ine 
g es Pulley Co 





PUMP JACKS 
Coulds Pumps, Ine. 
F. FE. Mvers & Bro. Co. 
Roper, Geo. D., Corporation 
PUMPS, AIR 
Leiman Bros 
PUMPS, C - —— UGAL 
k Tron & Steel 
Pumps, Inc, 
Geo. D. Roper Corp. 
PUMPS, DIAPHRAGM 
Frederick Tron & Steel Co. 
Goulds Pumps, Ine. 
PUMPS, ELECTRIC 
Goulds Pumps, Inc. 
F. E. Mvers & Bro. Co. 
1e0. D. Roper, Corp. 
PUMPS, GAS AND VACUUM 
.eiman Bros 
PUMPS, HAND AND POWER 
Goulds Pun 3, Inc. 
4 Myers & Bro. Co. 
0 Geo. D., Corporation 
PUMPS, JET 
\merican Injector Co 
Roper, Geo. D., Corporation 
PUMPS, MINE 
Pumps, Inc. 
Myers & Bro. Co. 
Geo. D., Corporation 
PUMPS, OIL 
Detroit Tubricator Co. 
Goulds Pumps, Inc. 
Leiman Bros 
Geo. D. Roper Corp 
PUMPS, ROTARY 
1 Pumps, Inc. 
Roper, Geo. D., Corporation 
PUMPS, SUMP, AUTOMATIC 
;oulds Pumps, Ine. 
The Penberthy Injector Co. 
Roper, Geo. D., Corporation 
PUMPS, TANK 
Goulds Pumps, Ine. 
F. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation 
PUNCHES AND DIES 
Royersford Foundry & Machine Co 
PUNCHES, METAL, LEVER 
Hyro Mfg. Co., Ine 
W. A Whitney Mfg. Co. 
REGULATORS, ENGINE BLOWING 
Mason Regulator Co 
RASPS 























Delta File Works 

Seandinavian Western Importing Co., Ltd 
RATCHETS 

Armstrong Bros. Tool Co. 
REAMERS 

Cleveland Twist Drill Co 

Butterfield & Co 

Morse Twist Drill & Machine (so 

The Standard Tool Co. 

Whitman Barnes-Detroit Corp 


ucolite Corporation (Compressed Spruce) 


REAMERS, ELECTRIC 
Black & Decker Mfg. Co. 
REDUCERS, SPEED 
Foote Bros. Gear & Machine Co. 
The Hill Clutch, Machine & Foundry Co. 
REGULATORS, BOILER FEED LINE 
Mason Regulator Co. 
REGULATORS, DAMPER HYDRAULIC 
Mason Regulator Co. 
REGULATORS, PRESSURE 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
“Strong” 
REGULATORS, STEAM FAN 
Mason Regulator Co 
RE: EATERS, BIBB 
M. B. Skinner Co. 
RESEATING TOOLS, VALVE 
The Black & Decker Mfg. Co. 
M. B. Skinner Co. 
RESPIRATORS 
Pulmosan Safety Equipment Corp. 
RIVETS 
Russell, Burdsall & Ward Bolt & Nut Co. 
ROLLS, COMPRESSED SPRUCE 
Sprucolite Corporation 
ROPE DRIVES 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
The Medart Company 
tC. B. Wood's Sons Co, 
ROPE, WIRE 
American Cable Company, Inc. 
Williamsport Wire Rope Co. 
RU BRER GOODS, MECHANICAL 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Jenkins Bros. 
The Mechanical Rubber Co 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co 
SAFETY EQUIPMENT 
Pulmosan Safety Equipment Corp 
SALAMANDERS 
\eroil Burner Co., Ine 
Geo. W. Diener Mfg. Co 
SAND BL —— — pi Ss 
Pulmosan Safety Equipmen 
SAND BL AST OUTF ITS 


Leiman Bros. 








SAWS, BAND 
Armstrong-Blum Mfg. Co. (Metal). 
x Saw & Mfg. Co. 
arnes Co., Inc. 
The Crescent Machine Co 
Simonds Saw & Steel Co. 
The Henry G. Thompson & Son Co 





SAWS, CIRCULAR 
Simonds Saw & Steel Co. 
JI. D. Wallace & Co. 
SAWS, COPING 
W. O. Barnes Co., Inc 
SAWS, IL. AC ‘1K (Blades) 
American Saw & Mfg. Co. 
Armstrong-Blum Mfg. Co. 
Ww. O. sarnes Co., Inc. 
nonds Saw & Steel Co. 
Henry G. Thompson & Son Co 
Victor Saw Works, Inc. 
SAWS, HAND, ELECTRIC 





J. D. Wallace & Co. 


Wappat Gear Works 
SAWS, RADIAL, ELECTRIC 
I. D. Wallace & Co. 
SAWS, SW ING, CUT-OFF 
The Crescent Machine Co 
SCAFFOLDING 
Patent Scaffolding Co. 
SCALES 
The Fairbanks Company. 
SCOOPS, FLOUR AND GRAIN 
The Webster Mfg. Co. 
SCRAPERS 
Toledo Wheelbarrow Co. 
SCRAPERS, FLUE 
Newark Brush & Scraper Co. 
SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co 
Hisey-Wolf Machine Co. 
N. A. Strand & Co. 
The United States Electrical Tool C 
SCREWDRIVERS, HAND 
American Saw & Mfg. Co. 
SCREW PLATES 
Butterfield & Co. 
Morse Twist Drill & Machine Co 
SCREWS, CAP AND SET 
The Allen Mfg. Co. 
The Bristol Company 
Cleveland Cap Screw Co 
Cleveland Wrought Products Co. 
Ferry Cap & Set Screw Co. 
Foster Bolt & Nut Mfg. Co. 
Standard Pressed Steel Co. 
The Strong, Carlisle & Hammond Co. 
**“Mac-It” 
The Superior Screw & Bolt Mfg. Co. 


SCREWS, MACHINE, BRASS AND IRON 


Economy Screw Corporation 
SCREWS, MINING 
The Strong, Carlisle & Hammond Co, 
“‘Mac-It” 
SCREWS, SAFETY SET 
The Allen Mfg. Co. 
The Bristol Company 
Standard Pressed Steel Co. 
The Strong, Carlisle & Hammond Co. 
“Mac-It” 
SCREWS, THUMB 
Economy Screw Corporation 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 
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PORTABLE FLEXIBLE 
SHAFT MACHINES 
for Grinding—Polishing— 
Drilling —Buffing—Rotary 
Filing—Screw Driving — 

Nut Setting 


and hundreds of other useful 
operations. Several Sizes. 


Manufactured by 
N. A. STRAND & CO. 


Chicago M6—5 H.P. Capacity 


THE CORRECT 
Grinder and Buffer 


This outfit is ideal for grinding tools, 
preparing metal surfaces for welding, anc d 
for countless other uses in machine shops, 


garages, repair shops, service stations 
blacksmith shops and whe rever men work | 
in metals. 

Our specialization in the production 
of small, high grade motors makes our 
prices 25 to 50 per cent below the aver- 
age. Your best investment of the year 


will be the purchase of a Marathon 
Grinder and Buffer. Write for Bulletin. 


We fully co-operate with mill 
upply houses. 


MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 








We ae Jobbers 


‘aise )) 


Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 








Our system of advertising for our jobbers gets the orders. 
Sales guaranteed Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc 
Richmond, Va. 


STOW 
Flexible Shafts 


All types of flexible shaft as- 
semblies, all sizes. Flexible 
shafts for your customers’ own 
motors, with attachments. 


Jobbers are selling this equip- 
ment to their regular trade most 
advantageously. 


Write us for proposition with 
printed matter. 





Invented and Built by 


STOW MFG. CO., Inc. 
Binghamton, N. Y. 














SKINNER Clamps 
Stop Leaks 


ELL 


ROLLER 
BEARING 
HANGERS 


lubricated with 
Rollerine are best 
and cheapest. 





Royersford Fdry. & Mch. Co. 


Royersford, Pa. 














‘*VINCENT ”’ the name that signifies good— 


Huntington Emery Wheel Dressers and 
Cutters—Vincent-Carbo Emery Wheel 
Dressers—Conical Emery Wheel Cut- 
ters—Hardened High Speed Tool Bits. 


(Sold through the distributors) 
IF YOU DO NOT HAVE OUR CATALOG—WRITE US 


THE VINCENT STEEL PROCESS CO. 
Incorporated in 1909 
2519 Bellevue Avenue 
DETROIT, MICH. 





Chicago Office 
25 S. Jefferson St, 


New York Office 
41 Murray St. 





“PROCUNIER” 


SAFETY TAPPING DEVICES 
QUICK CHANGE CHUCKS and COLLETS 
STUD SETTERS—NUT SETTERS 


=“BUILT FOR SERVICE’’ 


Let us help you on your customers’ 
tapping problems and send you cata- 
logues for distribution to your trade. 


Procunier Safety Chuck Co. 


12 S. Clinton St. Chicago, Ill. 











When writing to Advertisers please mention Mitt Supp ies 
























SEPARATORS, OIL AND STEAM 
The Strong, Carlisle & Hammond Co, 
The Swartwout Company 
The D. T. Williams Valve 

SHAFTING, FLEXIBLE 
Stow Manufacturing Co., Ince. 
N. A. Strand & Co 
SHAFTING, STEEL 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
A. L. Schultz & Son 
The Webster Mfg. Co. 
T. B. Wood's Sons Co 
SHAPERS, WOODWORKING 
The Crescent Machine Co 


SHEAVES, MANILA AND WIRE ROPE 


Eg Hill Clutch Machine & Foundry Co 
Tt Medart Comp: iny 
3 Wood's Sons C 
SHOV EL 8, 
Wood Shovel & Tool ‘Co 
SHOVELS, POWER 
The Webster Mfg. Co. 
SLEEVES, DREDGING 
Whitehead Bros. Rubber Co 
SLEEVES AND SOCKETS, DRILL 
Lovejoy Tool Works 
Morse Twist Drill & Machine Co 
The Standard Tool Co 
et - ine 
eroil Burner Co. 
SOL ben DIPPERS 
Paul W. Koch & 

SOLDER, ‘BAR AND WIRE 
Division Smelting & Refining Co. 
Frictionless Metal Company 

SPEED TRANSFORMERS 
The Hill Clutch Machine & Foundry Co 
Reeves Pulley Co. 

SPRAYERS, PAINT 

The Alexander Millburn Co, 
The Atomister Corporation 

SPROCKETS 
Hill Clutch Machine & Foundry Co. 
The Medart Company 
A. L. Schultz & Son 
The Webster Mfg. Co 

STAMPS AND DIES, STEEL 

Joslin Mfg. Co 
STANDS, DRILL 
The United States Electrical Tool Co 
STANDS, FLOOR 
Hill-Clutch Machine & Foundry Co 

STANDS, VISE, PORTABLE 
H. P. Martin & Sons 
J. H. Williams & Co. 

STEAM SP ECIALTIES 

American Injector Co. 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Detroit Lubricator Co. 
The Fairbanks Company 
Kieley & Mueller, Inc. 
Nason Manufacturing Co. 
The Wm. Powell Co. 
Strong, Carlisle & Hammond Co. 
Walworth Company 
The Swartwout Company 
The D. T. Williams Valve Co 

STEEL 
Simords Saw & Steel Co. 

STOCKS & DIES 
Armstrong Bros. Tool Co. 
The Oster Mfg. Co 
Toledo Pipe Threading Machine Co. 
STOPS, ENGINE 
The Strong, Carlisle & Hammond Co. 
“Strong”’ 


HAND 








STRAINERS 
The Strong, Carlisle & Hammond Co. 
STU D SETTERS 
Procunier Saf Chuck Co. 
STU DS, MILLED 
Cleveland Wrought Products Co 
STRAINERS 
American Injector Co. 
Kieley & Mueller, Inc. 
anaes Regulator Company 
The Swartwout Company 
STRAPS, LE ATHE R 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
SWAGES, UPSET 
Simonds Saw & Steel Co. 
TABLES, STEAM 
Nason Manufacturing Co. 
TAPE, FRICTION 
Boston Woven Hose & Rubber Co 
The B. F. Goodrich Rubber Co 
TAPP "ING ATTAC HME NTS 


Procunier i Chuck C 


3utterfield & Co 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
TOOLS, BOILERMAKERS’ 
Lovejoy Tool Works 
TCOLS, BORING 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
TOOLS, MACHINISTS’ 
American Swiss File & Tool Co 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Delta File Works 
Scandinavian Western Importing Co., Ltd 
J. H. Williams & Co. 
Whitman Barnes-Detroit Corp. 





TOOLS, MECHANICS’ HAND 
American Swiss File & Too! Co. 


TOOLS, PLUMBERS’ AND STEAM- 
FITTERS’ 


Armstrong Bros. Tool Co. 

Bonney Forge & Tool Works 

The Oster Mfg. Co. 

Toledo Pipe Threading Machine Co. 
Walworth Company 

J. H. Williams & Co. 


TOOLS, RAILROAD 
Lovejoy Tool Works 
TOOLS, SAW 
Simonds Saw & Steel Co. 


TOOLS, VALVE RESEATING 

The Black & Decker Mfg. Co. 
M. B. Skinner (« 

TORCHES, BLOW 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co. 
Scandinavian Western Importing Co. 
P. Wall Mfg. Supply Co. 

TORCHES, THAWING 
Aeroil Burner Co., Ine. 
TORCHES, WELDING AND CUTTING 

The Imperial Brass Mfg. Co. 
rhe Alexander Millburn Co. 

TRACK SYSTEMS, OVERHEAD 
Chisholm-Moore Hoist Corp. 
Richards-Wileox Mfg. Co. 

The Yale & Towne Mfg. Co. 
TRACTORS, INDUSTRIAL 
The Yale & Towne Mfg. Co. 
TRAILERS, INDUSTRIAL 
Chase Foundry & Mfg. Co. 
The Yale & Towne Mfg. Co. 
TRANSMISSION, ie — ABLE SPEED 
The Moore & White 
Reeves Pulley Co. 
TRAPS, AIR AND SEDIMENT 
’. D. Anderson Co, 
ieley & Mueller, Inc. 
The Swartwout Company 
bate RADIATOR 
Carlisle & Hammond Co. 











The Strong, 
“Strong” 
TRAPS, STEAM 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Nason Manufacturing Co. 
The Strong, Carlisle & Hammond Co. 
“Strong”’ 
D. T. Williams Valve Co. 
The Swartwout Company 
TRAPS, VACUUM 
The Strong, Carlisle & Hammond Co. 
“Strong” 


TRESTLES, SAFETY, EXTENSION 
Patent Scaffolding Co. 


TROLLEYS 
Chisholm-Moore Hoist Corp. 
Curtis Pneumatic Machinery 
Ford Chain Block Co. 
tichards-Wilcox Mfg. Co. 
Union Manufacturing Co 
The Yale & Towne Mfg. “Co. 

TRUCKS, HAND 
The American Pulley Company 
The Fairbanks Company 
Standard Pressed Steel Co. 
TRUCKS, LIFT 
The Yale & Towne Mfg. Co. 
TUBES, BOILER 
National Tube Company 
TUBING, RUBBER 
Whitehead Bros. Rubber Co. 
TURNBUCKLES 
Brownie Mfg. Co. 
UNIONS, BRASS AND IRON 
The Fairbanks Company 
Grabler Mfg. Co. 
Illinois Malleable Iron Co, 
Walworth Company. 
VALVE LEATHERS 
Rawhide Mfg. Co 
VALVE- UNIONS 
Nason Manufacturing Co. 
VALVES, BALANCED, FLOAT 
Mason Regulator Co. 
VALVES, BLOW OFF 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Company. 
VALVES, CHECK 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Jenkins Bros. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Company. 
VALVES, COLD WATER, BALATA 
Victor Balata & Textile Belting Co. 
VALVES, EMERGENCY 
The Strong, Carlisle & Hammond Co. 
VALVES, FLUSH 
Imperial Brass Mfg. Co. 
VALVES, GATE, GLOBE AND ANGLE 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Jenkins Bros. 
Kelly Co. 
The Wm. Powell Co. 
The Strong, Carlisle & Hammond Co. 
“Evertyte”’ globe 
Henry Vogt Machine Co. 
Walworth Company 
The D. T. Williams Valve Co. 


~ 
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VALVES, HYDRAULIC 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
Henry Vogt Machine Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, NON-RETURN 
The Strong, Carlisle & Hammond Co. 
VALVES, POP, SAFETY AND RELIEF 
Detroit Lubricator Co. 
The Wm. Powell Co. 
Walworth Company 
VALVES, PRESSURE REDUCING 
G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
“Strong” 
Walworth Company 
VALVES, PUMP, RUBBER 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Jenkins Bros. 
The Mechanical Rubber Co. 
Whitehead Bros. Rubber Co 
VALVES, RADIATOR 
Detroit Lubricator Co. 
The Fairbanks Company 
Jenkins Bros. 
Kelly Co, 
The Wm. Powell Co, 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros. 
Walworth Company 
The D. T. Williams Valve Co. 
VISES, BENCH, WITH CLAMP 
3onney Forge & Tool Works 
Luther Grinder Mfg. Co. 
VISES, DRIL L PRESS 
fhe Skinner Chuck Co. 
VISES, MACHINISTS’ 
Bonney Forge & Tool Works 
Columbian Vise & Mfg. Co. 
Parker Vises 
Walworth Company 
VISES, MILLING MACHINE 
Skinner Cc huck Company 
SES, PATTERN MAKERS' 
Morgan Vise Company 
Richards-Wilcox Mfg. Co. 
VISES, PIPE 
Armstrong Bros. Tool Co. 
Columbian Vise & Mfg. Co. 
Parker Vises 
Toledo Pipe Threading Machine Co 
Walworth re 
J. H. Williams & C 
VISES PIPE BENDER 
Paul W. Koch & 
VISES’ WOODWORKERS: 
Columbian Vise & Mfg. C 
WASHERS, BRASS 
IXconomy Screw Corporation 
WASHERS, LEATHER 
Chicago Rawhide Mfg. Co. 
WASHERS, RUBBER 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
The Republic Rubber Co. 
WATER CLOSETS, 
Jos. A. Vogel Co. 
WATER LEVEL CONTROL 
The Bristol Company 
Nason Manufacturing Co. 








FROST PROOF 


WELDING AND CUTTING EQUIPMENT 


The Imperial Brass Mfg. Co. 

WHEELB: ARROW Ss 
The Fairbanks Company 
Toledo Wheelbarrow Co 

WHEELS, COMPRESSED SPRUCE 
Sprucolite Corporation 
WINCHES 
A. L. Schultz & Son 
WIRE ROPE 

American Cable Company, Inc. 
Williamsport Wire Rope Co. 

WOODWORKERS, VARIETY 
Crescent Machine Co. 

J. D. Wallace & Co. 

WRENCH SETS 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
J. H. Williams & Co. 

WRENCHES, ADJUSTABLE 
Bonney Forge & Tool Works 
Walworth Company 
J. H. Williams & Co. 

WRENCHES, HOPPER CAR 
Advance Car Mover Co, 

Safety Wrench & Appliance Co. 

WRENCHES, OPEN END 
Armstrong Bros. Tool Co. 
3onney Forge & Tool Works 
Brownie Mfg. Co. 

J. H. Williams & Cc 
Ww RENCHES PIPE 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Lawson Mfg. Co. 
Walworth Company 
J. H. Williams & Co. 
WRENCHES, SOCKET 
The Allen Mfg. Co. 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
The Black & Decker Mfg. Co. 
Bonney Forge & Tool Works 
J. H. Williams & Co. 








} 
H 
j 
4 





panacea 


ay 


davaeaA 


ORE tA 





FMR a 


November, 1928 





SU) WIP 12 A ye sy 





129 











Specialties for Mill Supply Jobbers 


Who are Seeking Opportunities for Sales and Profit 











MADE RIGHT 
CLAMPS 











Jobl ers! 





Write us for 
BROWNIE N22 


catalog. 





PRICED RIGHT 
Unbreakable, Nickel Plated, Udylited, Plain. 
Made of tough malleable iron with steel screws. 


TURNBUCKLES— Udylited, Plain, Strong and Durable, will 


stand a powerful strain. 


BROWNIE MFG. CO., Inc. : Fort Wayne, Indiana 


T’S easier, and more satisfactory all round to 

sell a complete line of valve specialties made 
by one good firm than a line drawn from a dozen 
different places. 


The design of Davis Valve Specialties is distinc- 
tive; every item in the line is simple, effective, and 
proven by years of performance. 


Show the complete line in your catalogue, and 
take full advantage of the established position 
of the Davis name. 


THE G. M. DAVIS REGULATOR CO. 
408 Milwaukee Avenue, Chicago, Illinois 








e 
The Plamondon Clutch offers these out- 
standing advantages—Positive Pull Out, 
Springless, Safe, Enclosed, Dust Proof. 


Write for Catalog No. 68 for complete description. 
A. PLAMONDON—Division of 


EOORE BROS 


CHICAGO. I1l. 







211 N.Curtis St.. 


ECONOMY THUMB SCREWS 
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The new “Economy” Thumb Screw is similar to a 
round head machine screw, threaded up to the head. 
The steel key is forced into the slot of the screw under 
pressure and can’t loosen. The result is an all-steel 
screw, with wide binding surface, standard threads 
and bright tumble finish. Pleases every mechanic 
who has had to work with old style cast and malleable 
thumb screws. 


No delay in shipment. Complete stocks of all sizes, 
Also made in brass and bronze. A good seller. Send 
for Dealer’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, III. 








The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of every 
100 structural steel buildings being built 
in the United States today. The same 
may be, said of all railroads, bridge build- 
ers, boiler makers, tank builders, etc. 
The No. 401 Forge has not only been 
adopted by this class of trade in the 
United States, but also throughout the 
entire world. 


Carried in stock by all the leading mill 
supply jobbers. 


Write for No. 52 catalog 


Champion Blower & Forge Co. 


Lancaster, Pa. 







i 


REDE RICK 


Re 


¥ 


4 They Sure Lift 


the Water 
a/ 


Frederick Y Diaphragm Pumps _ have 
powerful suction, even after years of 
service, and they are of extra heavy con- 
struction. For draining Cellars, Exca- 
vations, Sewers, Quarries, and Trenches, 
and as Bilge Pumps on Dredges, Barges: 
and Vessels. 


Supply Houses and Deal- 


ers: We've a proposition 
for you--Write for it. 


The Frederick Iron & Steel Co. 
Frederick, Maryland 

















Wire Brushes for every 
Heater or Boiler 
Boiler Tube Cleaners 
Sectional and House Heating 

Flue Brushes. 

Write for samples and 
prices on this economical and 
efficient line. 


— 
WORCESTER BRUSH 
AND SCRAPER CO 


WORCESTER 
BRUSH & SCRAPER CO. 


450 Park Ave., Worcester, Mass. 





ECLIP 


id Belt Dress 


wather, Rubber and Canvas 


 labels—a sales stimulant at no extra cost. Other spe- 





MANE ONLY 89 
lirse speciaty MPG © 
OY Bove ave cme # 


—-_ 
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ECLIPSE 
Liquid Belt Dressing 


Gives belts a soft, slip-proof surface. 
Contains no harmful ingredients. For 
leather, rubber and canvas belts. 


Sold by Many Distributors 
Many of our Distributors stock ECLIPSE Belt Dress 
ing and other ECLIPSE specialties under their own 


cialties are Bar Belt Dressing, Hot Belt Dressing, 
Pulley Covering Cement, Belt Cement and Wire Belt 
Lacing. 

Ask for Prices 


ECLIPSE SPECIALTY MFG. Co. 


4515 Ravenswood Ave. Chicago, III. 





When writing to Advertisers please mention 


Mitt 


SUPPLIES 
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hen You Sell “Americans’”’ 


You Sell Handling Economy— 


You are selling more than “just another hand truck,” 
when you offer the “American” Pressed Steel line. 
You are selling a new type of trouble-free hand truck 
service. You are offering truck users important dollars 
and cents savings in maintenance costs. 


You are selling a hand truck that has no competition, 
for it is the only one in the world that is “built to 
wear without repair.” 


Because the 11 different styles and their variations serve 
practically every hand truck need, it is not necessary to 
carry large stocks and display space can be economized. 


One industry after another is now turning to “Ameri- 
cans” for the solution of handling problems. Get your 
share of this business that national advertising to 
twelve million people is producing. 


THE AMERICAN PULLEY COMPANY 
PRESSED STEEL: 
PULLEYS HANGERS HAND TRUCKS 
MISCELLANEOUS STAMPINGS 
4200 Wissahickon Avenue, Philadelphia, Pa. 





Pressed entirely from steel (except wooden hand grips for 
comfort) the “American” represents the most advanced 
ideas in hand truck design. Light as wood, with the supe- 
rior strength and durability of steel. Scientifically balanced. 
Offered equipped with smooth-running Hyatt Roller 
Bearing Wheels. * * * 


“There is no doubt about it. ‘American’ Pressed Sreel 
Hand Trucks are the best we have ever used,” says Mr. 
J. P. Alcorn, General Superintendent of the Savannah 
Warehouse & Compress Company. 


ERICAN 
TRUCKS 


PATENTS PENDING 
REGISTERED U.S. PATENT OFFICE 


“The first ‘American’ Pressed 
Steel Trucks we bought 
proved their worth so posi- 
tively and so quickly that, as 
you know, we bought thirty- 
three more”—writes the Bos- 
ton Tidewater Terminal, Inc. 
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HipE UNSIGHTLY E.XPOSED 
BOLT ENDS 


A wonderful opportunity to hide unsightiy exposed bolt 
ends by the use of Ferry Patented Acorn Nuts has at- 
tracted the attention of engineers throughout the country. 
The neat, graceful appearance of these Acorn Nuts—their 


THE FERRY STEEL COVERED 
ACORN NUT 

The Ferry Steel Covered Acorn Nut has 

the advantage of permitting painting, 


ability to tend a tinished appearance to the product—1s 
as great as the cost is small. 
are especially adapted to Chromium Plating and are sup- 
plied Chromium Plated at an exceedingly small extra cost. 


Ferry Patented Acorn Nuts 


THE FERRY BRASS COVERED 
ACORN NUT 

The Ferry Brass Covered Acorn 

Nut is recommended where plating 


on brass is desired. It has the non- 
corrosive feature which is a strong 


galvanizing, Parkerizing, Sherardizing, 
Cadmium-plating, Nickel-plating, 


ee maul 3 Cross Sect Ferry P. ' Nut, sh 
burnishing, polishing and buffing. ont ty tom of ee ee 


ing how steel hexagon nut fits snugly into shell advantage. 


STEEL COVERED ACORN NUT 


Size: 1%" Across Flats 


Plain (For Painting). 

Burnished (For Plating), 

Burnished, Sherardized and Burnished. 
Burnished, Sherardized and Buffed. 
Burnished, Cadmium Plated and Buffed. 


Size: 44" Across Flats No. 


Plain (For Painting). 8. 
Burnished (For Plating). 9. 
3 Burnished, Sherardized and Burnished. 10. 
4+. Burnished, Sherardized and Buffed. Il. 
5. Burnished, Cadmium Plated and Buffed. 12. 
6 
7 
7 
7 


Size: %" Across Flats No. 


Plain (For Painting). 1. 
B Burnished (For Plating). 
Cc Burnished, Sherardized and Burnished. 
[ Burnished, Sherardized and Buffed. 
E Burnished, Cadmium Plated and Buffed. 
F Burnished, Nickel Plated and Buffed. 
G-D Polished, Sherardized and Buffed. 
G-E Polished, Cadmium Plated and Buffed. 
G-F Polished, Nickel Plated ard Buffed. 


RASS COVERED ACORN NUT 


154" Across Flats 


Burnished, Nickel Plated and Buffed. 13. Burnished, Nickel Plated and Buffed. 
14-11. Polished, Sherardized and Buoffed. 
14-12. Polished, Cadmium Plated and Buffed. 
14-13. Polished, Nickel Plated and Buffed. 


- Polished, Sherardized and Buffed. 
. Polished, Cadmium Plated and Buffed. 


<6. Polished, Nickel Plated and Buffed. 


No. Size: 44" Across Flats No. Size: 


5. Plain. 18. Plain. 

. Nickel Plated—Barrel Plate. 19. Nickel Plated— Barrel Plate. 

7. Polished, Nickel Plated and Buffed. 20. Polished, Nickel Plated and Bufted. 
a 


Size: Across Flats 


“ ii 
J Nickel Plated—Barrel Pilate. 
K Polished, Nickel! Plated and Buffed. 








SIZE: '%" Across 
lats 


SIZE %%" Across 
Flats 





TAPPED: ',", %". 
am Z " and mn 
inclusive. 

USS and SAE 
thread. 


TAPPED: 33", %" 
and *," inclusive. 


USS and SAE 








TAPPED to 14" %" " 
USS or SAE 


Order by Number and Tapping—Samples and Prices on Request 


Write for Prices and Samples on our Chromium Plated Acorn Nuts 


s a Ferry Product you can depend upon it” 


CLEVELAND, OHIO 


desired 


“If it’s 
THE FERRY CAP & SET SCREW CO. 





PROCESS SCREWS 





